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Average Dealer Chalks Up a Loss, 
First in History of NADA Records 


By Robert M. Lienert | dealers wallowed in red ink during | 

Associate Editor | the quarter. Last year, in the same | 

1. average new-car dealer eel period, 21 percent of dealers op- 
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Top Cars 


) New-car registrations for three | 
hs, plus nine states for | 


1957 

Pos. 
353,128— 2 
377,229— 1 | 
152,504— 3 | 
107,133— 5 | 
118,270— 4 | 
87,132— 6 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Mercury 
Dodge 
Cadillac 
Rambler 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 
Met. 
Packard 
Misc. 34,177 
Total All Makes 
1,176,346 1,529,236 
Further details on Page 42. 


322,669 
250,368 
98,681 
87,679 
77,229 the sharp reduction in “car absorp- | from last year, the average gross 
tion.” from combined new and used-unit 
“While dealers struggle to over-| sales, after selling expenses, cov- 
$46 farther into the red every/| erated at a loss. come an expense burden of 16 per-| ered only 284 percent of fixed 
time he sold a new car in the first | ao |cent of total sales in all depart-| overhead,” NADA said. 
quarter this year, according fo | NEVER before in the 10 years; ments, their new and used-car In the first quarter a year ago, 
figures detailed last\| week in that it has been analyzing| business returned a gross profit of} this “car absorption” ratio was 
| NADA’s Business Management| gealer close to 50 percent. 
| Survey. found the average dealership fail-| “Obviously,” NADA continued, 
Losses averaged 0.8 percent of | ing to make money—however thin | “ “during this period, the greater 
sales, NADA said, compared with | the profit margin might have been. | (Continued on Page 49, Col. 1) 
a before-tax profit of 14 percent | Lowest figure reported in the | 


(or $68 per new car sold) in the 
postwar era was 0.6 percent for 
corresponding peried of | 1967. the full year of 1954. An NADA 
Some dealers did manage to | spokesman said that reports of | 
make a small profit in the first] ¢pe Internal Revenue Service, | 
| 
| 
| 


profit statements has NADA| Only 9.4 Dercent. 


> = 
THIS narrow margin, and 
with volume off 23 percent 


What’s Happening to Dealer Profits 


|quarter. NADA said that the in- | which predate NADA profit 
dustry averaged a loss on opera-| surveys, showed a low of Al 
tions because 55 percent of all) percent for dealers in 1939. 
Highest profit in the postwar 
In 195 was the 6.3 percent notched 


1957 
1.7 





in 1950. | 

> . = | 
| JN REPORTING on the loss for 
the first quarter, NADA noted 


mports No Magic Elixir 


or Domestic Dealers | 


AN imported-car franchise the | 

magic elixir which will restore | 

excitement of youth to the 
-car sales business? 

— plenty of dealers have 

’ scrambling to get aboard 

the foreign-car bandwagon, cold | 

tend to show that the | 

fall somewhat short of 

| a cure-all for contemporary 

sales ills. 

| First of all, spectacular growth 

import-car sales does not begin 

compensate for lost sales of 


domestic products. 
> > 

A BIT of easy arithmetic shows 

why. In the most recent month 
for which registration figures are 
available, there were 183,703 fewer 
@omestic cars sold than in the 
fame month of 1957. For the same 


period the number of imports sold) 





Truck Output Hits 
Three-Month High; 
$6,000 Cars Built 


By Martin L. Whitmyer 
Staff Writer 

IESSATION of assembly activi- 

ties at three B-O-P plants and 
four-day operations by several 
Other makers held U. S. car output 
to an estimated 86,277 units last 
week. The pace will decline even 
further this week because of 
Memorial Day. 

Truck production, however, 
umped to a 12-week high as 

reial-car manufacturers 
faised output schedules last week. 

Last week’s 86,277 car assem- 
blies represented 67.8 percent of 
Automotive News’ three-year 
index and was 1.3 percent below 
the 87,407 cars produced the 
Previous week. Last week’s car 
output also was 32.3 percent 
below the corresponding week a 
year ago. 

Although last week’s output of 
18,322 trucks was 21.4 percent off 
the 23,308 units produced during 
the same week a year ago, it 
Marked the first time since the 
week ended Feb. 15 that 
commercial-car operations passed 
the 18,000 level. The week ended 

(Continued on Page 53, Col. 3) 


that the first three months are) 


| traditionally one of the most profit- | 


increased by only 11,287 units over 
the comparable year-ago month. 
In other words, of every 155 
customers “lost” for demestic 
makes, only one switched to an 
import. The other 14.5 customers 
(the half-customer is a statisti- 
cian’s friend) are still driving 
around town in their old heaps. 


Five will get you ten in most 
any dealership that when they de- 
cide on a new car, they will pick 
out an American model. 

The dealer who has seen his 
sales curve swoop downward will 
most likely fail 
trends by adding an 
line. 


A for the first quarter shows why. 
Here, based on the latest dealer- 
ship census and three-month sales 
figures, are gross average sales 


import-car 


to reverse any) 


CHECK of volume-per-dealer | 





per franchise: 


What of the dealers who already 
(Continued on Page 4, Col. 5) 


able periods of the year. It pointed | 
out that the average loss figure 
accrued “before any provision for 
Federal taxes by those fortunate) 
enough to show some profit.” | 
“It would appear, at this point,” 
NADA said, “that only an early 
end of the so-called ‘automobile | 
recession’ and a reversal of the 
usual seasonal trends in buying 
could brighten the profit outlook | 
for the balance of the year.” 
Part of the reason for the quar-| 
ter’s poor showing, NADA said, was 


By John K. Teahen Jr. 
Staff Writer 
LTHOUGH the Monroney- 
Thurmond price-disclosure bill 
does not specifically define the 
“manufacturer’s suggested retail 
price” which would be placed on 
each new car, there is no question 


about what the bill’s authors intend | 


that figure to include. 

And it is that “intent” that will 
govern the courts if the bill be- 
comes law. The measure, which 
has been passed by the Senate, 
is slated for early action in the 
House. 

The Senate report which ac- 
companied the bill to the House 
declares that the purpose of the 





bill is to require that the total of 
all the elements that enter into the 
total suggested price for which the 


Oe * 
Sample Price Sticker 
(As suggested by Senate report on Bill 8. 3500) 
Make: Stanley. Model: 4-door sedan. 
Serial number: SA-12345678. Final Assembly point: Oklahoma City. 


Dealer to whom delivered: Taylor 


Motors, Midtown, Kans. 


Delivered to dealer: Kansas City, Kans. 
Not driven or towed prior to delivery to dealer. 
Manufacturer’s suggested retail price 


Total transportation charged 
Suggested retail price of car* 


(*State and local taxes and license fees to be added.) 


3 Mos. 6 Mos. 9 Mos. 12 Mos. 


3 Mos. 6 Mos. 9 Mos. 12 Mos. 


am, 8 
@© 1958, by Automotive News 


ets Sticker Rules 


|car may be purchased be set forth 
|on the label. 


The report continues: “Compli- 


ance with the requirements of the) 
bill will eliminate the necessity of | 


fees and the cost of accessories, if 
any, added by the dealer.” 
2 > > 


HESE words do not appear in 
the bill itself, but this does not 


the dealer’s adding any charge) 4lter the situation, according to 


whatsoever to the total shown on 
the label with the exception of 
state and local taxes and license 


| Text of Senate Bill 


On Price Stickers 


WASHINGTON. — Following is 
the text of the Monroney-Thurmond 
price-disclosure bill (S. 3500): 

An act to require the full and 
fair disclosure of certain infor- 
mation in connection with the 
distribution of new automobiles 

in commerce, and for other 


purposes. 

Be it enacted by the Senate and 
House of Representatives of the 
United States in Congress assem- 
bled, that this act may be cited as 
the “Automobile Information Dis- 
closure Act.” 

DEFINITIONS 

SEC. 2. For purposes of this act— 

(a) The term “manufacturer” 
shall mean any person engaged in 
the manufacturing or assembling 
of new automobiles, including any 
person importing new automobiles 
for resale and any person who acts 
for and is under the control of 
such manufacturer, assembler, or 
importer in connection with the 
distribution of new automobiles. 

(b) The term “pérson” means an 
individual, partnership, corporation, 
business trust, or any organized 
group of persons. 

(c) The term “automobile” 

(Continued on Page 4, Col. 1) 


in- 


David Busby, counsel for the Sen- 
ate Auto Marketing Practices sub- 
committee. 

Busby told Avromotive News last 
week, “The rule is that if there is 
any doubt about the meaning of 
the language of the bill, the court 
will look to the ‘report’ for the 
intent of the legislature. 

“In other words, if there is 
ever a question raised in defense 
of a suit brought under this act, 
the court will have this report 
to govern it. In effect, the perti- 
nent sentence (in the report) be- 
comes a part of the law.” 

Federal tax and dealer prepara- 
(Continued on Page 4, Col. 3) 
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Auto News 


Bell defends NADA, Page 3. 
What dealers think of car 
engineering, Page 20. 

Monroney urges one-year 
auto excise freeze, Page 6. 
Tester hails ’583, Page 2. 


Dealer meetings: Massa- 
chusetts and New Hamp- 
shire, Page 3. New York 
and South Carolina, Page 
6. Texas, Page 52. 


Editorial, Page 10. 
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After 30,000 Miles in 14 Models. .. 


Now Hear What’s Right with ’58s 4% 
| 


Eprror’s Note: Currently you 
hear a lot about what is wrong 
with American cars. But there 
is a lot that is right with them, 
too, as witness the report from 
an Automotive News correspond- 
ent who has put some 30,000 
miles on 14 ’58 models. 

+ * + 
By L. H. Houck 
Travelling Correspondent 


JEFFERSON CITY, Mo.—I have 
learned a lot of things in sales- 
testing the 1958 autos over almost 
30,000 miles. These things may be 
old stuff to most dealers but, I’m 
passing them on for what they 
may be worth in helping to in- 
crease auto sales and profits. 

The American auto is a won- 
derful job. I have tested 14 cars 

(there'll be a few more) and I 
can tell you that regardless of 
what car a dealer sells, his com- 
petitor has a good car, too. 
Two or three of these cars were 

tuned to perfection. Most of them 
had only a few miles, still had the 
factory breakin oil and hadn’t had 
the 1,000-mile tuneup stressed as 
so important to the new car owner. 
Several were right off the assembly 
line. 

No one from any factory and 
certainly no one at AUTOMOTIVE 
News asked for any special con- 
siderations. The deal was “Here it 
is, drive it and write what you 
please.” 

In driving these cars, we had 


McGaw Succeeds 
Brents as Head of 
Kentucky Dealers 


LOUISVILLE.—The Kentucky 
Automobile Dealers Assn. Board 
has elected N. S. McGaw, Madison- 
ville, president, to succeed C. E. 
Brents, Lebanon, who becomes 
board chairman. 

Harry Holder, Owensboro, be- 
came first vice-president succeed- 
ing McGaw. W. E. Venters, Pike- 
ville, is second vice-president; Ben 
F. Long, Louisville, treasurer, and 
Lew Ullrich, Louisville, was _ re- 
elected for his 18th term as man- 
aging director and secretary. 

At a luncheon, Brents introduced 
a guest speaker, Don Campbell, 
retired lumber dealer from Le- 
banon who during World War II 
represented the lumber industry as 
a liaison officer in Washington. 
Campbell is also secretary- 
managing director of the Kentucky 
Retail Lumber Dealers’ Assn. 

He slanted his remarks around 
the automobile dealer thinking 
only in terms of service to his 
retail customers. He said that he 
was not an automobile man, but 
held to the opinion that what is 
good for one segment of retail 
business is good for others. 

He said that today retailers have 
to go out and get business, not 
wait for it to come to them. They 
must do a selling job, in that this 
is a period of changeover from a 
seller’s to a buyer’s market. The 
retailer must consider the comfort 
and convenience of the consumer, 
he said. 


S-P Protest Rally 
Set for Sunday 


DETROIT. — Studebaker- 
Packard stockholders have been 
invited to attend an anti- 
management meeting at 2 p.m. 
next Sunday in the Statler Hotel, 
Washington. 


The meeting was called by the 
Studebaker-Packard Stockholders’ 
Protective Committee to build up 
demands for Congressional investi- 
gations of the S-P management 
contract with Curtiss-Wright. 

Sol A. Dann, Detroit attorney 
who is spearheading the opposition 
to the Curtiss-Wright deal, also 
announced that a Federal District 
Court hearing on a suit challenging 
S-P’s acceptance of the Curtiss ar- 


no transmission trouble, no rear- 
end trouble, no shock-absorber 
or suspension trouble, even 
though two were air-suspended; 
no generator trouble, no battery 
trouble, no cooling trouble, no 
leaks, no starting trouble, even 
though temperatures ranged from 
five below to 80 above, and no 
electrical trouble. 

Only one car required emergency 
service from a dealer. After 2,000 
miles it developed a phony-type of 
short in the distributor. The dis- 
tributor was-replaced. I think this 
represents the phantom trouble 
that every so often hits all cars 
and about which some owners 
make a mountain out of a mole 
hill. 

Four cars required the addition 
of one quart of oil; 10 others re- 
quired none. Here again most cars 
use a quart during the breakin 
period while rings are seating. 

Three had electric windows, 





Remember Travis?— 
He’s ‘Man of the Years’ 


ST. CHARLES, Mo.—J. Edward 
Travis jr., former Buick-Pontiac- 
GMC dealer, has been named St. 
Charles “man of the years” in 
recognition of his contribution to 
the welfare of the community 
through civic endeavor. The 
Chamber of Commerce voted the 
a 

General Motors terminated 
Travis’ three franchises in 1955, 
and his name became a rallying 
ery for unhappy dealers during 
Senate hearings involving GM in 
1955 and 1956. 





seven had electric seats. There 
was no trouble with any of these. 

No car ever stalled during 
warmup, none stopped in traffic, 
or got stuck. And in spite of wide- 
spread reports from the trade, none 
leaked during rainstorms. No cool- 
ing systems required additional 
water or antifreeze or required any 
attention. No heater indicator ever 
showed more than normal heat. 

No automatic transmission, and 
all cars except one were automatic, 
required the addition of fluid. 

Almost all were equipped with 
power brakes and power steer- 
ing. In no case did any fail to 
function properly and none re- 
quired service. None needed addi- 
tional fluid and none of the hoses 
leaked. 


All but one or two were equipped 
with hydraulic valve lifters and no 
service was required on the lifters. 
In one case a lifter started tapping 
gently after being run several 
hundred miles. 

The noise grew louder and I 
pulled off the road and raised the 
hood. I listened to assure myself 
that it was nothing but a faulty 
lifter. I shut the engine off and 
checked the oil, which was slightly 
below the add mark. 

I drove to a nearby service 
station, where the attendant 
viewed the tapping noise with 
considerable alarm and no knowl- 
edge. I had one quart of premium 
heavy-duty oil (detergent) added 
to bring it up to full. 

I started the engine, gunned it 
and the noise subsided almost at 
once. Either a bit of foreign matter 
had clogged the check valve or the 

(Continued on Page 50, Col, 1) 





Pressure Mounts on IRS 


Victory Near 


By Maynard M. Gordon 
News Editor 
DEALER-RESERVE tax vic- 
tory for many new-car deal- 
ers appears to be there for the 
asking, and soon may be there for 
the taking. 

Mounting judicial and Congres- 
sional pressure on the Internal 
Revenue Service, vehemently sup- 
ported by state dealer associations, 
underlies the growing probability 
of a windfall. 


yield to the opinions of seven 
Federal courts and abandon the 
policy of taxing funds held in 
dealer reserves. 

But top-ranked banking and 
credit institutions were advising 
dealers not to wait for the tax col- 
lector to make up his mind. 

> ” 7 


ECLARED the American Na- 
tional Bank and Trust Co. of 
Chicago: 
“Any automobile dealer or other 
taxpayer who may have paid taxes 
under the terms of the Commis- 
sioner’s rulings should review his 
tax returns and file claims for re- 
fund for all years not barred by 
the statute of limitations.” 

Two influential Congressmen 
have introduced bills authorizing 
the change of taxing procedure, 
in the event the IRS decides to 
wait matters out. The bills are 
H. R. 8623 and H. R. 8632, spon- 
sored by Rep. Wilbur D. Mills, 
Arkansas Democrat and chair- 
man of the powerful House Ways 
and Means and Rep. 


The North Carolina Automobile 
Dealers Assn., one of the most ac- 
tive crusaders for the policy switch, 
has urged all Congressmen from 
the Tar Heel state “to get action 
on these two bills immediately.” 

* + 


Tu association also told. IRS 
Commissioner Russell C. Har- 
rington that the present policy of 
taxing funds when they are stored 
in dealer reserves “is working a 
terrible hardship on automobile 
dealers throughout the country.” 
“Since it will cost the Govern- 


rangement has been deferred to| ment no money in taxes to change 


June 16. 


this ruling,” the NCADA letter 


on Reserves? 


added, “we urge that the tax be 
levied on the dealer only when he 
has the right to demand and to 
receive the reserve.” 

U. S. Circuit Courts of Appeal in 
four circuits, as well as District 
judges in Florida, North Carolina 
and Texas, have upheld dealers 
suing for refunds of taxes levied 
against reserve funds. 

However, the IRS has made no 
appeal from adverse decisions to 
the Supreme Court—a course of 


—_ | action which might settle the issue 


The Commissio 
Revenue declined comment last | 


week on a report that he would |tent to go along with individual 


permanently. 
The IRS has thus far been con- 


countermanding its re- 
serve policy and avoid a clear-cut 
decision on the national level. 






Robert S. Spreen (Cadillac-Oldsmobile), 


Lead Dealers in Southern California— 


Officers of the Motor Car Dealers Assn. of Southern California are, from left, 
Spencer T. Honig (Rambler), Glendale, secretary; William G. Bryant (Dodge-Plymouth), 
long Beach, president; Lonnie Hull (Dodge-Piymouth), Los Angeles, treasurer, and 
Huntington Park, vice-president. 
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Hold Line on Prices, 
Chaffin Urges Makers 


WASHINGTON. —NADA Pres- 
ident Dean Chaffin last week dis- 
patched letters to the factory pres- 
idents urging them to resist “to the 
bitter end anything which will 
result in the increase of automobile 
prices to the public.” 


Chaffin said price increases would 
cut sales. 

His letter to the factory prexys, 
which made no direct reference to 
the contract negotiations with the 
UAW, declared: 

“If you have been correctly 
quoted in the press, you have in- 
dicated that increases 
in the costs of labor and materials 
would result in substantial in- 
creases in the price of new cars. 

“From the dealer's viewpoint, 
automobiles are priced too high 
now. In fact, many of us believe 
we have priced ourselves right out 
of the market. 

“Time and again customers have 
backed away from what they con- 
sidered over-priced models. In 1922 
and 1930, and again in 1938, the 
public balked and production lines 
slowed to a walk. The automobile 
industry was afflicted with wide- 
spread unemployment in those 
years, just as it is today. 

“What difference does the 
worker’s pay scale make if he is 
unemployed? Three dollars per 
hour times zero hours is still 
zero d 

“You have a multitude of prob- 
lems, and it is not our intention to 
suggest how to conduct your busi- 


Business Barometer 


Automotive News Economic Index — 


101.6 Percent of Last Week 
86.6 Percent of Like Week Last Year 


Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—tTons 

Lumber Production—Board feet. ... 
Paperboard Production—tTons ... 
Soft Coal Outpat—tons 

Oil Refinery Output—tBorrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 


o* 


Commercial and Industrial Loans $29,623,000,000 


Savings Deposits 


Common 
Stocks 


May 2! May 14 
13% 12% 

- 44%, 45% 
38% 

37% 37% 


1958 Range 
14%- 8 
57% -44 
41%-37% 
39%-33% 


11,257,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


111.3 68.6 

96.4 72.5 
76.9 
817 
63.8 
919 
93.9 
64.6 
90.9 
97.7 
82.1 
96.5 


1,176,346 
175,041 
1,412,000 
233,261,000 
269,356 
6,200,000 
44,765,000 


105.8 
101.3 
101.8 
97.5 
101.9 
99.5 
98.9 
104.5 


333,537 
138 


104.3 

95.1 
118.2 
106.5 
123.9 


99.9 
100.3 
99.3 
117.2 


$962 
327 


Common 
Stocks May |4 1958 Range 
34%,-27 

10%- 7% 
26% -21% 
6%- 2% 
45%, 474%,-40%2 


May 21 


* Kaiser Industries, parent firm of Willys Motors. 
‘ (May 26, 1958) 





ness affairs. However, we feel that 
new increases in the price of auto- 
mobiles can only result in de 
creased volume of sales. We are of 
the opinion that neither you, your 
employes, your suppliers, nor your 
dealers want that to happen. 

“We urge your serious considera- 
tion of our request. We are all in 
the same boat, and we must float 
or sink together. Anything which 
hurts one will ultimately hurt us 
all.” 


Chrysler Cuts Pay 
Of 2,000 Making 
$10,200 or More 


DETROIT.— Pay cuts of from 
$200 to $15,000 for about 2,000 offi- 
cers and executives have been an- 
nounced by Chrysler Corp.’s admin- 
istrative board. Everyone making 
$10,200 or more is affected. 

Officers will lose three weeks’ 
pay, to be subtracted from pay- 
checks in three installments in 
July, September and November. 
Two weeks’ pay will be lost in July 
and September by those making 
$15,000 or more, but who are not 
officers. 

The group between $10,200 and 
$15,000 will lose a week’s pay, half 
of which will be deducted in July 
and the rest in September. 

The board said the cuts were 4 
“temporary arrangement” caused 
by the “business recession which 
has sharply affected auto sales.” 

Meanwhile, the company said 
some 90,000 hourly rated employes 
have started to receive approxi- 
mately $20 million being paid in 
lieu of vacations this year. 


Insurance Link 


For Sure-Car 


SEA CLIFF, N. Y.—Sure-Car of 
America, Inc., has affiliated with 
Lumberman’s Mutual Insurance Co. 
to function as the insurance com- 
pany’s inspecting, certification and 
adjustment firm in California, ac 
cording to Roger Marshall, Sure 
Car president. 

Sure-Car, a nationwide firm, in- 
spects and certifies used cars and 
issues a one-year warranty which 
guarantees specific major parts. 

The move was made to comply 
with the new opinion by the State 
of California that the one-year 
warranty is considered insurance. 
Marshall said, “Although we do not 
feel that our type of service should 
be classified as insurance, we aré 
quite eager to comply with the 
laws of all the states in which we 
operate.” 





If We're Late 


If your copy of the June 2 
Automotive News is late, it will 
be due to Memorial Day next 
weekend and the subsequent 
delay in the mails. 
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4 FRIEND of ours sells for about 

$300 a toy car patterned after 

a real car that sells for around 

. From his talks with dealers 

be finds that he makes a larger 

fit on the toy car than the deal- 
ers make on the real one. 

And then there is the dealer 
who tells us that the first 10 days 
of May were the worst in his 40 
years in the business. 

“This sad state of auto affairs 
reminds Joe May, Detroit Chevro- 
let dealer, of the wholesale repre- 
sentative who called on clothing 









“a dealers. About once a year he’d hit 
ond Moe’s Mens Clothes. 

“How’s business?” he’d ask. 

ean “Terrible,” Moe would say. “You 
can’t make a dime in this business 
anymore.” 
Next year it would be more of 
the same: 

“It’s getting worse,” Moe would 
say. “Even a dog shouldn't be in 
this business.” 

Finally, after several years of 
that § this, the peddler asked: 
uto- “Moe, if this business is so bad, 
de- why do you stay in it?” 
> of “Well,” said Moe, “a guy’s got to 
‘our make a living, ain’t he?” 
‘our * * * 
- So What's Right 
7 | THE gum-beating league, ever 
oat notice how many more people 
‘ich there are who tell you what is 
= wrong with the business than what 


is right? 

Doesn't hurt to listen to the 
what's wrongers as long as you 
take the professional viewpoint of 
noting what folks are saying is 
wrong so you can tell ’em what's 
right about your product. 

Our travelling correspondent, 
L. H. Houck, has driven more 1958 
cars farther than most folks in the 

































= business. He put some 30,000 miles 
an- . 
| VW Spikes Talk 
“! Of Chrysle 
s rysler Pact 
ay- NEW YORK.—Persistent rumors 
in and recently published reports that 
ser, Volkswagen and Chrysler Corp. 
uly were considering and close to a 
ing working agreement were denied 
not recently in a statement issued in 
this country by Dr. Heinz Nord- 
nd hoff, director general of Volks- 
alf Wwagenverks. 
aly Nordhoff said: “The rumors con- 
cerning negotiations of a manufac- 
a turing or distributing agreement 
sed between Volkswagen and any 
ich American automobile manufacturer 
° are entirely without foundation. 
aid Our operations in the U. S. have 
eS been highly successful, and we are 
xi- gratified with the wide acceptance 
in our product has enjoyed in the 
market.” 
That was the complete content 
of the statement released by Volks- 
wagen here. However, it is under- 
stood unofficially that there have 
been no conversations of any kind 
of between VW or any American 
th manufacturer. As one of the offi- 
‘0, cials close to management of VW 
~ in this country stated: “There just 
A wouldn’t be any sense to an agree- 
a ment of that kind. The situation 
a doesn’t honestly warrant it.” 
n- 
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by Robert M. Finlay 





on 14 makes in the course of sales- 
testing the new models for reports 
in Automotive News. 

The remarkable thing to him, he 
says, is how much is right about 
American cars, You'll find his story 
on this significant point elsewhere 
in this issue. Read it with the idea 
of interpreting your sales story in 
the light he reveals. 


* * 


Roper Report 
THE other side, we were 
looking over a report made by 
Elmo Roper & Associates the other 
day. 

One of the questions asked by 
Roper in a survey was this: 

“In general, do you feel that hav- 
ing new-car models every year is 
a good idea because it brings 
change and improvement, or not a 
good idea because it is expensive 
and wasteful?” 

The answers: 


A good idea ..... 38 percent 
Not a good idea .... 50 percent 
No opinion . 12 percent 


Roper comments: 


“These answers seem to fly in 
the face of this year’s car sales, 
in which the automobiles with the 
newest look are holding up best. 
Chevrolet, which has had the most 
complete change of the low-priced 
three, has fallen off least in sales; 
the less-changed Ford has fallen 
off some; and Plymouth, with al- 
most no visible changes, has suf- 
fered badly.” 

> 


Got to Please ’Em 


ee from Roper for a 
moment, it might be noted that 
industry people are convinced that 
marked yearly appearance changes 
are a must. They point out, how- 
ever, that marked changes may 
make a hit with the public or they 
can be a flop. Let’s concede that 
the industry, for all its styling 
know-how, has pulled some beauts. 


So it is not just a matter of 
change, but how the customers go 
for your change. 

It is not just a matter of a lot 
of chrome or a little chrome, but 
how the folks that buy cars like 
what you did with a lot of chrome 
or a little chrome. 

And one of the most important 
points is that, if you have a 
strong and loyal dealer organiza- 
tion, the dealers can sell the car 
even though you made a turkey 
of it. 

There’s a point for the individual 
dealer to keep in mind, in that 
regard. The circumstances may be 
lousy but he can still alter them. 

But to return to the Roper sur- 
vey: 

“Even among the upper income 
levels—-where the most new-car 
buyers come from—the yearly 
change has as many critics as de- 
fenders.” 

Of those in upper and upper 
middle income levels, 45 percent 
said the yearly car change is a 
good idea, 47 percent not a good 
idea. 

In middle income level, 38 per- 
cent said a good idea, 51 percent 
not, 

In lower level, 33 percent said a 
good idea and 51 percent said not 
a good idea. 

Roper concludes: 

“What can be said is that 
many people are becoming con- 
vinced that new cars aren’t really 
new. People are beginning to 
demand more than zippier ex- 
teriors when they shop for the 
latest model car... . 

“Today’s survey answers demon- 
strate beyond reasonable doubt 
that more is wrong with car mak- 
ing and car buying than recession 
jitters.” 

Or, leaving Roper and venturing 
an opinion of our own: 

It may demonstrate what auto 
folks have always known and the 
outsiders haven’t realized—in any 
business so dependent on public 
taste and public confidence as the 
auto business, there is a strong risk 
factor. 


Not a Union, He Tells Mass. Dealers .. . 





Bell Defends NADA 


By Guy Livingston 
Staff Correspondent 

BOSTON. — Assailing charges by 
American Motors President George 
Romney that NADA is trying to 
become a “dealer union,” Frederick 
J. Bell, NADA executive vice- 
president, said the association “is 
not a trade union and never will 

Bell addressed the i8th annual 
convention of the Massachusetts 
State Automobile Dealers Assn. 

“We are the only transporta- 
tion industry not controlled and 
we want to keep it that way,” Bell 
said. “You don’t have to belong 
to NADA, it’s voluntary. There is 


a tremendous difference between |as a desperate means, and only 


unions and trade associations.” 

Bell received an ovation when he 
shouted: “NADA will fight your 
battles whenever and wherever.” 

He said NADA has been trying 
to arrange a conference at White 
House level at which “problems 
could be laid on the table.” 

“The door is not completely 
closed, and we are trying to keep 
it open,” Bell said. 

“There is only one place left to 
go if they don’t get together,” he 
continued, “and that is to Con- 
gress—but we may not want to 
go there. 

“We would go to Congress only 








Idaho Dealers Elect— 


MANCHESTER, N. H.—NADA 
will not allow dealers to be vic- 
timized by ruthless competition 
among Detroit manufacturers, 
James C. Moore, NADA general 
counsel, said at the annual banquet 
of the New Hampshire Automobile 
Dealers Assn. 

He defended the NADA against 
charges by American Motors Presi- 
dent George Romney that NADA 
is trying to become a “dealers’ 
union” and is supporting regula- 
tory measures in Congress. 

Moore said antitrust laws forbid 
the forming of such a dealers’ or- 
ganization. 

“We are denied the use of a 
strike against the factories, or a 
boycott, two economic blackjacks 
given labor but not us,” Moore as- 
serted. 

Gordon Wentworth, West Ossi- 
pee, was elected president of the 
association, and Walter B. Mac- 





arolina Dealers, 


Ex-Dealers Seek 
+. 
Legislative Seats 

RALEIGH, N. C.—The names of 
a number of dealers and former 
dealers appeared on the Demo- 
cratic primary ballots in North 
Carolina. 

Running for the General Assem- 
bly are Joe A. Watkins, Oxford, 
president of the North Carolina 
Automobile Dealers Assn., who is 
seeking a third term; Wilson F. 
Yarborough sr., Fayetteville, for- 
mer NCADA president, who also is 
seeking a third term. 

Others are R. A. Jones (Chevro- 
let), West Jefferson; R. E. Brant- 
ley (Chevrolet), Tyron, and J, R. 
Stephenson, Saluda used-car dealer. 

Sam M. Bason (Pontiac- 
International), Yanceyville, and 
Odell Williamson, Shallotte, former 
Dodge-Plymouth dealer, are seek- 
ing Senate posts. 

Former dealers running for the 
U. S. House of Representatives are 
J. Paul Wallace, Montgomery 
County; Clyde H. Harris, Rowan, 
and Ernest L. Hicks, Mecklenburg. 


Newly elected officers of the Idaho Automobile Dealers Assn. are, from left, C. E. 
Flandro, Pocatello, NADA director; Clore Walker, Kellogg, vice-president, and Kenneth 
Curtis, Buhl, president. At right is W. Fisher Elisworth, idaho Falls, outgoing president. 


NADA Fights for Dealers, 
But No Union, Moore Says 


Gregor, Manchester, was named to 
his 35th term as treasurer. Gerald 
Towle, Rochester, was elected vice- 
president, and Thomas McKoan, 
Pittsfield, was renamed executive 
vice-president and secretary. 


Dealer Unit Elects 


Winston President 


STEUBENVILLE, O. John 
Winston, Steubenville, has been 
elected president of the Tri-County 
Automobile and Truck Dealers 
Assn. 


Robert McKenzie, Weirton, W. 
Va., was named first vice-president; 
John Jones, Weirton, second vice- 
president, and Leonard Hastie, 
Steubenville, executive secretary- 
treasurer. 


In addition to the officers, mem- 
bers of the board are Mitch Mozur, 
Michael DiNovo and J. Frank 
Montgomery, Steubenville; Jim 
Pahl, Toronto, O.; Max Baron and 
Robert Cattrell, Weirton. 


because five men refrain from sit- 
ting down and discussing the prob- 
lems,” Bell said. 


He also said NADA now feels 
that dealers should pay all costs 
and have control of a public rela- 
tions program which the group 
proposed to manufacturers, Origi- 
nally NADA suggested that the 
makers and dealers split the costs. 

Bell proposed that all fran- 
chised dealers add $2 to the cost 
of every unit to pay for the pub- 
lic relations program, 


Patrick J. Crowley, GM director 
of dealer relations, called for “con- 
vincing, creative selling’ to ease 
the auto-sales slump. 


“The money is here, the prospects 
are here and a bright year looms. 
We are, however, competing with 
other products. There is a tendency 
to postpone buying and it is a 
challenge. This is the era of the 
salesman.” 

The dealers adopted a resolution 
objecting to a suggestion by Patrick 
B. McGinnis, Boston & Maine Rail- 
road president, that all autos in 
Massachusetts be assessed an an- 
nual $35 “franchise tax.” 

They said the motoring public 
now is overburdened with Federal 
and State excise, gas and other 
taxes. 

Leo W. Malboeuf, Harr Motor 
Co., Inc., Worcester, was elected 
president, succeeding John J. 
Dugan. Other new officers in- 
cluded: 

Harry B. Scott, H. B. Scott Mo- 
tors, Cambridge, first vice-president; 
Hugo Separini, Hugo Pontiac, Inc., 
Newton Centre, second vice- 
president; Stanley M. Shapiro, 
Shapiro Motors, Inc., Pittsfield, 
treasurer; Fred F. Cain, Fred F. 
Cain, Inc., Wilmington, clerk. 

Directors for three-year terms: 
James O. Crafford, Buster Crafford, 
Inc., Attleboro; Anthony DeCrosta, 
Moore Motors, Inc. Hyannis; 
Robert F. Krumpholz, Pickup Motor 
Co., Inc., Holyoke; Leslie J. Wade, 
Northampton, and Raymond D. 
Taylor, Taylor Buick Co., Inc. 


Lawrence. 


Wisconsin Gives Views 
On Romney Charges 


MADISON, Wis.— George Rom- 
ney, American Motors president, 
“lost sight of some basic facts” 
when he criticized NADA for un- 
wittingly trying to became a dealer 
union, the Wisconsin Automotive 
Trades Assn. charged last week in 
a bulletin to members. 


The association also said it 
doubted that factory-dealer prob- 
lems could be ironed out by dealer 
councils, as Romney suggested. 

“Fear of recrimination by open 

or subtle means is still the pri- 
mary reason why dealers, brave in 
all other respects, refuse to bare 
their chests to factory gunfire in 
voicing criticism or opinions,” the 
association said. 

“That is why the job must be 
done for them by associations.” 

The bulletin continued, “Insinu- 

(Continued on Page 53, Col. 1) 


On the House... 


profit to himself 


high car prices, 





Plymouth dealers’ 
students, now set for seven cities, 


“trouble-shooting contests” 


Bob Romesburg, past president of the Pennsyl- 
vania dealer association, reveals: “There is one 
factory that advocates, on one specific model, a 
dealer gross, before service and sales expense, of 
less than $100 per unit. Should a dealer be asked 
to sell a loss leader, take a possible used-car buyer 
out of the market for perhaps two years, at no 


but full profit for the factory?” 


Government officials have no right to talk about 


declares Henry Heimann, execu- 


tive vice-president of the National Assn. of Credit, 
“when you consider the tax burdens inflicted by 
government, including war excise taxes, which 
constitute so large a part of the cost of manufacturing a car”... 
Manager Leo Faricy announces that 19 new dealers have joined 
the Minnesota association ... 


for mechanic 
look like they have the potential 


for an all-industry promotion, through AMA perhaps... Milwaukee 
dealers will hold annual picnic June 16; Philadelphia dealers to 
stage President’s Cup ‘golf tourney June 12. 





—Perre Wemuorr, Editor, 
Automotive News 
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Text of Senate Bill 


On Price Disclosure 


(Continued from Page 1) 
cludes any passenger car or station; States of the United States or with 


wagon. 

(d) The term “new automobile” 
means an automobile the equit- 
able or legal title to which has 
never been transferred by a 
manufacturer, distributor, or 
dealer to an ultimate purchaser. 

(e) The term “dealer” shall mean 
any person resident or location in 
the United States or any Territory 
thereof or in the District of Colum- 
bia engaged in the sale or the 
distribution of new automobiles to 
the ultimate purchaser. 

(f) The term “final assembly 
point” means— 


(1) in the case of a new 
automobile manufactured or as- 
sembled in the United States, 
or in any Territory of the 
United States, the plant, fac- 
tory, or other place at which a 
new automobile is produced or 
assembled by a manufacturer 
and from which such automo- 
bile is delivered to a dealer in 
such a condition that all com- 
ponent parts necessary to the 
mechanical operation of such 
automobile are included with 
such automobile, whether or not 
such component parts are per- 
manently installed in or on 
such automobile; and 

(2) in the case of a new 
automobile imported into the 
United States, the port of im- 
portation. 

(g) The term “ultimate pur- 
chaser” means, with respect to any 
new automobile, the first person, 
other than a dealer purchasing in 
his capacity as a dealer, who in 
good faith purchases such new 
automobile for purposes other than 
resale. 

(h) The term “commerce” shall 
mean commerce among the several 


Taunus Prices, 
Eastern Dealers 
Due Next Week 


DEARBORN.—The Taunus, Ford 
Motor Co.’s new German-built im- 
port car, will go on sale next week 
when prices and the first group of 
dealers are announced. 

First-named Taunus retailers all 
will be on the East Coast, and 
most of them will be Mercury- 
Lincoln or Edsel dealers. Parts 
and service equipment have been 
arriving on the Atlantic Seaboard 
from Germany this past month, 
together with the first shipments 
of Taunus sedans and station 


wagons. 

Southern dealers for the Taunus 
will be announced next, with West 
Coast representation and market- 
ing due to begin about Aug. 1. 

The Taunus is expected to be 
priced in the lower-medium group 
among imported cars. The English 
Ford’s Consul, priced at $2,012 f.o.b. 
New York, stands about midway in 
this group. 


Ready and Willing— 


Paul Davis (Dodge-Plymouth), Downey, 
Calif., believes in timely advertising. 
His “Have Cars, Will Trade" slogan has 
stopped traffic and won sales. 





foreign nations, or in any Territory | | 


of the United States or in the Dis- 
trict of Columbia, or among the 
Territories or between any Terri- 
tory and any State or foreign 
nation, or between the District of 
Columbia and any State or Terri- 
tory or foreign nation. 
LABEL AND 
ENTRIES REQUIRED 

SEC. 3. Every manufacturer of 
new automobiles distributed in 
commerce shall, prior to the de- 
livery of any new automobile to 
any dealer, or at or prior to the 
introduction date of new models 
delivered to a dealer prior to such 
introduction date, securely affiix to 
the windshield, or side window of 


such manufacturer shall 


following information concerning 
such automobile— 

(a) the make, model, and serial 
or identification number of num- 
bers; 

(b) the final assembly point; 

(c) the name, and the location 
of the place of business, of the 
dealer to whom it is to be de- 
livered ; 

(d) the name of the city or town 
at which it is to be delivered to 
such dealer; 

(e) the method of transportation 
used in making delivery of such 
automobile, if driven or towed from 
final assembly point to place of 
delivery; and 

(f) the following information: 

(1) the retail price of such 
automobile suggested by the 
manufacturer; 

(2) the retail delivered price 
suggested by the manufacturer 
for each accessory or item of 
optional equipment, physically 
attached to such automobile at 
the time of its delivery to such 
dealer, which is not included 
within the price of such auto- 
mobile as stated pursuant to 


(4) the total of the amounts 
specified pursuant to para- 


graphs (1), (2) and (3). 
PENALTIES 

SEC. 4. (a) Any manufacturer of 

automobiles distributed in com- 


merce who willfully fails to affix 
to any new automobile manufac- 
tured or imported by him the label 


required by section 3 shall be fined| 


not more than $1,000. Such failure 
with respect to each automobile 
shall constitute a separate offense. 

(b) Any manufacturer of auto- 


label as required by section 3, or 
who makes a false endorsement 
of any such label, shall be fined 
not more than $1,000. Such fail- 
ure or false endorsement with 
to each automobile shall 
constitute a separate offense. 

(c) Any person who willfully re- 
moves, alters, or renders illegible 
any label affixed to a new automo- 
bile pursuant to section 3, or any 
endorsement thereon, prior to the 
time that such automobile is de- 
livered to the actual custody and 
possession of the ultimate pur- 
chaser of such new automobile, 
except where the manufacturer re- 
labels the automobile in the event 
the same is rerouted, repurchased, 
or reacquired by the manufacturer 
of such automobile, shall be fined 
not more than $1,000, or imprisoned 
not more than one year, or both. 
Such removal, alteration, or ren- 
dering illegible with respect to each 
automobile shall constitute a sep- 
arate offense. 


EFFECTIVE DATE 

SEC. 5. This Act shall take effect 
on the first day of October 1958 or 
on the first day of the introduction 
of any new model of automobile in 
any line of automobile beginning 
after the date of enactment of this 
Act, whichever date shall last 
occur. 


| freight and factory-installed acces- 


|form. The sample label is shown 





From Dealer's Memory Book— 


Carl P. Longnecker, who storted an Oakland dealership in July, 1908 on $700 
such automobile a label on which/| of borrowed money, is still a Pontiac dealer in Erie, Pa., and ready to light the 


endorse | 50th candle on his deolership's birthday cake. The picture above was taken in 
clearly, distinctly and legibly true 1948 when Longnecker (with the trumpet) was marking his 40th year. Harry Klingler, 
and correct entries disclosing the| who was Pontiac general manager at the time, is at the bull fiddle. 








Senate Report Clarifies 
Rules of Price-Tag Bill 


(Continued f 


tion charges, therefore, will be in- 
cluded in the sticker price. So will 


sories, which are mentioned specifi- 
cally in the bill. 


* * * 


= Senate report also includes 
an example of the price sticker, 
although the manufacturer would | 
not be required to use this specific) 


in a chart accompanying this) 
article. 


As it now stands, the bill has 
cleared up most of the objections 
that were voiced in and out of the 
Senate hearings on the measure. 


The Federal tax is not listed 
separately on the sticker since this) 
would be tantamount to disclosing 
the wholesale price of the vehicle.) 
Busby noted that retailers in no} 
other line are required to divulge 


| Journal, The paper asserted that 


|}mate price packing and false and 


rom Page 1) 


of the nation’s dealers the first 
year. 

Another objection appeared on 
the editorial page of the Milwaukee 


tagging each car would be a costly 
process and asked: “Who would 
pay for the extra operations? In 
the end, it would be the consumer.” 

Additional support for the mea- 
sure came last week from Walker 
A. Williams, vice-chairman of 
Ford Motor Co.’s Dealer Policy 
Board. 

He told the South Carolina State 
Automobile Dealers Assn. that the 
bill promises to “lay emphasis 
again where it belongs—on quality 
merchandising.” It will help elimi-| 


misleading advertising, he said. 
Declaring that it is essential that 
these practices be corrected, Wil- 





this information when they tag 
their merchandise. 


automobile” as one which never 
has been transferred to an “ulti- 
mate purchaser.” The label re- 
mains on cars involved in dealer 


Another objection concerned the 
inclusion of the factory shipping 
date on the sticker. Dealers feared 
that customers would be reluctant 
to purchase a car that had been in 


liams remarked that “neither the 
dealers nor the manufacturers have 
been able to devise means to 





eliminate them.” 
> > > 


WASHINGTON.—Senator Charles 
Potter, Michigan Republican, last 
week introduced an “area of sales 





stock several months. 

The shipping date will not appear 
on the sticker, and Busby said 
there never was any intention of 
including it. 

> > > 

MPORTED cars have been in- 

cluded in the bill by placing the 
importer in the “manufacturer” 
classification. It is the manufac- 
turer who must label the car. 


One objection still on the books 
is that of Elson G. Sims, a dealer- 
profit expert who heads a Ford 
dealership in Vincennes, Ind. He 
feels the sticker bill would cut 
the dealer’s gross profit margin 
drastically. 

Sims contends that most dealers 
mark up the factory invoice by one- 
third, giving them a 25 percent 
discount, and then add a service 
and handling charge “varying from 

$50 to $125.” 

“The suggested list prices as 
recommended by the manufac- 
turer,” he said, “would cut the 
dealer margin to 18 or 19 percent, 
simply because these prices do not 
make any allowance for a profit 
margin on Federal taxes, factory 
freight and handling charges, 
dealer service charges, etc.” 

- * > 
gus insists that, after discounts 
and overallowances, the 18-19 
percent margin doesn’t leave the 
dealer enough profit to stay in 
business. He fears that the price- 
tag bill would kill, 30 to 40 percent 


and service responsibility” bill 
similar to legislation recently of- 
fered in the House by Rep. James 
C. Wright jr. Texas Democrat. 


Potter said the legislation 
would clarify the legality of 
compensation payments to deal- 
ers. 

“In serving the automobile- 
owning public the enfranchised 
automobile dealer is required by 
his agreement with the manufac- 
turer to maintain adequate facili- 
ties to perform the vital services 
necessary to the preparation of an 
automobile for sale, and to maintain 
it in usable and safe operating 
condition,” he said. 

“This bill is designed to clear up 
the confusion in the law applicable 
to systems of compensation con- 
templated between automobile man- 
ufacturers and their dealers. It 
would also permit the manufac- 
turer to make it economically pos- 
sible for the dealer to perform this 
essential service in the public in- 
terest. 

“It is mandatory for dealers to 
maintain stocks of 
parts and factory-trained me- 
chanics and to purchase elabor- 
ate testing equipment required by 
the intricate modern automobile 
for maintenance purposes. 

“The law today is such that, 
while there are no specific legal 
prohibitions against the business 
arrangements contemplated under 


Imports Far Cry 
From Magic Elixir 


‘Lost’ Domestic Buyers 
Not Switching in Volume 


(Continued from Page 1) 
handle imports? They have some 
interesting comments, too. For one 
thing, they say the legend that alj 
imports automatically sell them. 
selves at full gross is fictional, ex. 
cept for two or three makes. 

* + * 

aE, too, there is a bit of mir- 

age in any foreign-car profit, 
dealers have found to their dismay, 
To begin with, the discount js 
shorter. Out of profit must come 
higher selling costs and, generally, 
higher fixed overhead. Buyers of 
imports are fussy about warranty 
and service work. 

Furthermore, one dealer said, 
when an import is sold, the dealer 
has had it. He can’t sell an auto- 
matic transmission, power brakes, 
power steering, trim packages or 
other options. The few accessories 
that are available, he said, are 
virtually no-profit items. 

Dealers complain that when 
importers assure potential cus- 
tomers that the service problem 
has been solved, they are telling 
the truth, but not the whole 
truth, 

The service problem, they say, 
has simply been shifted to the deal- 
er’s back, Standard hoists won't fit. 
Tools won’t work and special 
wrenches are high-priced. 

Many dealers say they can’t get 
factory aid or advice on chronic 
ills that plague certain models and 
that factory training of mechanics 
is often too sketchy. 

* > * 
A DEALER for one import line 
said he has tried for three 
years to solve a pesky oil leak 
around the block. The factory has 
ignored his pleas for help. 

Dealers in another popular im- 
port line complain of weak- 
kneed front-wheel bearings. The 
factory, they say, has failed to 
correct the weakness, has re- 
fused service help and urges 
dealers to keep quiet about the 
whole thing. 

Sighed one dealer: “It’s like the 
stock market. By the time you get 
there the smart money has come 
and gone.” 

—Rosert M. Lienert. 





Potter Offers Senate Bill 
Legalizing Dealer Security 


this bill, in the minds of some 
the basic philosophy of certain 
laws could be in conflict with such 
provisions. This bill will eliminate 
completely any doubts as to the 
legality of such arrangements.” 


Potter’s reference was apparently 
to the Department of Justice's 
opinion—untested in court—that 
territory-security arrangements are 
in violation of antitrust statutes. 

—WiuaMm ULLMAN. 


Pontiac to Pace 


500 on Friday 


INDIANAPOLIS.—A ’58 Pontiac 
Bonneville sports convertible will 
serve as the pace car for the an- 
nual 500-mile race here Friday. 


In a radical departure from the 
past, the pace car this year was 
not provided by an American car 
maker, but was purchased on the 
open market by Tony Hulman, 
president of Indianapolis Motor 
Speedway Corp. The pace car was 
delivered by Hedges Pontiac Inc., 
of this city. 

Change in the pace car setup was 
brought about a year ago when the 
Automobile Manufacturers Assn. 
adopted a resolution disassociating 
itself from all speed events. 

The winner of the race will re- 
ceive the pace car as a part of his 
awards. 


It also was announced that points 
toward the world driving champion- 
ship will be awarded to top finshers 
in the 500. 
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*..-helped us get solidly established” 


says WALLACE E. Camp, general manager, Portland 
Motor Sales, Ford dealer of Portland, Maine 


**W orking closely with CoMMERCIAL CREDIT since we started in 
business three years ago has helped us get solidly estab- 
lished. With Commerciat CrepiT PLAN we are able to offer 
terms that help sell our budget-conscious customers. Also, 
CoMMERCIAL CREpIT’s willingness to work with us on marginal 
risks has paid off in plus business. By encouraging our men 
to sell the Plan and it’s many features as they sell the car, we 
are often able to sell higher priced models and more acces- 
sories. The extra service business we get from COMMERCIAL 
CREDIT’s insurance set up is a profit bonus that means a lot 
to us, too.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest Commercial Credit Corporation 
office for complete information on the benefits of 
ComMERcIAL Crepit Pian. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 





oy ser 


eo 


Tecoma mmc thi ee 


One-Year Halt Suggested . 
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Excise Moratorium 
Urged by Monroney 


DETROIT. — Tax-cut and price- 
policy suggestions involving the 
auto industry and the economy as 
a whole were advanced last week 
by three leaders in their fields. As 
usual, the experts did not agree on 
how to halt the recession. 


In New York, Senator A. S. 
Mike Monroney proposed a one- 
year moratorium on the 10 per- 
cent automotive excise tax. He 
said this might evoke a similar 
action in Detroit in the form of 
reduced car prices, 

In Dearborn, T. O. Yntema, Ford 
finance vice- -president, defended 
auto prices and declared that the 
problem of inflation will be solved 
only when “we apply to labor 
unions the same basic principles 
that we do to business.” 

In Detroit, Leon F. Keyserling 
blamed the recession on the “fan- 
tastic price and profit rampage” of 
the last few years. He accused the 
automobile and other industries of 
raising prices many times faster 
than wages. 

Keyserling, who was chairman of 
President Truman’s Council of 
Economic Advisers, urged a $5 
billion to $7 billion tax cut, bene- 
fiting low and middle-income con- 
sumers. 

Monroney spoke at the 50th 
anniversary dinner of the Automo- 
bile Merchants Assn. of New York. 
He suggested that if an excise 
moratorium spurred sales suffi- 
ciently, it should be continued. 

Excise-tax elimination, he said, 
would be a more effective means 
of stimulating the economy than 
reduction of income taxes. He 
suggested that foes of excise 
reduction are unrealistic when 


“If you make money,” he told 
the dealers, “and if the factories 
make money, Uncle Sam shares the 
new-found wealth through the in- 
come tax.” 

Monroney attacked both factory 
and dealer advertising for not in- 
cluding the one item which most 
customers want to know—price. 

He said that “if we could keep 
our security secrets in Washington 
as well as the auto business has 
kept price a secret, there is little 
likelihood that Russia would have 
launched its Sputnik first.” 

Monroney urged a higher stand- 


Dealer’s Getting Clipped, 
But He Asked for It 


Calif, — Scotty 
Harris, Harris Motor Co. 
(DeSete-P l y m o u t h-Fiat), 








ard of advertising and merchandis- 
ing, and called his price-disclosure 
bill a step in the right direction. 
But it’s not necessarily a cure-all 
to the present situation, he warned. 


Yntema’s remarks appeared in 
a letter to Senator Estes Ke- 
fauver, Tennessee Democrat and 
chairman of the Senate Anti- 
trust and Monopoly subcom- 
mittee. 


He wrote in reply to a statement 
filed with the subcommittee by 
UAW President Walter P. Reuther. 
The Reuther statement concerned 
testimony by Yntema and other 
auto officials before the subcom- 
mittee last January and February. 


Yntema contended that Reuther 
had made no attempt to reply to 
the major points of his (Yntema’s) 
original presentations which were 
that: 

“1. The profit margins of all but 
one automobile manufacturer are, 
and have been for some time, too 
low to compensate for the risks of 
the business. 

“2. The proposal that auto prices 
be reduced is wholly unwarranted 
by the facts. The suggested price 
reduction would seriously injure 
the producers and would kill off 
the weakest companies. 

“3. Reuther’s wage demands 
have been and are highly in- 
flationary. 

“4. The monopoly power of 
unions to drive up wages and 
cause inflation is the foremost 
economic problem of this nation 
today. ” 

Yntema fumed: “These points 
stand unrefuted. Being unable to 
meet the issues squarely, Reuther 
ignores them and attempts to 
discredit the automobile companies 
by misrepresentation and invective. 

Keyserling disagreed with 
Yntema’s contention that union 
wage demands are responsible for 
high prices. 

“The fact is,” he said, “that wage 
increases necessary to keep con- 
sumption high were used as excuses 
for price increases four, five or six 
times more than the wage costs 
warranted.” 

Keyserling said he agreed with 
the auto industry that the sales 
decline is due to basic economic 
conditions rather than the size and 
styling « cars. 


He urged a tax cut and more 
spending for public works projects, 
but said that even without Govern- 
ment action the U. S. won't fall 
into a “great depression.” 

“But the decline will continue the 
rest of this year and maybe longer,” 
Keyserling said. 





Dealers Push Travel Campaiga— 


Michigan travel and vacation information 


is being provided by the Greater 


Detroit Plymouth Dealers Assn. On hand to launch the seventh annual Plymouth 
Dealer Travel Campaign are, from left, William A. Hammond, Plymouth representative; 
James A. Mason, association president; Gienn Walker, association vice-president; 
Avrey Strohpaul of Western Michigan Tourist and Resort Assn.; Ken B. Brown, as- 
sociation treasurer; Frank Davis of Eastern Michigan Tourist and Publicity Assn., and 
Len Thompson of Southeastern Michigan Tourist and Publicity Assn. 


Dealer Prize Winners— 





Shown at a New York reception in their honor are three British Motor Corp. dealers 
from the Midwest who exceeded their first-quarter quotas by the widest magins. 
They won an all-expense trip to New York in a contest sponsored by Chris Pratt, 


president, 


Continental Cars Distributors, St. 


Louis. From left are Dick Fitzwilliams, 


Import Motors, Wichita; A. E. Birt, president, Hambro Automotive Corp., New York; 
Martin Barter, Kansas City MG, Kansas City; Pratt, and Ray Heath jr., Heath Motor 


Co., Salina, Kans. 


Two other winners, Gene Brown, 


Cape Continental Cars, Cape 


Girardeau, Mo., and C. A. Whittaker, Cherokee Motors, Kingsport, Tenn., are not 


shown. 





S.C. Convention Warned 
Of Unionizing Activity 


MYRTLE BEACH, S. C.—Dealers 
in South Carolina were told to 
expect an immediate increase in 
union activities to organize their 
employes. 

Speaking at the annual conven- 
tion of the South Carolina Automo- 
bile Dealers Assn., Milton C. Denbo, 
Washington labor relations counsel, 
said: 

“If you do not maintain certain 
standards in your employe re- 
lations, you will have only your- 
self to blame if your employes 
organize.” 

He said the Teamsters and Ma- 
chinists unions hope to add a mil- 
lion members in dealership cam- 
paigns throughout the country. 

Dr. J. L. Brakefield, public 

relations director of Liberty Na- 
tional Life Insurance Co., urged 
the 400 association members, their 
wives and guests to “add quality 
to today’s American environment 
which is dominated by an emphasis 
on ‘quantity.’” 

A Ford Motor Co. official said 
one way to boost auto sales is to 
stress quality merchandising. 

Walker A. Williams, vice- 
chairman of Ford’s Dealer Policy 
Board, said quality merchandising 
means raising the moral and ethi- 
cal tone of retail selling practices. 

That is why Ford endorsed legis- 
lation requiring labelling new cars 

with the manufacturer’s suggested 
price, he said. 

He said Ford Motor believes 
that lack of knowledge and con- 
fusion about prices, as well as 
extravagance and deception in 
advertising claims, detract from 


Detroit Suburb 
Adopts Price Tag, 
Absorbs Excise 


DETROIT.—Nine dealers along 
suburban Ferndale’s “Motor Mile” 
last week beat Congress to the 
punch by adopting the price- 
disclosure program proposed by 
Senator A. S. Mike Monroney. 

Each car on the dealers’ floors 
will carry a tag listing the factory- 
suggested price minus the 10 per- 
cent Federal excise tax, according 
to Jim Mason, Hodges Auto Sales, 
Inc., publicity chairman for the 
group’s Auto Buy promotion. 


Mason said the dealers would 
absorb the excise tax. The policy 
probably will be continued for the 
rest of the model year, he added. 


Participating dealers include: 


Hodges Auto Sales, Inc., 
(Chrysler-Dodge); Falvey Motor 
Sales Co. (Austin - MG - Morris - 
Alfa-Romeo - Austin-Healey- 
Jaguar - Mercedes-Benz - Porsche- 
Volkswagen); Gage Oldsmobile, 
Inc.; Higgins Pontiac. 

Ed Lawless Buick, Inc.; Ray 
North, Inc. (Ford); Northwood 
Plymouth Sales, Inc.; Race Motor 
Sales, Inc. (Edsel-Studebaker- 
Packard), and Floyd Foren Chev- 
rolet, Inc. \ 


the informed and orderly mar- 
keting of automobiles. 

“And we think that informed and 
orderly marketing is important not 

only to customers, but to the man- 
ufacturer and the dealer as well. 
More importantly, we believe that 
it also contributes to the high 
volume of automobile sales, which 
is essential to the health of our 
whole economy.” 

Robert F. Pulliam, Columbia, 
was elected president for the com- 
ing year. H. Earl Holley, Aiken, 
was named secretary-treasurer. 

The association elected six reg- 
ional vice-presidents: Woodrow 
Taylor, Batesburg; George Stout, 
Charleston; Holley, C. C. Good- 
win, Sumter; Henry Sitton jr., 
Greenville, and Cliff Morgan, 
Orangeburg. 

Elected directors were: W. W. 
Lorick jr., Lexington; Herschel 
Kemper, Newberry; Sam Jones, 
Columbia; Dave Rodwell, George- 
town; Roy Smith, Beaufort; W. H. 
McEumurray, Aiken; Bernard 
Plexico, Barnwell; J. M. Segars, 
Hartsville; H. A. Hunter, Conway; 
W. D. Hull, Spartanburg; Gaines 
Hammond, Greenville; Claude Bur- 
well, Rock Hill, and Guy Sullivan, 
Anderson. 





Click in Carolina 


Dealers Say Buyers 
Are More Confident 


GREENSBORO, N. C.—Dealers 
here report they are “experiencing 
a greater measure of public con- 
fidence” since they began to post 
factory-suggested list prices in their 
showrooms Apr. 25. 

Cleveland dealers launched a4 
similar program May 8, with each 
bonding himself for $5,000 which 
will be forfeited if the Better Busi- 
ness Bureau finds he has violated 
his pledge to stick to list prices. 

All but one Greensboro dealer 
adopted the plan, introduced at 
the start of the city’s successful 
Auto Buy campaign. 

“Everybody seems very happy 
with the system,” said T. A. Wil- 
liams, North State Chevrolet Co, 
Inc. “Our salesmen have had favor- 
able comment from our customers. 
We apparently have regained a 
certain amount of respect.” 

Salesmen like the plan because 
it “gives them more to work on,” 
he added. 

Williams said customers still ex- 
pevt overallowance on tradeins and 
discounts but “we are giving less 


of each.” 
> > > 


Dealer Moves to Stop 
Buyers’ Tax-Cut Fears 


AKRON. — Greenwald-Plymouth 
here moved to relieve any pros- 
pects who are delaying the pur- 
chase of a new car until some 
action is taken on cutting or elimi- 
nating the Federal excise tax. 

For two days, the dealership 
offered all buyers of new cars 4@ 
| written guarantee that any amount 
cut from the tax by July 1 would 
be refunded. 


Detroit Ford Dealers 


Post Car, Option Prices 

| DETROIT. — Detroit-area Ford 
dealers are posting factory-sug- 
gested list prices of cars and acces- 
sories in their showrooms. 

Hi Dawson, president of the Met- 
ropolitan Detroit Ford Dealers 
Assn., said the move was agreed on 
“because there has been so much 
publicity about car prices.” The 
price-boosting policy will be perma- 
nent, he said. 


List-Price Tags 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


May 21 


BUICK—'57 Super 2-dr., $1,965* (ps). 
"56 Super Riviera, ” $1, 405° (ps); 
sedan, $1,205* (ps); Special Rivi- 
era,, $1, 350° (ps); RM Riviera, $1,- 
280° (ps). 
"55 Special Riviera, $995*. 
"54 Special coupe, $675°. 
CADILLAC—'56 (62) conv., $2,600* 
(ps); coupe, $2,395°. 
—"58 Biscayne sedan, $1,- 
935°, $1,730°*. 
"57 Corvette, $2,330; Bel Air station 
wagon, $1,885*; conv., 
Hardtop, $1,700°, $1, 660, : 
$1,- 


450°, $1, 425; Two-ten (8) station 
wagon, $1, 725°: Hardtop, $1,400, 
"56 Bel Air (8) Hardtop, $1,225*; 
conv., $1,225, $1,220*; coupe, $940; 
2-dr., $885; Two-ten’ sedan, $880. 
55 Bel Air conv., $1,080*; sedan, 
$1,010*, $990*, $915; Two-ten sta- 
tion wagon, $1, 015; sedan, $765*. 
"54 station wagon, $715; ‘Bel Air 
sedan, $525, $520; conv., $575, 


$270. 
onnyat et 57 Windsor sedan, $1,- 
. 
DeSOTO—’'55 Fireflite sedan, $1,120* 
(ps); Firedome sedan, $850*. 
54 Firedome sedan, $335°. 
DODGE—’57 Coronet’ club coupe, $1,- 


500 sedan, $1,725* 
, $1,475*, wa 425, $1,- 
m Ranch’ Wagon, $1,- 
$1,630* (ps), $1,375; sedan, 
s1.as5e $1,325°. 

’56 Fairlane (8) Victoria, $1,235*, 
$1, 175° (ps), $1,115*; conv., $1i,- 
, $1,015*, $975, * 

Ranch W: 


‘Indicates automatic transmission or overdrive and (ps), 


"55 Fairlane conv., $940°, $910; 
1 , $830°, $770*; Custom sedan, 

"S54 station wagon, $700; Crest club 
coupe, $610° (ps), $540° (ps); 
Custom sedan, $435*, $305. 

"52 sedan, $205°. 

IMPERIAL —’'57 sedan, $2,960*° (ps). 

LINCOLN—'56 Capri club coupe, $1, 
550° (ps). 

"55 Cosmopolitan coupe, $875*. 

‘54 Capri Hardtop, $730* (ps). 

"51 sedan, $125*. 

MERCURY—'58 Turnpike Cruiser, $2,- 
725° (ps). "56 Montclair conv., $1,- 
430°; sedan, $1,175* (ps). 

"55 Monterey club coupe, $860*, $800; 

sedan, $660°, $625. 

"54 Monterey coupe, $605*, $520; 

sedan, $370*. 

"52 Monterey sedan, $180. 
NASH—’53 Statesman sedan, $200. 
OLDSMOBILE—'57 (88) Super 2-dr., 

$2,225* (ps); (88) conv., $2,135*. 

"56 (88) conv., $1,650* (ps); club 

coupe, $1,225*; (98) conv., $1,506° 
(ps); (88) Super sedan, $1,525* 


(ps). 

*55 (88) sedan, $1,230° (ps), $1,195*; 
(98) club coupe, $1,150*; (88) 
Super sedan, $900*. 

"54 (88) coupe, 


$600°. 
PLYMOUTH—’57 Belvedere (8) sedan, 


Plaza sedan, $730, $585. 
PONTIAC—’57 Chieftain club coupe, 
$1,665*. 
56 Star Chief Hardtop, $1,075*; 
sedan, $750. 
"55 Chieftain “club coupe, $815*. 
‘54 Star Chief sedan, $350, 
"53 sedan, $350*, $185*. 
RAMBLER—’57 Hardtop, $1,765* (ps). 
"56 sedan, $1,225* (ps). 
US—'57 BMW-Isetta 
sedan, 2 at $560; MG conv., $1,690. 


Other Auctions Are on Pages 38, 39, 40, 46, 48. 
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RAMBLER DEALERS SELL 


THE METROPOLITAN “1500” 


World’s Smartest Smaller Car Offering 


Distinctive Personal Transportation for two people plus! 


... Nothing like it at any price! 


wong: 


ae 


Sar 
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Here is another reason why it pays to be a 
Rambler dealer. The Metropolitan “1500”— 
with April sales up 43.9 per cent over the 
same month a year ago. 


The Metropolitan “1500” has been described 
as... “a bomb on acceleration”... a car that 
“Exudes an air of Luxury-in-Miniature.”t 


With Rambler sales up a smashing 73 per cent 
and Metropolitan sales hitting new highs, 
Rambler dealers are in an enviable position. 


tDevon Francis in Popular Science Magazine, April, 1958. 


Cash in on the fast-growing 
compact and imported car market 
with a Rambler franchise 


We have the Product for the 


Compact Car Market... 


YOU Have the Opportunity! 


Rambler Franchises Also Available In Canada and important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 
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They are setting new sales records month 
after month after month. 


Wouldn’t you like to join the fast-growing 
Rambler dealer ranks? 


= Rambler sales are up 73% . . . Metropolitan 
sales up 43.9%. 


® Rambler dealers sell the cars that are tops in 
resale among the low price cars. 


Rambler dealers can sell a Metropolitan “1500” 
for as little as $39.17 a month*. 


*Payments based on suggested East Coast and Gulf Ports, 
Port of Entry price, equipped with radio and Weather Eye 
heater, whitewall tires, including finance charges at 6% on 
a 36-month contract, “% down. Does not include insurance 
or state and local taxes. 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Gentlemen: Will you please provide me with more complete information 
about the Rambler and Metropolitan franchise. | understand that | am 
under no obligation and my inquiry will be held in the strictest confidence. 
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t. Louis Reports 44% Rise... 





‘Buy? Weeks Helping 
Growing List of Cities 


i list of cities reporting suc- 
cessful Auto Buy promotions 
continued to grow last week, with 
St. Louis dealers claiming new-car 
sales were up 44 percent in a 22- 
day period and used-car purchases, 
30 percent. 

A spokesman for the Greater 
St. Louis Automotive Assn. said 
total sales during the campaign 
numbered 6,996, compared with 
5,145 for the previous 20 days. 
Rudy Luther, chairman of the 
Minneapolis promotion, said sales 
totalled a “very satisfactory” 5,700 
units. One used-car dealer reported 
his eight-day receipts jumped more 
than 200 percent from $41,488 to 
$100,592, Luther added. 

” - * 

INAL tabulation from the Chi- 

cago Automobile Trade Assn. 
showed an increase of 64 percent 
in new-car sales during the two- 





week drive last month and a 68 
percent boost in used-car sales. 

Edward L, Cleary, CATA ex- 
ecutive vice-president, said 9,508 
new and 8,396 used cars were 
sold, compared with 6,080 and 
5,676, respectively, during the 
two weeks preceding the cam- 
paign. 


John Dorschel, chairman of the 





Enforce Sunday Law, 


Vermont Dealers Urge 

BARRE, Vt.—The Washington 
County Auto Dealers Assn. has 
made an appeal for enforcement 
of a Sunday-closing law. It adopted 
a resolution that violators be sub- 
jected to a complaint by the associ- 
ation and prosecuted by the State’s 
attorney. 

State’s Attorney W. Edson McKee 
reportedly advised the dealers that 
he will prosecute violators. 


| 
Rochester (N. Y.) drive, said Auto 


Buy was largely responsible for a 
30 percent increase in April sales. 

In Binghamton, N, Y., Guy F. 
Johnson, campaign chairman, 
credited the promotion for boost- 
ing the city’s April sales to 695 
units, 39 percent over March’s 498 
but slightly under the 712 sold in 
April, 1957. 

+” * + 

.— Buy-O-Rama in Stark 

County, O., boosted auto sales 

300 percent and was a shot in the 
arm for most other retail busi- 
nesses, according to Harold 
Spooner, president of the Stark 
County Auto Dealers Assn. The 
area includes Canton, Massillon and 
Alliance. 

Cc. J. Thompson, chairman, es- 
timated 8,000 new and used cars 
were sold during Auto Buy week 
in Allegheny County (Pittsburgh). 

Henry W. Robertson jr., general 
chairman of the Joplin (Mo.) drive, 
reported sales totalled $1,240,276, 
more than 65 percent of the Joplin 
New Car Dealers Assn.’s goal of 
more than $1.75 million. 

= a +. 


— said sales during a 10- 
day promotion in Wisconsin’s 
Fox Cities — Appleton, Neenah, 
Menash, Kaukauna, Kimberly and 





AP b2+5% 


“ ... whadya tell him, a bed 
time story?” 





Little Chute—were almost double 
those in the corresponding period 
a year ago. 

A successful Sale-O-Rama was 
conducted by 65 dealers in the 
southern half of Arkansas and 
parts of Texas and Oklahoma. 
Newspapers participating in the 
10-day promotion were the Tex- 
arkana Gazette and Daily News, 
Hot Springs Sentinel-Record, El 





Distributor for details. 


(Listen to Quaker State's two Basebali shows— Bob Feller with “Game of the Day” 
and Frankie Frisch's “Sports Flashes'’—each weekend on the Mutual Radio Network) 


Here’s the straight pitch on Quaker State’s simplified grading 
system: By stocking Quaker State Medium for warm weather, 
you save on time, inventory and storage space. The result: 
Real big-league sales and profits! Ask your Quaker State 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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Dorado News and Times, Cam. 
den News, Hope Star, Mazxnolig 
Banner News and Smacikover 
Journal, all of Arkansas. 
Lee Beaudry, president cof the 
Tucson (Ariz.) Auto Dealers 
reported 107 new and usec cars 
were sold during an all-day Sef. 
A-Thon in a blocked-off area jp 
the downtown business district, 
Employes of Tucson dealership, 
were paid in silver dollars and : 
bills during the Auto Buy prom» 
tion. Dealers in Jacksonville algo 
paid their workers in silver dollar 
Successful campaigns also were 
reported by dealers in Minot, N. D, 
and Marshall, Tex. More than 2 
new and used cars were displayed 
during a one-day “Bargain Blitz” 
in downtown Ashtabula, O. 
Some dealers in the Washington 
(D. C.) area said sales during their 
two-week campaign were 10 to 1% 
percent greater than those in the 
14 days preceding the drive. 
Campaigns are being held now 
in Chattanooga, Nashville and 
Maryville, Tenn.; Tonronto, Cedar 
Rapids, Ia., and Vicksburg, Miss. 
Promotions were scheduled to 
close last Saturday (May 24) in 
Jackson, Miss., and Louisville. 


Du Pont Reduces 
Nylon Tire Yarn 
10 Cents a Pound 


NEW YORK.—A cut of 10 cents 
a pound in the price of nylon tire 
yarn was announced by E. I. duPont 
de Nemours & Co. 


The action followed reports that 
Chevrolet has decided nylon tires 
are too expensive for adoption as 
original equipment on 1959 models. 
Chevrolet would neither deny nor 
confirm these reports. 

The reports said the auto maker 
had been testing nylon-cord casings 
as the basic reinforcing material 
for its original-equipment tires. 

The tests were reported to have 
been discontinued because “tire 
makers found they could not pro- 
duce nylon tires at rayon prices 
without reducing the cord content.” 

Du Pont would not comment on 
the reports. 


Sales Pickup Soon 
Seen by Quinn 


ATLANTA.—E. C. Quinn, Chrys- 
ler Corp. general sales manager, 
“a good possi- 
bility for a strong recovery in auto- 
mobile sales in the weeks ahead.” 

He said his optimism is based 
on the large 
number of cars 
that are “the 
right age for a 
tradein,” alltime 
high bank depos- 
its, easing of 
credit and Gov- 
ernment efforts to 
increase spending. 

The job of per- 
suading people to 
buy belongs to the 
sales executives, 
he said. He reminded dealers that 
the American way is to fight back 
and not lean on Federal props. 


E. C. Quinn 


S-P to Close Depot 


BUFFALO, N. Y.— Studebaker- 
Packard is planning to close its 
20,000-square-foot parts depot at 
3901 Union, Cheektowaga. A spokes- 
man said no date has been set for 
the closing, but it will be some- 
time this year. The Buffalo area 
then will be served by warehouses 
in Boston and Pittsburgh. 





Cleanup Drive Slated 


For Auto Salvage Yards 

TULSA.—A campaign to beau- 
tify auto-wrecker and salvage 
yards will be launched Wednesday 
(May 28) by officials of the 
National Auto & Truck Wreck- 
ers Assn., according to Paul 
Sacks, Omaha, president. 

Sacks and Frank Diamond, 
Minneapolis, NATWA_ national 
executive director, will launch the 
drive at a community program of 
the Tulsa Chamber of Commerce 
honoring members of the Tulsa 
Auto Wreckers Assn. Each sal- 
vage dealer spent from $500 to 
$1,500 in grading and landscap- 
ing grounds and remodeling 
offices and warehouses, Sacks 
said. 
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| DEMONSTRATIONS 


a) That’s another reason why they’re original equipment on over 99% of all new cars! 


ses 


_ | Annoying flat spots on the tires can ruin an QUIETER—Super Rayon MORE ECONOMICAL 
| Otherwise convincing car demonstration. Fortu- Cord Tires are up to 33% —Super Rayon Cord 
y | Nately, annoying flat spots or “morning thump” quieter...and they neverde- ‘Tires cost less . . . wear 


|e 


«— are common only with tires made of the other 
4} cord...never with Super Rayon Cord Tires. No 
e matter how long they stand, Super Rayon Cord 
e— ‘Tires hold their shape and strength .. . take off 
= smoothly and quietly for a worry-free demon- 
stration. It’s a powerful selling point'to stress 


with every prospect for a new automobile. 


velop annoying flat spots! up to 26% longer! 








SUPER RAYON TIRE CORD 


Premium Performance plus safe, smooth, quiet ride 
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American Viscose Corporation « 350 Fifth Avenue, New York 1, N.Y. 
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AUTOMOTIVE NEWS PLATFORM 
71. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
¥ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great — == citizens more of the better things of life than anywhere 
else in world. 


AUTOMOTIVE 








A Great and Fearless Voice 


... That of H.C. Doss 
— voice of H. C. (Clay) Doss was like the voice of the | 
prophets to many in the auto industry. 


As we recalled his fearlessness as a sales leader, we re- | 
membered a conversation with a spokesman for one of the | 
big auto makers on who was going to fill a sales leader’s 


position. 
“The principles of selling,” he said, “are well known. 


We don’t need someone to tell us about them. All we have 
to do is have the salesmen apply those principles.” 


Of course, the principles of selling are well known. And 
so are the rules of what is right and what is wrong. Yet 
throughout history it has taken the voices of the fearless 
prophets to remind those in high places who look for easy 
shortcuts. 


In the same manner, a great industry needs courageous 
and knowledgeable sales leaders like Doss to fight for the 
principles of salesmanship in the high councils. 


Lack of such voices, or failure to heed them, led in large 
measure to the estrangement of dealers and manufacturers 
in the postwar period. 


Auto men who knew Doss will share with Mrs. Doss the 
sorrow of his passing. 


His was the voice of the prophets. 
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Coming 
Events 


Dealer Conventions 


May 28-29—Kansas Motor Car Dealers 
ee Town House Hotel, Kansas City, 
ans. 





June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 


June 3-5—Spring Meeting, New York 
State Automobile Dealers, Inc., Gros- 
singer's, Grossinger, N. Y 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 


June 8-9—Automobile Dealers Assn. 
Indiana, Mirott Hotel, Indianapolis. 


June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 


June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 


Aug. 8-9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 


Aug. 10-12—Georgia 
mobile 
Augusta. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 57—Maine Automobile 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 

Sept. 7-9—Wyoming Automobile 
Assn., Lander, Wyo. 

Sept. 8—New Hampshire Automobile 


Dealers Assn., Inc., Farragut House, 
Rye Beach, N. H. 


Sept. 8-9—Minnesota Automobile Dealers 
Assn Leamington Hotel, Minneapolis. 


Sept. 14-16—Michigan Automobile Dealers 


of 


Independent Auto- 
Dealers Assn, Bon Air Hotel, 


Dealers 


Dealers 
Springs. 


Dealers 


Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn Inc., Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 


Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 


Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 


Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn., Chalfonte-Haddon Hall 
Hotel, Atlantic City. 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 
Dec. %—Milwaukee County Automobile 


Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4— 


Dealers Assn 


National Automobile 
Chicago. 
. * * 
Auto Shows 
Nov. 5-Ié—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 

national Amphitheatre, Chicago. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Apr. 6 1!—Denver Auto Show, Denver 
Auditorium, Denver. 

> . e 
General 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 

Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bidg., Eastern 
states Exposition, West Vering field, 

ass. 














20 Years Ago i se 
















was consumed in 1937. 


an advance of $301,176,384. 


251,091. 


| claim, 


| by either side. 
| Hampton, Conn. 


} 
| Like Almanac 


jmuch.—J. P. Faiver, president, 'is by far the best. It is an encyclo- 


| pedia of information. I know of no 
|other place to go for such a vari- 


|Plish it, but you do a better job) 
j}each year. The information in the 


|sistant to the vice-president of | 





The Big Stories 


U. S. Bureau of Public Roads reported net revenue of $761,998,000 
in 1937 from gasoline taxes, inspection fees and similar receipts, a 
gain of $70,578,000 over 1936. A total of 19,218,121,000 gallons of fuel 


The combined volume of business of General Motors, Chrysler, 
Hudson, Packard and Studebaker was $2,631,254,649 during 1937, an 
increase of $292,495,280 over 1936, according to the Securities and 
Exchange Commission. The combined cost of sales, exclusive of de- 
preciation amortization, maintenance and repairs, was $1,977,346,783, 


Nash-Kelvinator reported a net loss of $2,185,685 for the quarter 
ended March 31, 1938. Profit for the March quarter of 1937 was $1,- 


Automotive Cartoon 


Of the Week 







“By paying cash, we can save enough to pay the interest 
on what we'll have to borrow.” 


Letterbox 








‘No Punches Pulled ... .’ 


This ts an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Grounds for Full Debate 


The president of Ford Motor Co. 
recently stated that the current 
United Auto Workers’ demands for 
higher pay and more fringe bene- 
fits would, if granted, force the 
auto manufacturers to raise prices 
by $300 a car. A UAW spokesman 
says that, if Ford can prove this 
the union will lower its 
demands to a level that would not 
force price boosts. 


So here’s a good subject for fair 


|} and honest debate. Car dealers and 
|ear buyers both would be much| 


interested in seeing the argument 
go to a finish, with no punches 
pulled and no real facts suppressed | 
R. Briacpen, East 


* > * 


I like the 1958 Almanac very 


Electric Auto Lite Co. 


. * > 
I don’t know how you accom- 


Almanac certainly comes in handy 
in my work.—R. C. SoMERVILLE, as-| 


Chrysler Corp. 


dealer relations, 
. * ~ 


It is always a pleasure and 
very interesting to go through 
this, and I will look forward to 
reviewing your 1958 issue.—Lee 
Jackson, vice-chairman, Fire- 
stone Tire & Rubber Co. 

> 


* * 


It is a most interesting edition 


















—From the files of Automotive News. 





and will come in very handy as a 
reference—Epwarp N. Coxsg, general 
manager, Chevrolet. 

> * = 


Once again you have done an 
outstanding job of assembling an 
abundance of useful information 
between its attractive covers.—Ror 
D. Cuapin, executive vice-president, 
American Motors Corp. 


* * + 


This is a fine book. I really value 
it as a reference all year long and 
keep it on the table in my office 
so that it is always handy.—F Rank 
V. Briwce, general sales manager, 
Pontiac. 

> > oJ 


It is an outstanding edition.— 
Philip J. Monaghan, general man- 
ager, GMC Truck. 


. > * 


You have done it again! I think 
the 1958 Automotive News Almanac 


ety.—C. L. Jacosson, vice-president, 
Chrysler Corp. 


* * * 


I went through it pretty care- 
fully, and I think it is a wonderful 
issue—J. B. Wacstarr, general 
manager, DeSoto. 

- * x 

Another edition, and another fine 
Almanac! I can only reiterate my 
former statement—you certainly do 
an excellent job every year.—PAvL 
C. ACKERMAN, vice-president, direc- 
tor of engineering, Chrysler Corp. 

* * od 


Your 22nd Almanac certainly tops j 
anything of its kind that I have 
ever seen.—L. C. Goan, executive 
vice-president, General Motors 
Corp. 

” ~ * 

It was indeed a pleasure to re- 
view this new Almanac, and I 
think it is one of the best pub- 
lications of its kind for reference 
and as a source of information— 
F,. H. Murray, general sales man- 
ager, Cadillac. 


* * * 


I am sure it will be a valuable 
reference.—S. E. KNupsen, general 


| manager, Pontiac. 


* * x 


It will be put to good use many 
times in the coming year.—W. D.— 
Moore, director, advertising and 
merchandising, Dodge. 
















Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix sivision South Bend, IND. 
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Mills jr. said that legislative pro- lawmakers against House and| and the “Monthly Checklist o State 
posals to establish a small business | Senate leadership. |Government Publications,”  avyajj. 
capital bank system are designed | wen | able from the Library of Congres, 
for “an unimpeachable purpose.” Statistics on Tap | Washington =, D. C. 


FRB Chairman William McChes-|"J‘HE Government may have just | Going D hill 
|ney Martin jr. had testified earlier | the statistics you need to map| "rOing Mownht 
| before the House group, which be-| ¥°Ur sales plans, Small Business| _— gross national produ: 
llieves that it has held the first gpg oo poste ton B. ge a value of all good 
* S : | told a sales executives meeting in| services produced, dropped 
| congrenslonel hearings at which all | Washington last week. first quarter of 1958 to a seas 
members have testified. But you’ve got to know what/ adjusted annual rate of $422 | 
a eS you are looking for, he added.| This was a slump of $10.6 
Tax Cut Doubtful poy fp ot 
, ernment spokesmen sa 
RESIDENT EISENHOWER'S | several years ago, “I understand| GNP is pretty certain to di; 
most publicized remark at 4/that you collect business statistics.|lower during the current qi 
recent press conference was that 
he would have to make a decision 


AUTOMOTIVE WASHINGTON 


Price-Tag Bill Called 
A Warning Shot 


By William Ullman 

Washington Bureau Chief 
N THE floor discussion which preceded Senate approval 
of the auto labelling bill, the only dubious voice was that 
of Senator Karl E. Mundt, South Dakota Republican. The 


-the 
and 
n the 
nally 
illion 
billion 


1 the 
even 
arter, 
though they wouldn’t venture 4 


guess on how much. 


Will you please send me some.” 
Addressing the National Sales 






senator, who wanted to be reassured about several points | 
in the bill, raised no specific objections to the language it | 


contained. Rather, he was an-® 
noyed that such a bill should 


have to be written at all. 
Referring to  price-packing, 
Mundt said, “I recognize that this} 
is a problem which needs to be 
solved. We have a so-called reces- 
sion which, it seems to me, largely 


tainly created a sort of national|tem as we know it in America| tax cuts down for the time being, 
today to serve adequately small/while disagreeing on details. 


resistance on the part of at 


tive automobile buyers to purchase | 
cars as one would buy a cat in a} 
bag or a kiss at a carnival, without 
knowing what 
they are getting| 
until they see the} 
actual article.” 
But the senator 
insisted that it 
went against his 
“ingrained con- 
cept of govern- 
ment” to have! 
Washington re- 
quire manufac- 
turers to slap 

William Ullman labels on car 
windshields “in order to conduct 
their business fairly.” 

Expressing the hope that Con- 
gress would not have to figure 
out ways to put prices on TV 
sets and bicycles and tractors, 
Mundt declared that “perhaps 
this bill will be a sort of warning 
shot across the bow of American 
industry.” 

But when all was said and done, 
the skeptical senator said he would 
not oppose the bill, but would sup- 
port it “with a hope and a doubt.” 


Monroney Pleased 


HIS may be the most impor- 

tant anti-recession bill we pass 
this session,” crowed Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat and author of the legislation. 
On the Senate floor, he and his 
colleagues on the auto marketing 
subcommittee spent most of their) 
time congratulating each other. 

Not forgotten in the exchanges | 
of felicity was David Busby, 
counsel for the subcommittee | 
since it began looking into the 
auto business several years ago. 

“I know that many of those in| 
the automobile industry have been 
amazed that we have operated dur-| 
ing most of the life of the subcom- 
mittee with a committee staff num-| 
bering—namely, Mr. Busby,” Mon-| 
roney said. “He has furnished an 
example of how much one man can | 
accomplish.” 

Senator Strom Thurmond, South | 
Carolina Democrat, joined in the 
praise of the young Oklahoman. 

“I have been deeply impressed by | 
Mr. Busby,” he said. “I believe he 
is such an able man because he} 
has relatives back in South Caro- 
lina. He has proved to be capable, | 
conscientious, energetic, and dedi- 
cated. 

The third subcommittee member, 
Senator Frederick G. Payne, Maine 
Republican, joined in the eulogies. 

The congratulations aimed at 
Dave Busby were well deserved, | 
and we add our own. The work of 
the men and women who staff 
Congressional committees is too 
often overlooked. Without publicity, 
they do the tough research and 
digging which must precede any 
— Capitol investigation or| 

ill. 









* * * 


Small-Business Capital 


E Federal Government should 
pioneer in helping to create ad- 
ditional sources of capital for small 
businesses, according to recent 
testimony of six governors of the 
Federal Reserve Board. 
Their statements, just released) 


by the House Small Business Com- | 
mittee, were delivered during the| 
past month in closed session. 

FRB Governor James K. Var- | 
daman jr., testified that there is | 


“a need for an aggressive semi- 
independent agency within the 
government... 


charged with the 
responsibility of aggressively en- 
couraging the organization of 
small, private business efforts.” 


“soon” on the question of tax cuts. 

He made that statement when 
he was reminded that certain ex- 
cises and corporation income tax 
would automatically drop on June 
30 unless new legislation is passed. 

But some key tax decisions had 


| been reached elsewhere. Both Sec- 


retary of the Treasury Robert! 


Vardaman added that “it is not| Anderson and key leaders in Con- 
emanates from Detroit. It has cer-| Practical for the unit banking sys-| gress seemed to agree on holding 


business.” 


If 
major tax cuts come this session, 


The other governors agreed. A. L.| they will represent a revolt of the 





Executives National Conference, 
Barnes pointed out that there is 
information in Washington of 
value to sales planners which is 
not available anywhere else. 
“Outstanding among these re- 
ports,” he said, “are the Census 
of Population and Census of Hous- 
ing for 1950, and also the Census 
of Manufacturers and the Census 
of Business for 1954. There are) 
also annual Census reports on 
manufacturing and retail trade.” 
Other valuable publications, he 
said, are the Department of Com-| 
merce’s “Distribution Data Guide,” 


...for the sign on the showroom 


A substantial portion of the 
decline in GNP was due to lower 
corporate profits, though the 
exact amount hasn’t been com- 
puted yet. Personal consumption 
expenditures for durable goods 
—including autos—dropped to 
$31.5 billion in the first quarter, 
a decline of $3 billion from the 
quarter before. 

Some gains were registered, how- 
ever, in spite of recession. Con- 
sumer outlays or non-durable 
goods rose over the last quarter 
of 1957, and spending for services 
continued to climb. 





and the tail lights* on the car... 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Louisville 


New-car sales in Louisville in 
April totalled a disappointing 1,015, 
compared with 1,142 in March. 

For the first four months, sales 
amounted to 4,708, compared with 
6502 in the comparable 1957 — 
and 7,943 in 1956. 

By makes, April registrations 
were: Chevrolet, 290; Ford, 239; 
Plymouth, 105; Oldsmobile, 62; 
Buick, 61; Rambler, 42; Pontiac, 
#; Mercury, 33; Cadillac, 21; 
Edsel, 15; Chrysler, 13; DeSoto, 
12; Dodge, 10; Volkswagen, 10; 
Lincoln, 8; English Ford, 7; 
Metropolitan, 7; Studebaker, 6; 
Checker, 5; Imperial, 3; Opel, 2; 
Vauxhall, 2; Hudson, 1; Willys, 
1, and miscellaneous, 20. 

New-truck sales in April held 
relatively steady at 145, compared 
with 148 in the previous month. 
The four-month total was 507, com- 


_ 


ervices 


} pared with 681 in 1957 and 923 in| 


1956. 

April truck registrations by 
makes were: Ford, 55; Chevrolet, 
45; Mack, 7; GMC, 4; Volkswagen, 
3; English Ford, 2; Dodge, 1; 
Willys, 1, and miscellaneous, 10.— 
(A. W. Williams.) 

om = aa 
Toledo, O. 

New-car sales in Lucas County 
(Toledo), O., skidded to 1,018 in 
April from 1,106 in March, despite 
Auto Buy Week promotions. 

Dealers, however, noted that 


bler, 21; Chrysler, 17; DeSoto, 

12; Edsel, 11; Studebaker, 11; 

Volkswagen, 11; Imperial, 7; 
| Willys, 7; Lincoln, 6; Nash, 1, 
| and miscellaneous, 25. 

A total of 82 new trucks were 
|sold in April, an increase over the 
previous month’s 69. By makes, 
they were: Chevrolet, 36; Ford, 29; 
| International, 5; Dodge, 3; Willys, 
13; GMC, 2; Reo, 2; Mack, 1, and 
Volkswagen, 1—(Ernest C. Kish.) 

* * * 


Phoenix, Ariz. 


| More than 12 percent of the 1,- 


12; Simca, 11; Imperial, 10; Metro- 
politan, 9; Vauxhall, 9; Edsel, 8; 
Studebaker, 8; DeSoto, 7; DKW, 
6; MG, 6; Isetta, 5; Opel, 3, and 
miscellaneous, 26. 

* * + 


Boise, Id. 


Dealers in Ada County (Boise), 
Id., sold 178 new cars and 56 new 
trucks during April. 

Approximately 16 percent of new- 
car sales involved imported makes. 
The breakdown for all makes was: 

Chevrolet, 36; Ford, 28; Rambler, 
22; Plymouth, 12; Dodge, 9; Pon- 
tiac, 8; Cadillac, 7; Edsel, 7; Volks- 
wagen, 7; Chrysler, 5; Mercury, 5; 
Renault, 5; Buick, 4; MG, 4; Eng- 
lish Ford, 3; Imperial, 3; Austin, 
2; Studebaker, 2; Oldsmobile, 1, 
and miscellaneous, 8. 

Truck registrations were: Chev- 
rolet, 19; Ford, 10; International, 6; 
GMC, 5; Mack, 3; Willys, 3; Dodge, 


many of the cars sold during Auto| 307 new cars registered in Phoenix| 9. Reg 2 and miscellaneous. 6. 
Buy Week will not show on regis-| and Maricopa County in February| ’ ae nw. . 6 —— 


trations totals until May. Business 
also had been particularly slow 
prior to the promotion. 

April registrations by makes, 
were: Chevrolet, 270; Ford, 232; 
Plymouth, 82; Buick, 74; Oldsmo- 
bile, 74; Pontiac, 48; Mercury, 
40; Dodge, 39; Cadillac, 30; Ram- 


were imports. 

Registrations by makes were: 
Chevrolet, 392; Ford, 204; Plym- 
outh, 93; Buick, 85; Oldsmobile, 85; 
Cadillac, 64; Pontiac, 63; Mercury, 
138; Rambler, 37; English Ford, 36; 


San Antonio 
Motor-vehicle registrations in San 


|Antonio and Bexar County for 


April showed a decline from the 


| previous month, totalling 1,421, as 


| Dodge, 25; Volkswagen, 22; Renault,| compared with 1,497 in March. 


'16; Lincoln, 14; Fiat, 13; Chrysler, 


New-car registrations dropped 


ies 13 


from 1,309 in March to 1,153 in 
April, while new-truck registrations 
jumped from 188 to 268. 

By makes, new-car registra- 
tions were: Chevrolet, 425; Ford, 
269; Oldsmobile, 79; Plymouth, 
66; Buick, 52; Pontiac, 52; Dodge, 
38; Mercury, 37; Cadillac, 32; MG, 
18; Chrysler, 14; Rambler, 13; 
Renault, 12; Imperial, 8; DeSoto, 
6; Edsel, 6; Lincoln, 5; Stude- 
baker, 3; Vauxhall, 3; Metropoli- 
tan, 1; Opel, 1; Willys, 1, and 
miscellaneous, 12. 

New-truck registrations were: 
Chevrolet, 140; Ford, 51; Dodge, 28; 
International, 21; GMC, 20; Auto- 
car, 2; Diamond T, 2; White, 2; 
Volkswagen, 1, and Willys, 1.—(J. 
H. Reed.) 


* * 


New Orleans 

| Sales of both new cars and trucks 
held on an even keel in New Or- 
leans during April. 

There were 1,535 new cars and 
205 new trucks registered, com- 
| pared with 1,518 cars and 206 trucks 
in the previous month. 

As compared with April, 1957, 
however, new-car sales were down 
976 units and truck sales were off 
90 units. 

April new-car sales by makes 
were: Chevrolet, 549; Ford, 366; 
| Oldsmobile, 110; Plymouth, 90; 
Pontiac, 75; Buick, 51; Rambler, 
47; Volkswagen, 43; Mercury, 39; 
Cadillac. 28; Chrysler. 24; Re- 
nault, 23; English Ford, 19; 
Dodge, 15; Studebaker, 12; Edsel, 
6; Imperial, 5; Lincoln, 5; DeSoto, 
| 4; Vauxhaull, 3; Packard, 2; Opel, 
| 2, and miscellaneous, 17. 

New-truck sales by makes were: 
Chevrolet, 85; Ford, 53; Interna- 
tional, 32; White, 9; Dodge, 6; 
| Volkswagen, 6; Diamond T, 5; 
|Mack, 4; GMC, 2, and Willys, 2.— 
(Gordon Hebert.) 
i > 





* > 
| 


Lincoln, Neb. 

Lincoln, often called “the best 
town in the state,” has little about 
which to complain. Unemployment 
|rolls are dropping. The State De- 
|partment of Labor reports 55,200 
working in the Lincoln metropoli- 
| tan area. 
| Most dealers report auto sales 
|fair to good, while a few report 
| important business increases. All 
| dealers interviewed were optimistic 
| about middle summer and fall busi- 
| ness. 

Credit conditions are normal. 
(L. H. Houck.) 


> > > 


Akron 

Despite an aggressive sales pro- 
|gram by the Akron Automobile 
| Dealers Assn. in the early spring, 
|new-car purchases in Summit 
County (Akron) during the first 
four months of the year ran 28 
percent below the same period in 
1957. 

Up to May 1, the number of new- 
ear certificates filed was 5,912, as 
against 8,199 last year. April regis- 
| trations reached 1,717, up slightly 
over March but still 26 percent un- 
der April, 1957. 

Chevrolet continued in front at 
the end of the four-month period 
with 1469 to Ford’s 1,199 and 
Plymouth’s 782. Oldsmobile was 
fourth with 424 and Buick next 
with 350. 

Pontiac with 320; Mercury, 244; 


| Dodge, 237; DeSoto, 136, and Ram- 
| bler, 133, comprised the next five. 

Twenty different brands of for- 
| eign cars accounted for 203 sales or 
|3.4 percent of the total. Volks- 
| wagen was well out in front among 
ane makes with 86.—-(Joe Kueb- 
er.) 





+ > > 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati), O., during 
April totalled 2,415 units, compared 
with 3,243 in April, 1957, and 2,790 
| in March, 1958. 
| New-car registrations by make 
| were: Chevrolet, 675; Ford, 581; 
Oldsmobile, 264; Plymouth, 213; 
Buick, 146; Pontiac, 106; Rambler, 
97; Mercury, 67; Dodge, 65; Cadil- 
lac, 48; Chrysler, 26; Volkswagen, 
21; DeSoto, 19; Metropolitan, 15; 
Studebaker, 14; Edsel, 8; Triumph, 
8; Lincoln, 7; Opel, 5; Volvo, 5; MG, 


' 


5; Vauxhall, 2; Packard, 2; Impe- 
rial, 1, and miscellaneous, 14. 
New-truck registrations amounted 
to 238 in April, compared with 296 
in April, 1957, and 287 in March of 
this year. New-truck registrations 
by make were: Chevrolet, 78; Ford, 


46; International, 29; Mack, 26; 
White, 23; GMC, 15; Dodge, 5; 
Divco, 5; Volkswagen, 5; Willys, 4; 
Reo, 1, and Marmon-Herrington, 1. 
—(Frank Kappel.) 








Steel 
means 


Business 


It always does. U. S. Steel’s decisions have long been 


watched as an index of future business activity. 


Its early decision to renew its distinguished dramatic 


series on the CBS Television Network’ and to increase 


its investment in television with a program in the daytime™ 


—indicates its confidence in the nation’s economy. 


It also suggests its confidence in network television. 
No mere patron of the arts, Steel knows what to expect 


from network television—and gets it. 


It knows that television’s audience is constantly growing. 
It knows that the audience to its own dramatic program 
(an audience which averages more than 20,000,000 for each 
broadcast) grows increasingly responsive. 


It knows that three out of every four adults in the nation 
have seen the program and that those who watch it have 
an even higher opinion of Steel’s products and policies 
than those who don’t. 


It knows that to open up new markets, expand old ones 
and maintain a favorable image in the public mind, 
there is no more powerful medium at its command than 


network television. 


Like Steel, other major television advertisers who mean 
business have announced their renewals for the coming 
season: Allstate Insurance, American Tobacco, Campbell 


Soup, Kimberly-Clark, Socony-Mobil, and Westinghouse. 


And like Steel they employ the medium that provides the 


*The United States Steel 

largest nationwide audiences in all advertising. Se eee 
r of tive drama 

programs produced by 


THE CBS TELEVISION NETWORK the Theatre Guild. 


**Beginning on June 4, the 
Wednesday reports of 
the CBS Morning News 
with Richard C. Hottelet. 









By Leo T. Parker 


Attorney at Law 


FEW weeks ago, a higher court | 


held that if a purchaser agrees 
to pay “cash” for an automobile 


he cannot substitute any other| 


form of payment. 

For illustration in Zeff v. Harvey 
Smith Oldsmobile Co., 315 Pac. (2d) 
371, it was shown that Harvey 
Smith Oldsmobile Co. sold a new 
automobile to one Zeff who made 
a small downpayment. In the con- 
tract Zeff agreed to pay the bal- 
ance of the purchase price five days 
later. Instead of paying the balance 
in cash, Zeff gave 
his personal note 
for the balance 


due. 
Later, Zeff de- 
faulted on the 


note and Harvey 
Smith Oldsmobile 
Co. repossessed 
the automobile. 

Zeff sued Har- 
vey Smith Olds- 
mobile for heavy 
damages claiming 
that it had no lawful right to 
repossess the automobile, because 
his personal note was accepted by 
the automobile dealer and it was 
“full payment.” 

The higher court held otherwise, 
refused to award Zeff any damages 
and held, further, that a note is 
not “cash” payment, saying: 

“The point of contention is 
whether or not title passed to 
Zeff under the terms of the 
contract . . . Where the written 
contract of sale of an automobile 
expressly provided that the title 
to the automobile would not pass 
until the buyer had paid the con- 
tract balance in cash, giving of 
@ promissory note would not pass 
title to automobile to the buyer.” 

The higher court went on to ex- 
plain that there can be no substi- 
tute for cash. Moreover, if a con- 
tract for the purchase of an auto- 
mobile fails to clearly state that 





L. T. Parker 


credit is extended “cash” always is | 


implied. In other words, unless the 


contract clearly and distinctly pro-| 


vides for credit, or time payment, 
cash must be paid by the buyer. 
> > > 


Deed Is Superior 
ONSIDERABLE discussion has 


arisen from time to time over) 


the legal question: Is a new city 


ordinance valid which zones a| 


residential area for business pur- 
poses, if an old deed restricts this 
area for residences? 

Last month, a higher court 


Lawsuits Affecting Dealers... 
Court Decisions 


, named Morton purchased the lot 
| and started to construct thereon 
a building for use as an automo- 
bile dealership, gasoline filling 
station and garage. 


The higher court promptly issued 
an injunction restraining Morton 
from constructing the building, and 
said: 

“The fact that the city may have 
zoned the property as business 
property cannot override the cov- 
|enants in the deed, restricting the 
lots to residential use. 


“Where private restrictive cov-| 


enants have been placed upon lots 


|}or land by agreement of parties, | 


| they are controlling, and city zon- 
|ing ordinances cannot override or 


| destroy such private restrictive | 


| covenants.” 
| > 


_Contractor’s Responsibility 


| J AST week, I received an inter- 

4 esting letter from C. B. Wilson, 
of Chicago, as follows: “Is a con- 
tractor who is doing work on my 
new garage responsible to me for 
defective work, although he fol- 
lowed plans and specifications sup- 
plied by me? I was so advised by 
my lawyer. 

“There may be some error be- 





cause how can a contractor be| 


responsible for defective and un- 
satisfactory work if he strictly 
follows the plans and specifications 
furnished by me?” 


According to a recent and lead-| 


ing higher court, a contractor is 
liable and responsible for defective 
work, although he followed plans 


and specifications supplied by the} 


property owner. 
For example, in the leading 
| ease of Brasher vy. Alexandria, 41 
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So. (2d) 819, the testimony showed 
that a contractor entered into a 
written contract with an automo- 
bile dealer by the terms of which 
the contractor agreed to furnish 
all material and labor to complete 
the job in strict accordance with 
the plans and specifications furn- 
ished by the property owner. 

The plans and specifications were 
incorrect but the contractor fol- 
lowed the same. The finished work 
was defective and unsatisfactory. 

In the later litigation, the auto- 
mobile dealer contended that the 
contractor was at fault although 
he had followed the plans and 
specifications, and that he must 
bear the expense necessary to 
repair the defective work. The 
higher court agreed with this con- 
tention, and held the contractor 
liable saying: 

“The contractor was obligated to 
correct any deficiencies in the 
plans and specifications.” 

* > * 


Case for Comparison 


| a comparison, see Magnan & 
Co. v. Fuller, 222 Mass. 


| This court held that when a con- 


|tractor enters 


into a contract to 
perform work in accordance with 
plans and specifications, there is 
no warranty on the part of the 
property owner that the work can 
be properly and satisfactorily done 
by following the plans and specifi- 
cations. 

In other words, this court held 
that it is the duty of the con- 
tractor to carefully examine the 
plans and specifications before 
he starts the work, and determine 
for himself whether the work will 
be satisfactory. 

This court further explained that, 
if by following the plans and 
specifications the finished work 
will be defective, the contractor 
must notify the property owner 
before starting the work, or make 
necessary corrections so that the 
completed job will not be defective. 


Auto Personnel 


Fred E. Keppler has been named 
assistant manager of General Tire 
& Rubber Co.’s Philadelphia sales 
division. Richard F. Zawrotny suc- 
ceeded him as divisional truck tire 
sales manager. 

Keppler joined General Tire as a 
territory manager in 1947, and 
Zawrotny has been with the com- 
pany since 1951. 

> 


Firestone Appoints Sage 
J. B. Sage has been named man- 
ager of Firestone Tire & Rubber 
Co.'s Oklahoma City sales district. 
He succeeds G. W. Quigley. 
> > > 


answered this legal question in the| 


negative. 

For example, in Morton v. Sayles, 
304 S. W. 
that a deed for a lot in a town of 
3,000 population restricted use of 
the lot for residential purposes. 

Sixty years later, the city had 
a population of 65,000 and it en- 
acted an ordinance zoning the 
area for business purposes. A man 








(2d) 759, it was shown) 


Boyer Named President 


Oo { Bandini Petroleum 


William L. Boyer has been elected 
president and a director of Bandini 
| Petroleum Co., Los Angeles, replac- 
| ing John P. Hurndall who resigned. 

Boyer formerly was executive 
| vice-president of Bandini. Hurndall 
| will continue as a consultant and 





Mechanic Overcomes Handicap— 
The desire of Donald Sproul, second from right, to become an auto mechanic has 


enabled him to overcome the loss of his right arm. Employed as a mechanic and 
ports salesman at Schwertly Chevrolet Co. (Chevrolet-Oldsmobile), Missouri Valley, Ia., 
Sproul has earned the respect of his fellow employes. Viola Thoms, left, vocational 
rehabilitation counselor, lowa Department of Public Instruction, and Illeane D. Littrell, 
president, U. S. Trade Schools, Kansas City, where Sproul completed a course in 
mechanics, discuss Sproul's role at the dealership with Robert B. Schwertly, owner. 


| 








will devote much of his time to the 
operation of the company’s foreign 
oil concessions in British Honduras 
and Guatemala. 
> 


Straw Moves to Atlanta 


Richard F.. Straw has been trans- 
ferred to Atlanta to supervise Howe 
Scale Co. sales in Florida, Alabama, 
Georgia, South Carolina and Ten- 
nessee. He will continue to serve 
as sales vice-president of the com- 
pany. 


. * 


Childerhose to Manage 


Sales for Dynametrics 


S. Richard Childerhose has been 
appointed sales manager for Dyna- 
metrics Corp., Burlington, Mass. 

The firm specializes in force and 
pressure-measuring equipment. 
Childerhose was formerly with 
Baldwin-Lima-Hamilton Corp. as 
director of defense projects at 
Waltham, Mass. 

> 

Chrysler Appoints Jouppi 

Arvid F. Jouppi has been named 
assistant manager of shareholder 
relations for Chrysler Corp. Jouppi 
joined Chrysler Nov. 1 after stock-| 
holder publications work in Detroit | 
with General Motors. 


> * * 


Rector Joins Fruehauf 


Fred Rector has been named 
market research manager for Frue- 
hauf Trailer Co. He formerly was 
with A, B. Dick Co., Chicago, as 
consultant to management in the 
development of distribution meth- 
ods and new sales programs. 

* x * 


Ford Tractor Promotes 


530. | 







| Lead Dealers in Pittsburgh— 

Newly elected officers of the Pittsburgh Automobile Dealers Assn. are, from lefi, 
Hartley R. Graham, secretary-manager; Robert E. Beadling, vice-president; John P, 
Coen, president (reelected), and William H. Miller, treasurer. 





Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


The development of a worldwide 
common market that will usher 
in a new era of economic growth 
throughout the world has been 
predicted by Ben R. Donaldson, 
director of institutional advertising 
for Ford Motor Co. 

Speaking before the Interna- 
tional Advertising Assn. in New 
York, Donaldson defined a com- 
mon market as one in which free 
trading would take place among 
all nations. 

“The European common market 
now coming into being,” Donaldson 
said, “is a new approach to the 
old problem of trying to relieve 
tension and avoid warfare among 
nations by bringing into better 
balance their living standards and 
the economies on which these liv-| 
ing standards are based.” 

Fundamental to the success of 
— = — scheme, he ae ae 

is the creation in foreign | ° 
markets of a desire for the prod- M ack Trucks on the Air 

ucts and techniques in which any Mack Trucks, Inc., will take to 
given country excels. It is in this | the airwaves this summer, using @ 
area, Donaldson pointed out, that | 194-station radio network, to tell 
international advertising would | America the ways it is served by 
play a major role. | the trucking industry. 

Citing an example of the econ-| The program is being offered in 
omic potential of a common mar-| cooperation with the American 
ket, Donaldson said a free trade| Trucking Assns. Foundation, Inc, 
area such as has been proposed) the research, educational and pub- 
in Europe “would involve a popula-|lic information organization for 
tion of about 270 million people|supplier cooperation with the 
in 1965 and consumer expenditures | trucking industry. 
in the same area would be some| The series will start June 27 and 
$250 billion.” run each Friday, Saturday and 
| Sunday through Aug. 31. 

. * 7 


the new-car dealer market, has 
been launched by Valvoline Oil Co, 
| Freedom, Pa. 

A brochure covering the merits 
of the program is now available to 
all new-car dealers through Valve- 
oline’s advertising department. 

~ * . 


Actress Pinch-hits for DeSoto 


Capitalizing on its current na- 
tional magazine, newspaper and 
television testimonial advertising 
featuring Hollywood star Jeanne 
Crain, DeSoto is sending personal 
letters from Miss Crain to 
women prospects considered by 
its dealers to be community 
leaders. 

The letters backstop DeSoto’s 
style story as told by the actress 
in newspaper and magazine ads 
and television commercials. 

Window banners featuring 
Miss Crain also are available to 
dealers for association attention 
and tiein identifications. 





> 
Chrysler Drops ‘Climax’ : ica 
Chrysler Corp. will terminate its Introduction to ‘Hi-T 

“Climax” program June 26, it was| A three-month campaign in trade 
announced last week. The com-| publications to introduce the truck- 
pany’s “Shower of Stars” show also|ing industry to “Hi-T,” a new 
will be discontinued, officials of | standard equipment feature on all 
CBS said. its van trailers, has been launched 
| by Highway Trailer Co., Edgerton, 
Wis. 

| Highway Trailer Co. is a sub- 
sidiary of Trans Continental In- 
dustries, Inc., Detroit. 


Ramblers are Top Prizes 

Two Rambler Cross Country | 
station wagons will be awarded 
as grand prizes in a photo con- | 
test being conducted by U. 8. 
Camera magazine. 

Entry blanks for the contests 
are available at Rambler dealer- 
ships. 


* * > 
Chempounders Ad Program 

Chempounders, Inc., Mount Ver-| © 
non (N. Y.) manufacturer of the} 
Kempo flare kit, has announced 
plans for a nationwide publicity 
and advertising campaign to break 
in June. 

Life and Saturday Evening Post 
are two of the magazines which 
have been selected for Kempo cen- 
sumer ads. In addition, a tiein has 
been made with “Bingo at Home” 
television programs in 117 leading 





Thompson and Tuttle 


Fred Thompson has been ap- 
pointed distributor-dealer relations 
manager of the Ford Tractor & Im- 
plement division. 

H. C. Tuttle succeeds Thompson 
as public relations manager. He 
had been assistant manager. 

* ok * 


Brammer Heads Sales 


William N. Brammer has been 
named sales manager of Pressure 
Castings, Inc., Cleveland, producers 
of aluminum and ginc die castings. 


cities. 


+ * * 

New Star in Chevy Showroom 

“The Chevy showroom” star- 
ring Andy Williams makes its 
debut on ABC-TV Thursday, July 
3. The 13-week series will take 
over for “The Pat Boone Chevy 
Showroom” while Boone is on 
vacation. 


a 
New Valvoline Program 
A continuous direct mail cam- 
paign explaining the benefits of its 
36,000-mile guaranty program to 





Dealers Elect Smythe— 


Edward T. Ragsdale, left, Buick general 
manager, and Edward C. Kennard, right, 
Buick general sales manager, congratu- 
late William D. Smythe on his election 
as chairman of the 1958 National Buick 
Dealer Council. Smythe, president, Smythe 
Buick, Inc., Rome, N. Y., was elected 
chairman at the opening session of the 
two-day meeting in Flint. 





* * 





YOUR CUSTOMERS READ THESE ALCOA ADS... in alana pen Reo pine eke towne 


cn 


Photographed by Mark Shaw. Clothes by John Weitz of Printzess Square. 


Alcoa Aluminum keeps your heart on fire for Plymouth 


Alas, the day must come when faithless parking lot attendants 
no longer accord you a place in the front row. But never you 
mind; Alcoa® Aluminum will never let you turn blasé about 
your Plymouth Belvedere. 


Walk from bumper to bumper, and the grille will still be 
aglitter, the side panels shining brightly, emblems and head- 
light bezels as lustrous as ever. The credit belongs to anodiz- 
ing, Alcoa’s way of ending rusting, pitting and peeling by 


endowing aluminum with the lasting hardness of sapphire. 


Aluminum is the “accent to elegance” on all fine cars and 
asks no care but washing and waxing. Aluminum mechanical 
parts contribute just as mightily to power and performance. 
Look for this modern automotive metal in your next car. It's 
Detroit’s way of giving you greater value—at no extra cost. 
Aluminum Company of America, 1842-E Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


Alcoa Aluminum...for gleam and go! 








What's New... 
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In Parts and Accessory Distribution 





Standard Motor Products 
Shifts District Managers 


CHICAGO.—Personnel shifts have 
been announced by Standard 
Motor Products, Inc. They are: 

Charles Webb, from Oklahoma 
district manager to Northern Cali- 
fornia; Cliff Bradshaw, from Mem- 
phis district manager to Oklahoma; 
Clay Currey, from assistant district 
manager in Eastern Tennessee and 
Eastern Kentucky to Memphis, and 
Bob Copeland, from field represen- 
tative to assistant district manager 
for Florida and South Georgia. 


Jobber Sales Tools 
Unveiled by Ramsey 


ST. LOUIS.—New sales kits, ad 
series and merchandising aids for 


tional sales meeting of Ramsey 
Corp. here. 

Department heads brought field 
men up to date on research and 
development, engineering, fleets, 
market research and new products. 

* * * 


Carter Surveys 
Drivers’ Beliefs 


ST. LOUIS.—Data for a report on 
the driving habits and beliefs of 
American motorists has been col- 
lected during a four-month survey 
in “Horsepower, U. S. A.,” a manu- 
facturing center of about 100,000 
near here. 

The city was not further identi- 
fied by the sponsors of the project, 
Carter Carburetor division of ACF 
Industries, Inc. Purpose of the 
study, Carter said, was to gather 
facts on motorists’ knowledge and 


compression checking to the 
proper setting of spark-plug gaps. 
The manual is written in non- 
technical language for motorists 
“awho don’t know a tappet from 
a poppet,” Carter said. 

* 


* aa 


Marketing Group Named 


treatment of the vehicles they By Canadian Wholesalers 


drive. 

Car owners were asked 47 ques- 
tions. Among them were: “What do 
you think an engine tuneup should 
include?” “How long do you think 
your car’s fuel system should last?” 
“How often do you have your car 
lubricated?” and “Do you rotate 
tires and, if so, when?” 

* * oJ 


Free Auto Manual Gives 
Motorists Tips on Tuneups 


ST. LOUIS.— An auto manual 
with maintenance suggestions for 
all makes and models is being 
distributed free to motorists by 
the Carter Consumer Service. It 
was produced by Carter Carbure- 
tor division, ACF Industries, Inc. 

Titled “Just What Is an Engine 
Tuneup?” the manual covers 


OTTAWA, Ont. — F. A. Knight, 
Fram Canada, Ltd., has been named 
chairman of the reorganized Na- 
tional Marketing & Research Com- 
mittee of the Canadian Automotive 
Wholesalers’ & Manufacturers’ 
Assn, 

Other members are S. R. Miller, 
duPont Co. of Canada, Ltd., in 
charge of marketing; R. J. Ander- 
son, Kitchener Auto Parts, Ltd., 
research; S. Hoffman, Hamilton 
Auto Supply, Ltd., machine shop, 
and A. Paulin, H. Paulin & Co., 
Ltd., administration. 

s 


Glass Week Scheduled 


PHILADELPHIA, — National 
Glass Week will be celebrated Oct. 
19-25, according to Executive Direc- 
tor Stanley W. Hoffman, National 
Glass Dealers Assn., which is the 


jobbers were unveiled at the na- 


maintenance needs from cylinder 











The Government Printing Office or 
somebody in Washington favored us with 
a copy of the “Economic Report of the 
President.” Pleased to share the lowdown 
with Ike, we read large hunks of it. And 
came across one startling set of figures. 

Since World War II, businessmen have 
pointed with pride to our rising industrial 
productivity, and labor leaders have used 
it to raise the ante. 

With 1947 equal to 100, our industrial 
productivity based on man hours paid, 
reached 128.6 in 1957—incidentally, only 
1.5 points above 1956. 

Whereas, on the same base, agricultural 
productivity in 1957 was 183.8—8 points 
over 1956! (Bureau of Labor Statistics. ) 

Farm productivity rising three times as 
fast as industry is the combined result of 
larger farms, improved techniques, better 
management, more competent farmers. 
And SuccessFut Farminc had something 
to do with it, too. 





For the volume producers of grain and 
com, livestock and dairy products, SF 
is the guidebook and operations manual. 
It reports not only the new discoveries but 
proven procedures by actual case studies, 


documented and photographed. 

Every farmer gets some money-making 
idea, some helpful suggestion, from every 
issue. SF is earnestly studied, its contents 
clipped, filed, consulted subsequently. SF 
is equally concerned with the business 
of the farmer’s wife, the conduct of his 
home, the welfare of his family. 

Fifty-six years of real help has paid off 
in a superior audience, the country’s best 
farmers. The estimated average cash farm 
income of the SF farm subscriber has been 
above $10,000 for the past decade. No 
medium offers a better market. 


And the many contributions of SF have 
established a respect and confidence that 
adds immeasurably to advertising effect. 

For better business 
this year, and for better 
balance in your national 
advertising effort, 
you can profitably 

use SUCCESSFUL 
Farminc. Call any SF office for details. 







Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today's living 
and tomorrow's plans. 


Urban notion: Farmers have milk cows, 


don't buy dairy products! Hah! 


Today few dairy farmers make cheese. 
And Successful Farming families buy cheese— 
cream, jar, link, glass, loaf, solid sliced— 


to the tune of $11,574,000 a year! 


Larger families, outdoor work, 


three meals a day at home, and estimated 
average cash farm incomes over $10,000 
make SF farm families choice customers. 
telping farm families make mere money 


and live better for fifty years 
gives SF influence unmatched by 


any general medium. For better sales 
this year, and to balance national coverage, 
try Successful Farming. Call any SF office. 


Successful Farming ...Des Moines, New York, Chicago, Detroit, 
Philadelphia, Cleveland, Atlanta, San Francisco, Los Angeles. 











—— 


sponsor, in coordination with glag 
manufacturers. 
> * « 


Fromberg Reports on Saies 
Of Tubeless Repair Kits 


VAN NUYS, Calif. — From 
Co. reported it has sold 40,000 of 
its tubeless-tire repair kits sings 
they were introduced last year. 

The company said the kits pen 
mit a tubeless tire to be repaired 
while it remains on the wheel. The 
puncture is sealed when the From 
berg rubber rivet is released ints 
the puncture hole by a gun-type 
precision tool. The rivet expands 
and becomes part of the tire, ag 
cording to Fromberg. 

* > > 


Antifreeze Film Released 


NEW YORK.—An educational 
film on antifreeze, “The Devil te 
Pay,” has been released by the 
Automotive Products division, 
Olin Mathieson Chemical Corp, 
The film is designed for 1958 
antifreeze sales-training meetings, 


Zink Honors Cloves 


LOS ANGELES. — Wally Cloves 
was cited as “salesman of the year” 
by N. G. Zink, Western sales man- 
ager for the Howard Zink Corp, 
Fremont, O. manufacturer of 
automobile tops and seat covers, 
The presentation was made at 4 


|meeting of salesmen from the ll 


Western states. 


Lee Rubber Branch Office 
Opened in San Antonio 


CONSHOHOCKEN, Pa. — Lee 
Rubber & Tire Corp. has expanded 
its Southwest sales field with the 
opening of a branch office in San 
Antonio. 


The branch will be located at 721 
Florida St. Donald D. Shaw, former 
sales representative for the Lee 
tire factory branch, Dallas, will be 
manager. 


27 Auto Jobbers 
Added by DuMont 


CLIFTON, N. J.—Twenty-seven 
jobbers have been added for Du 
Mont’s automotive test equipment 
line. They are: 


Cauirornu — Acme Auto Parts, 
Hayward; Huddleston Equipment 
Co., Los Angeles; Crown Auto Sup- 
ply, Pasadena; Fruitridge Automo- 
tive Center, Sacramento; Mission 
Automotive Parts, San Francisco; 
Automotive Supply, Ventura. 

Connecticut — Chas. Friedman 
Co., Inc., Bridgeport; F. Torello & 
Son Machine Co., West Haven. 
FLormwa—Standard Auto Parts Co. 
Sarasota. Georica—Auto Supply & 
Equipment Co., Inc., Atlanta. Inve 
ana — Ballard Brake & Equipment 
Co., Inc., Marion. Kansas—Garnett 
Auto Supply, Inc., Wichita. 

MassacuUsetts—Williston’s Auto 
Electric, Fall River. Michian — 
Klann Auto Electric, Inc., Detroit; 
Automotive Products Co., Menomi- 
nee. New Jersey — Nadler Auto 
Supply Co., Trenton. New York — 
Balco Pedrick Parts Corp., Buf- 
falo; Automotive Supply Co., White 
Plains. 

Oxnw—Cooper Auto Supply, Mar- 
ion. Texas—Motor Supply, Corpus 
Christi. WasHincton—Foster Auto 
Supply, Longview; Ditto Equip 
ment Co., Seattle. 

Wisconsin—Automotive Sales & 
Service, Inc., Fond DuLac; Green 
Bay Auto Parts & Supply Co, 
Green Bay; W. T. Flaherty & Son, 
Inc., Janesville; Gordon Auto Re 
placements, Kenosha; H-R Auto 
Parts, Madison. 


- * * 


Warehouse to Rise 


KANSAS CIT Y.—Automotive 
Distributors, Inc., is building @ 
60,000 - square - foot warehouse and 
office building at Fifty-eighth St. 
and Brighton Ave. Completion is 
expected by Nov. 1. 

> + * 


Maker-Agent Split 


AMSTERDAM, N. Y.—Mohasco 
Industries, Inc., and National 
Automotive Fibres, Inc., have 
severed relations. The firms had 
been associated as manufacturer 
and agent for many years. 








Make your lubritorium a Golden Invit 


ee 
AM eee * 


with LINCOLN \, 


\ 


CEILING 
LUBREELS* 


a : 
- 


a Ar Ma 
, to merchandise your 


modern lube services! 


} 


..says JACK MAYOTTE, Service Manager 
Boulevard Buick Company, Chicago, Illinois 


“To stay abreast of the times and keep pace with the modern 
needs of car owners, we have replaced the Lincoln lubricating 
equipment we installed 10 years ago with new Lincoln Golden 
Standard Lubreels. We feel this is the most scientific and up- 
to-date method of offering ‘Lubricare’. We’re especially pleased 
with the way Lubreels help keep our present customers and 
attract new ones for us.” 


LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. 


eg - 
atfon to new service sales 








AIR OR SPRING- 
OPERATED 


AUTOMATIC 
RETRACTING 


The best dealers choose the 
"Lincoln Golden Standard” 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency . . . exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability . . . maintenance is the lowest . . . 
installation is simplicity itself. 

Call your Lincoln Sales and Service Wholesaler. 
He'll be happy to advise and assist you in plan- 


ning all your lubritorium requirements. No obliga- 
tion, of course. 


Lead with Lincoln 


“Trade Name Registered 


Lincoln 


Engineers and Manufacturers e AUTOMATIC LUBRICATING EQUIPMENT ¢ SAINT LOUIS 20, MISSOURI 
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Engineering - Production - Mater 


A Monthly Section Describing and Interpreting Technical Decelopments 








by Joseph M. Callahan 


‘Frisky’s’ Story Contrasts 

U. S., British Small-Car Views 
EVELOPMENT of the Meadows 
“Frisky,” an English miniature 

car designed to compete against 

the German miniature cars, offers 


a good chance to compare the! 


American and British auto indus- 
tries. 

While the U. S. manufacturers 
cautiously wait for the small- 
car market to reach several hun- 
dred thousand units because 
many millions of investment 
dollars are involved, Henry 
Meadows, Ltd., a leading com- 
pany in the Associated British 
Engineering Ltd., merely saw an 
opening in the market, appropri- 
ated a small sum of money and 
two years later was distributing 


its car around the world. A.B.E. | 


is primarily a manufacturer of 


Product Goofs Laid to Stylists, Sales Brass... 





Dealers Rate Engineering OK / 


HILE auto dealers often 

are angry at almost 
everybody — factories, com- 
petitors, customers, the press 
and politicians — they have 
surprisingly little animosity toward 
their factory’s engineers. 

This was indicated by an 
Automotive News survey of dealers 
in all U. S. lines who were asked 
what they and their customers 
| think of the engineering of current 
| cars. 

However, despite the feeling 
that all cars are pretty well en- 
gineered these days, the dealers 
did have some strong convictions 
about many of the current fea- 
tures and trends. 

The survey also revealed that, 
while the dealers are highly critical 
of «many factory practices, the 
dealers have one important con- 
viction in this “hate autos” year. 

The auto factories are building 
substantially what the public wants. 

a 


> > * 
je cencanre the typical theme, 
Chrysler-Plymouth dealer said: 
“I see little market for a small 
car built by our factory. I think 


|} the auto makers are building ap- 
proximately what the people want. 


“I'm glad that Chrysler got away 


| 
| 
| 





the engineers by the stylists and 
the merchandisers. 
* a 


Styling ‘Too Extreme’ 


E ASSERTED, “The styling 
sections make it very difficult 
|for the engineers to produce a 
trouble-free car. Styling has gone 
too extreme. All this lowness and 
extra sculpturing are bringing a 
| lot of things we don’t want. 

“This horsepower race has 
worked another hardship on the 
engineers. Instead of turning out 





one good engine, they’ve produced| fewer engines 
doing a sloppy job an/ dealer who said that even tho 


several, 


was a Chevre 


some of them. They should build a| he carries a 300-car inventory, 
good, economical engine and let it| variety of engines causes him 


run for a couple of years. 

“The public is turning down 
horsepower, anyway. We're sell- 
ing more six-cyilnder engines 
than eight-cylinder engines this 
year, even though our sales are 
only about half of last year, I 
wish the manufacturers would 
cut out their penny-pinching and 
build us some good solid cars.” 


lose 15 deals a week. 

Of all the questions asked, 
query, “What do you think aboug 
horsepower?”, produced the mo 
forceful and concerted reply—“ste 
the horsepower race.” 
| * * * 

PPOSED to more horsepo 
were the dealers selling Ch 

Plymouth, Pontiac, Rambler 


ler, 


Also concurring in the need for Edsel, Studebaker-Packard, Chevys 


rolet and Ford. 

| The Lincoln-Mercury de 
hedged by declaring, “The 
|combination is ‘heavy’ horsepov 

| plus more mileage. We've got to 

| more gas mileage, especially on 

| Mercury.” 

A Cadillac retailer commented, 
“I'd sooner have the horsepower 
| than the economy.” 

Generally, however, the dealers 
(Continued on Page 30, Col, 1) 


best 
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IBM 705 Speeds 
Buick’s ‘Thinking’ 


Analysis Unit Set Up 
To Assist Engineers 


| from its old policy of building what 
: . | they thought the people should 
The much less flexibile American have and not what the people 


system is no reflection on any com-| wanted. I also think Walter Reu- 


Sasel engines. LINT.—Buick engineers believe 


iy 
I they have stolen a march on 
the other auto makers by acquiring 





pany or individual. It is the result! 
of a whole group of factors, in-| 
cluding the U. S. standard of living 
and the stage in its evolution that 
the American auto industry has 
reached. 

The beginning of the Frisky was 
in the minds of the A.B.E. direc-| 
tors, who had been watching the 
economically resurgent Germans) 
exploit the growing demand on the 
Continent and in England for more 
private transportation by first 
bringing out motor scooters and| 


then minicars. 


Too Late for Scooters 

HE A.B.E. directors concluded 

in 1955 that they were too late! 
for the motor-scooter market, but} 
that a small, cheap car would sell | 
because “people like to be enclosed, | 
if they can afford it.” 

Early in 1956 the directors se- 
lected Ray Flowers as managing 
director and Gordon Bedson as 
technical manager (chief engi- 

(Continued on Page 26, Col. 1) 
> > 
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British Midget Tooled for 


|} ther (UAW president) is offbase— 


people still want a big car.” 
Frequently the dealers would 
begin discussing the engineering of 
| their cars and then veer off into a 
|ecriticism of the product’s manu- 
facturing and styling, indicating a 
lack of awareness as to what por- 





tion of the car the product en-| 


gineers handle. 

There was some criticism in 
most lines about the manufac- 
turing quality of the current cars, 
with union workers receiving 
most of the blame. One dealer 
said the factories get the quality | 
they’re willing to buy. 

However, an Edsel dealer com- 
mented, “Our quality is getting) 
better now. But many of our) 
problems must have been in the 
engineering; otherwise we wouldn't 
have had so much grief.” 

A veteran Ford dealer pointed to 
a number of engineering weak- 
nesses in the current cars, but 
added that these were usually the 
results of compromises forced on 


$60,000— 


The Meadows Frisky was developed to combat the midget car invasion in England 


and other world markets by the German 
only $60,000. 


auto makers. Tooling for the Frisky cost 


Buick’s Substitute for the Slide Rule— 


Robert Louden, standing, head of Buick’s engineering analysis department, and 
Irving H. Smith, supervisor of data processing, feed an engineering problem into 


Buick's new IBM 705 Computer. 


M-E-L Engineering Problem .. . 


One Staff—Three Car Lines 


yeas. of the Mercury, Edsel 
and Lincoln divisions earlier 
this year into the M-E-L division 
has produced an unusual problem— 
how to organize a single engineer- 
ing department for the successful 
engineering of three lines of cars. 

Solving this problem has been 
the responsibility of Harold Mac- 
Donald, M-E-L’s chief engineer, 
and the M-E-L management, under 
James J. Nance, general manager. 

Besides directing the consoli- 
dation and reorganization of the 
three former division engineering 
staffs, MacDonald has also been 
busy overseeing the movement of 
his more-than-1,000-man staff into 
the new M-E-L Product En- 
gineering Building in the Ford 
Engineering Center. 

Of course, his primary chore 
since the merger has been the 
supervision of the product en- 
gineering of about a dozen future 
cars—the Mercurys, Edsels and 
Lincolns for the next three or four 
years. 

In commenting on the merger of 
the three engineering departments, 
he frankly admitted that it was a 


‘ 


money-saving move, but he added 
that other benefits will result. 

. ” . 
“ASA result of the consolidation,” 

MacDonald said, “we're getting 
much more coordination from three 
|integrated teams. We're getting a 
| job done that we couldn’t afford 
before and we're able to do a 
stronger job for each car as a 
result of concentrating our efforts. 
“Also, this eliminates the compe- 
tition that existed between the di- 
visions before. We’ll be able to put 
the features where they will do 
the most good. 

“Previously, if one division 
thought of a feature first, it 
would use the feature, even 
though it might be used more 
logically on another car. This 
way, each car will get the fea- 
tures that are in keeping with its 
character.” 

MacDonald said that the M-E-L 

(Continued on Page 27, Col. 1) 
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la new 705 International Business 
Machines computer. 


Although all Buick departments 
are using the 705, the division’s en 
| gineers expect to be the principal 
| beneficiaries of the electronic mar 
vel which was ordered almost three 
years ago. 

To make full use of the com- 
puter, Buick’s chief engineer, 
Oliver K. Kelley, established «a 
three-man engineering analysis 
department under Robert Louden 
last January. The other men are 
Ivan Lukey and Edward Stadler. 


At first it was proposed that 
Louden and his men should have 
a quiet, isolated office so they could 
|do their high-powered thinking in 
comparative peace. But this was 
vetoed to encourage the other 
engineers to become “customers” 
of the 705, and the engineering 
analysis department was installed 
|in the middle of one of the busiest 
|}and noisiest rooms of Buick’s En- 
gineering Building. 


> = > 
“At FIRST we expected a short- 
age of customers,” Louden 
said, “but we’re snowed under with 
problems. We're lined up with work 
|for weeks ahead. We now have 25 
different jobs under way.” 

After Louden receives a problem 
from a customer, he or one of his 
men usually have to figure out the 
equation that will solve the prob- 
lem and then they prepare a “pro- 
gram of information and technique 
that must be fed into the machine. 

Included in this “program” are 
the various elements of the equa- 
tion, the method by which the 
computer can solve the equation 
and the complications that may 
arise. 

“For instance,” he said, “we may 
tell the machine, ‘If you can’t get 
the answer in 100 tries, then stop. 
One of the first things our men have 
to do is learn the computer’s lan- 
guage.” j 

One of the advantages of this” 
computer is that it can quickly © 

(Continued on Page 21, Col. 3) 
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on the highways tomorrow... 


a 
with integral wheel, 


brake fe Sacbese hub 


and wheel cover 
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Made with Aluminum ; 
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REYNOLDS GS ALUMINUM 
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Aluminum Wheels 





(with integral wheel, brake drum, hub and wheel cover) 





NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not deter- 
mine part costs. New techniques and processes—ap- 
plicable only to aluminum—can give you a better 
product at a lower final cost. 


Watch Reynolds All-Family Television Program 
“DISNEYLAND”, ABC-TV 


The Finest Products 
Made with Aluminum 


aL URE Sta TLL TL, 





offer these important 


advantages... 


* Improved heat dissipation 
* Reduced unsprung weight 


* Savings in manufacturing costs 
through application of automation 
techniques, lower tooling costs, 
fewer components, reduced 
inventory 


increased design freedom 
* Unlimited styling approach 


Integral aluminum wheels are an excellent example 
of another economical way to achieve better per- 
formance with aluminum. Consider these factors: 


From a performance standpoint, a die-cast in- 
tegral aluminum wheel is approximately one-third 
lighter than a steel wheel, hub and brake drum 
assembly. This reduces unsprung weight and also 
results in better horsepower to weight ratio— per- 
mits designing better steering, riding and perform- 
ance characteristics into the car. And, aluminum’s 
ability to conduct heat rapidly (proved in alumi- 
num brake drums) assures better heat dissipation. 


From a manufacturing standpoint, production 
economies result through reduction of number of 
components per wheel assembly, reduced inven- 
tory, lower tooling costs and reduced machining 
because closer tolerances are obtained. The high 
production die casting process is a perfect case for 
application of cost-cutting automation techniques 
—techniques that lend themselves better to alu- 
minum than to any other metal. 

From a styling standpoint, integral aluminum 
wheels permit countless interesting design varia- 
tions .. . help stylists achieve smaller wheels for 
overall lower appearance. And the possibility of 
color anodized wheels is another bright thought 
for stylists to consider. 


Remember—on any functional or decorative 
applications, Reynolds Aluminum Specialists will 
be glad to work with you to help give you the 
very most from the aluminum you use. Call the 
Reynolds Office, listed under ““Aluminum” in your 
classified telephone directory. Or write Reynolds 
Metals Company, Fisher Building, Detroit 2, Mich., 
or P.O. Box 2346-MZ, Richmond 18, Virginia. 


Reynolds 
Aluminum 


the metal for automation* 
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IBM 705 Speeds 


Buick’s ‘Thinking’ 


Analysis Unit Set Up 
To Assist Engineers 
(Continued from Page 20) 


compute a whole range of compro- 
mises or solutions, so the engineer 


| doesn’t have to guess. 


* * * 


|More Than 100 Solutions 


| T= ordinary procedure for an 
engineer is to try out three or'| - 


four possible solutions and then 
pick the best of these. With a 705 


| computer, he can make his selec- 
tion from 100 or 200 solutions. 


After the program has been de- 
veloped and the information placed 
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|on a deck of IBM cards, the cards| 
| are turned over to Buick’s Division | 
| 66, the tabulating group that op-| 


j 
| 














| PUT ACTION INTO YOUR SALES CAMPAIGNS 


| 


| The McFarland “GREAT” 21° UMBRELLA shown above does just that with a three 

| olor combination to brighten your lot. It is one of the greatest attention-getting 
devices on the market today. Get those SALES and PROFITS with the McFarland | 

| “GREAT” 21' UMBRELLAS—Stationary or Whirlabout types. For more information | 


write McFarland 
742 S. W. 8th St., Miami, Fla.—Phone: Miami FR 4-8153. 





“GREAT” UMBRELLA CO.—Division of McFarland Awning Corp.., | 








LICENSED BY RCA 


© 5/4," shaft fits most standard foreign speaker; 6 tubes. Operates on frequency 
range 540 KC to 1600 KC; Intermediate 


car dashboards 
6%" wide, 4" high, 7" deep f 


. 
@ 6 and 12 volt systems available ... 


No C.O.D Fast Shipment F.O.8. N. Y. also available. 





Liberty Auto Radio, inc. 





FOREIGN CAR 
RADIO PROBLEM 
SOLVED! 


$3 4% 


Custem-fit for VOLKSWAGEN, REN- 
AULT, OPEL and other foreign makes 


Features: Heavy-duty self contained PM 


wency 455 KC. Special adaptor plates 
separate speaker models 





| be.” 


erates the computer. 


The 705 consists of a console, | 


central processing unit, magnetic 
drum memory, two tape record 
coordinators, two printers, three 
card readers and 20 tape drivers. 
It is housed in a new addition 
to the main Buick office where 
temperature and humidity are 
carefully controlled. 

This computer, which began op- 
erating last Christmas, replaces the 
IBM 650 which Buick had been 
using. The 705 costs 10 times as 


much to lease and occupies 25 times | 


as much space as the 650, but it is 
much faster and has a much better 


memory. 
> > * 


—— the time an engineer sug-| 
gests a problem until the solu-| 
tions are produced, the 705 takes| 


three to four days to solve a small 
problem and two to three weeks to 
solve an ordinary large problem. 
While the computer works at 
breathtaking speed (up to 15,000 


computations a minute), this is not} 


all saved time because of the time 
required to work out the equation 
and the program. 


Initially all solutions come out 
of the computer on tapes. Some- 
times the answers are left on the 
tape or put on punched cards 
for use in solving other prob- 
lems, but ordinarily the tapes are 
fed into printers which produce 
printed presentations of all the 
possible solutions at the rate of 
500 lines or 50,000 characters a 
minute. The solutions also can 
be reproduced on performance 
graphs. 

Louden, who admits that he’s 
been a computer “bug” since he 
began working out transmission 
problems a couple of years ago 
with the GM Tech Center’s com- 
puter, said his department was set 
up to assist design engineers in 
solving problems that involve a 
great deal of math and problems 
that lend themselves to a digital 


| computer. 


3 Types of Problems 
H® SAID the 705 is very valuable 


for these three types of prob- 
lems: 

1. Repetitive calculations. 

“The speed ratio is fantastic,” 
he said. “It does in a few seconds| 
what would occupy a man for a 
day. It carries the calculations to 
12 places, compared to about four | 
places which engineers ordinarily 
carry them. The machine is far| 
more accurate than it needs to| 


2. Design problems. 

Louden said, “An engineering 
department always feels it’s 
understaffed on these problems. 
With this computer you can run 
through a design equation sev- 
eral hundred times, instead of 
ence, The engineer can pick the | 
best of many solutions.” 

He cited a recent design problem 
in which an engineer wanted to 
know how many pounds of stress 
were being put on the flange bolts 
that joined a Buick torque tube to 
its differential housing. 

By learning what the tension on 
each bolt was, he would be able to 
tell how many bolts were needed, 
how big the bolts and holes should 
be and where they should be lo- 
cated on the flange. 

* 





MONG the 12 to 15 elements in 

this equation were the width of 

the ‘tire track, the tractive effort 
(Continued on Page 37, Col. 1) 





SEAMLESS or WELDED 
MECHANICAL 
AIRCRAFT 

PRESSURE 

SPT ESS) 

Sted 

STAIMLESS PIFE 
SETS teeth 


HES RU Ae 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY. 


COLD DRAWN BUTT WELDED 








WHAT TO DO NOW | 


TO BE MONEY AHEAD 
WHEN RECESSION ENDS 


| KIP 
NEW BOOK 


(bookstore price $1.95) 
with 13 weeks of 


THE KIPLINGER 
LETTER 


(both together for 
only $4. Full value $7.95. 
You save $3.95 


sie 















scessseppesees 2 Selling everywhere 
at $1.95 











You may never again in your lifetime have such a golden opportunity 
to advance your personal and business interests . . . come out of 
today’s recession better off than you went in. Here’s how to do it. 
Just mail coupon on special offer below for your FREE copy of this 
$1.95 book:* 


BOOM AND INFLATION AHEAD 


By W. M. Kiplinger, author of the famous Kiplinger Washington Letters 


Rucut now while things look dark . . . while conditions threaten to get 
worse before they get better . . . why does Kiplinger talk boom? Because 
history is about to repeat itself. Back in 1935- when the outlook was even 
darker, he wrote Inflation Ahead, What to Do About It. Those who fol- 
lowed his advice are well off today. Many made fortunes. Now he looks 
ahead to the biggest boom yet . . . tells why, when and how it will come 

. Shows how it will affect your job, income, savings, investments, busi- 
ness, retirement . . . what to do NOW to cash in on it. 


YOUR COPY OF THIS FREE BOOK gives you a clearly marked roadmap to 
boom years just ahead so you know what to expect. 


THEN, EVERY MONDAY MORNING, Kiplinger's 4-page Letter shows you 
how to ride safely through the recession and be in on the pay-off when 
the boom arrives. 


No matter what other business reading you may do, it will pay you to 
take advantage of this generous offer because — 


FIRST To succeed, to stay successful — especially in these tough times — 
you must look beyond today . . . anticipate ckomnes that will affect your job, 
your business, your personal earnings . . . make plans now that succeed 
later. The Kiplinger Letter supplies the key information you need — business 
trends, new legislation, labor, taxes, prices, new products — any significant 
new development. Facts you can trust. Nothing else does it better. 


SECOND You're busy. Want to know what's what without a lot of 
useless trimmings . . . the real meaning of events .. . how they concern you 
. .. how you can USE the knowledge to promote your interests. In a weekly 
15-minute briefing The Kiplinger Letter gives you a brand of money-making, 
money-saving guidance you can get nowhere else. 


THIRD Consider this amazing fact: 8 out of 10 Kiplinger clients renew 
year after year .. . many every year for 35 years! Loyalty like that must be 
deserved. Where else do you find such unprecedented proof of value received? 


Now is a most opportune time to begin using The Kiplinger Letter. Once 
ou see how it helps you smooth out the “bumps” in the road ahead .. . 
Ge it charts your profitable course as the boom develops . . . we believe 
you'll want to become a regular subscriber. So, if you want to be money 
ahead when the recession ends, mail the coupon today for our unusual Trial 
Offer: only $4 for 13 weeks of The Kiplinger Letter (Reg. $6) PLUS 
Kiplinger's new $1.95 book FREE (you save $3.95). Pay now or later as 
you choose. 


% Open to new subscribers only. 
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{| THE KIPLINGER WASHINGTON LETTER 1 
Room 163, 1729 H Street, N.W., Washington 6, D. C. i 
! Send me FREE a copy of Kiplinger’s new $1.95 book and jin my 13-week } 
{Trial Subscription to THE KIPLINGER LETTER next Monday morning at 
1 the special trial rate of only $4 (Reg. $6). t 
i (0 Check enclosed for $4.00 ©) Bill me 2 
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: 
LONGER TREAD LIFE...test driven under 
similar conditions for same length of time, 

¥ Rayon cord tire (right) shows 26 per cent 
less tread wear than nylon cord tire. 


ee 


cul 


i / 


QUIETER RIDE...tests made by an inde- 

pendent acoustical engineer prove Rayon 
- cord tires are up to 33 per cent quieter 

than nylon at normal operating speeds. 


t 


RETREADABILITY ... comparative retreading 
tests prove Rayon cord tires take more 


retreads, with greater mileage per retread. 


Pee 





New 16 mm 

sound and color film, 
“Getting Down to Casings,” 
dramatically demonstrates 
the comparative 

qualities of rayon 

and nylon cord tires. 
Here’s how to reserve 

a free print 


for your group... 


Would you like to know why 99.2% of 
the new cars feature Rayon Cord Tires 
as standard equipment? Like to get a 
macadam-eye view of test tires smashing 
against a six-inch curbstone at 60 miles 
per hour? Most important, would you 
| like to know how Rayon Cord Tires can 
make more sales for you, how they can 
cut your casing inventory in half, and 
why customers keep coming back for the 
“rayon ride’? 

If you answer “yes,’’ you’d like this 
film. We’ll be happy to lend you a print, 
} without charge, to screen for your local 
organization. All you have to do is fill out 
the coupon at right and mail it to the 
American Rayon Institute, Inc., for a 
reservation. Do it today. 


. AMERICAN RAYON 
) INSTITUTE, INC. 


A insrirurs /, 


INC’ 4 350 Fifth Avenue, New York 1, WN. Y. 


GREATER HEAT RESISTANCE... new Rayon 


tire cord actually grows stronger as tire 


* heat builds up at high road speeds. 


cS 
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MORE STABILITY ...no troublesome fiat 


. safer, easier 


spotting or “morning thump’ .. 
steering control. 


MAIL THIS COUPON FOR FREE FILM 


American Rayon Institute, Inc. 
350 Fifth Avenue, New York 1, N. Y. 


Please send me a free print of your 15 minute, 
16mm color sound film, ““Getling Down to Casings.” 
I’d like my copy for showing on (date) 

I expect there will be in the audience. 


Name 
Company 
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Larger Socket Head Screw 


Available in Ten Sizes 


Unbrako “pHd" (for “proper head 
design") socket head cap screw—with 
larger diameter head permitting fastener 
to do up to 2% times as much work—| 
is said to be the first basic design ad- 
vance in 25 years for this industry stand- 
ard. 


Under given load the smaller head of| , 


the conventional socket screw indents into 
to bolted material, the bigger head does 
not. This indentation is said to reduce 
holding power and, by relaxing 
initial preload or tightening, also cuts | 
fastener resistance to fatigue failures. 
Screws shown are %-inch diameter size. 
The socket head cap screws are made in 
10 screw diameter sizes from % to one 


the | § 





inch by Standard Pressed Steel Co.,| 
Jenkintown, Pa. 


| 





Linear Instrument Bearing 
Developed by Thomson 


linear bearings for many types of 
instruments, controls and other vitol com- 
ponents where extremely low friction 
linear motion is desired have been de- 


veloped by Thomson Industries, Inc., 
Manhasset, N. Y. 

The ball bushing, designated INST-| 
4812, is made to the same demensions| 


and is interchangeable with the standard 
boll bushing XA4812. It has a bore di- 
ameter of .2500 of an inch + .0000-.0003. 
The nominal outside diameter is .5000 
of an inch and length is .750 of an 
inch. The bearing weighs .02 pounds and 
has a rolling load rating of 13 pounds 
ond a static rating of 22 pounds. The 
bore diameter and the O.D. are con- 
centric within .0005 T.1LR. 

a 





Concord Control Introduces 
Job Designed Keyboards 


Keyboards that can be custom made to 
customer requirements in any size and 
key arrangement have been announced 
by Concord Control, Inc., Boston. 

These models are available with any 
number of keys, from portable hand- 
sized units to desk-type models, and 
with the number of digits and letters 
tailored to customer's specification, Any 
quantity of keys, as well as any type of 
arrangement, can be provided. If operat- 
ing conditions should change, the keys 
can readily be rearranged, replaced, or 
disconnected, it is said. Write 755 


Boylston St., Boston 16. 
“Se 


Silicon Plating Rectifier 

Is Developed by Wagner 
High efficiency, no aging, ability to 

operate in ambient temperatures of over 


200 degrees Fahrenheit and high voltage 
rating are among advantages claimed for 





president. 
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a silicon plating rectifier announced by | 


the equipment division of Wagner Bros., 
Inc., 7800 Dix, Detroit. 

The new unit, according to the com- 
pany, can be adapted for a variety of 
controls, depending upon the application 
setup. It includes a class B transformer, 
and is equipped win a coll for each cell. 

+ 


Spray Equipment Developed 
For Cooling Cutting Tools 


Development of spray equipment for 
cooling and lubricating forming and cut- 
ting tools for metal and plastics has been 
announced by DeVilbiss Co., a leading 
manufacturer of spray coating equipment. 

Called Multi-Mister, the equipment is 
designed for use with any cutting tool to 
supply a fine mist of coolant liquids or 
light cutting oils at the point of contact 
between the tool and the material. The 
company states that the Multi-Mister will 
increase tool life, produce better finishes, 
save coolant material, ond make chips 
cleaner ond easier to handle. 

* * * 


Firm Says Process Cuts 
Cost of Making Alloys 


A process for production of alloys of 
refractory metals with common base metals 
has been announced by Alscope Explora- 
tions, Lid., Canada. 

Chief claim for the process is that it 


can produce alloys of titanium and other | 


refractory metals at about one fourth of 
their present cost and with much 
equipment. A detailed description of the 
process was withheld because of its 


classification by the U. S. Government | 


as “secret,” said Nicholas Martini, Alscope 





Heavy Filler Wire Fed 
By Automatic Airco Unit 


The heavy-duty Aircomatic Machine 
Head developed by Air Reduction is spe- 
cifically designed for the heavier, produc- 
tion applications of automatic machine 
welding. 

Feature of the model AMH-C unit is 
said to be its capacity for heavy welding 
wires. Aluminum wires of from 3/64 to 
Ye inch, and hard wires from .045 to ¥% 
inch can be fed at any rate up to 600 
inches per minute. Wire feed speed is 
fully adjustable by means of a calibrated 
governor which regulates the % hp wire- 
drive motor. Air Reduction Sales Co., Di- 
vision of Air Reduction Co., Inc., 150 East 
Forty-second St., New York 17, N. Y. 


| 


Engineering and Production 
New Products 





Automatic Controls Available 
For Van Norman Grinders 


The Cycl-o-matic control for Van Norman | 
| wet surface grinders has been introduced 
| by Van Norman Automotive Equipment | 
Co., 3640 Main St., Springfield, Mass. 

| Principal features of this Cycl-o-matic 
| operation Gre aviomatic material removal 
| up to 50 thousandths with only one 
dial setting; automatic reversing at end | 
of each traverse, and automatic feed | 
shut-off according to pre-set requirements, 
it is said. Cycl-o-matic is available for | 
installation on all 38, 46, and 60 inch| 
capacity grinders. 





| 








Production Table Assembly 
Introduced by Dumore 


A circular production table assembly 
| has been announced by Dumore Co., 1300 | 
| Seventeenth St., Racine, Wis. 


| This compact stand is said to provide | 
| mounting space for up to six tooling 
components for small parts machining in 
automatic production. It consists of cir- 
| cular table which can be manually turned | 
for fixture positioning, 274-inch column, | 
clamp for holding table and sturdy base 
to which foot pedal can be added. Per- 
mits a variety of fixturing and set-up to 
solve single or multiple drilling, tapping, 
facing, chamfering and similar machining 
operations on long or short runs, it is 
said. 











Thin Bearing Solves 


Weight-Space Problems 
Thin-section radial ball bearings, 

especially designed or built to speci- 

fications, have been added to the line 


of Ann Arbor Bearing & Mfg. Co., 815 
Wildt St., Ann Arbor, Mich. 


Developed specifically for designs where 
space and/or weight must be decreased, 
thin-section bearings will find broad ap- 
plication in many fields, it is said. Thin- 
section bearings can be fabricated from 
almost every type bearing material and 
can be either a full complement or re- 
tainer type. 

* 


* * 


Faster X-Ray Film 
Claimed by Eastman Kodak 


An industrial x-ray film, which report- 
edly has approximately 50 percent more 
speed than the fastest Kodak industrial 
x-ray film now available, has been an- 





nounced by Eastman Kodak Co., X-Ray 
Division, Rochester 4, N. Y. 

Named Kodak Industrial X-ray Film, 
Type KK, the new film replaces Type K| 
and will prove particularly valuable in| 
cutting exposure time in radiographic | 
inspection of thick sections such as marine 
propellors or large steel castings, the firm 
said. 


Durable Tracing Material 
Introduced by Ozalid 


A low-cost and highly durable tracing 
film for engineering tracings, architectural 
drawings, and type-on masters has been 
introduced by Ozalid division of General 
Aniline and Film Corp., Johnson City, 
N. Y. 

Known as Duratrace, the material has 
an excellent surface for taking pencil and 
is superior in many respects to high 
quality, moisture proof, pencil tracing 
cloth, according to the manufacturer. The 
tracing film is an excellent type-on master 
for whiteprint or offset reproduction. Dura- 
trace is available in 20 yards by 36-inch 
rolls and also in standard cut sheet sizes. 


* * 


News to Note... 


Engineer 


PITTSBURGH. — An aluminum | 
casting alloy containing more than | 
20 percent of silicon may be the | 
ideal wear-resistant metal for an 
all-aluminum auto engine, accord- 
ing to Aluminum Co. of America. 

Use of this alloy had been im- 
practical up till now because of 
difficulty in machining the ex- 
tremely hard composition, but new 
foundry techniques and improved 
cutting tools make it possible to 
cast and machine the alloy with 
comparative ease, Alcoa said. Low 
expansion and high wear resist- 





}ance make the alloy attractive for 


engine use, Alcoa said. 
* * > 


Sheffield, Dearborn Gage 


Settle Patent Dispute 


DETROIT.—A patent infringe- 
ment suit, brought in June, 1956, 
By Sheffield Corp., Dayton, O., 
against Dearborn Gage Co. and 
Elmer and Olaf Elistrom, has 
been settled. The suit involved 
the Sheffield Precisionaire, a col- 
umn instrument for air gauging. 


Sheffield said the suit was 
terminated by the entry of a 
consent judgment of validity and 
infringement of its patent and 
the granting of a license by 
Sheffield to Dearborn Gage based 
on a royalty arrangement. Shef- 
field is a subsidiary of Bendix 
Aviation Corp. 


Beloit Iron Forms New Unit 


BELOIT, Wis.—Beloit Iron Works 
has formed a Foundry and Ma- 
chine division and appointed Bond 
& Den Uyl Associates, Detroit, to 
represent the division in Michigan, 
Indiana and Northern Ohio. 

* ” * 


2,000 Expected by ASME 


At Detroit Meeting in June 


DETROIT.—A program designed 
to keep them up to date techno- 
logically is expected to bring more 
than 2,000 engineers to Detroit June 
15-19 for the semiannual meeting 
of the American Society of Me- 
chanical Engineers. 

Technical sessions will 
topics on power, safety, 
fuels, rubber and plastics, 
production and solar energy. 

* > + 


Michigan Tool Method 


Rolls Wider Splines 


DETROIT.— Michigan Tool Co. 
has developed a simple method of 
producing splined parts with one 
or more teeth wider than normal, 
as often is called for in product 
design. It’s part of the company’s 
Roto-Flo process of cold-rolling 
toothed parts. 


The double-width index-locating 
tooth is produced by grinding off 





* > 


include 
design, 
heat, 





Daco Instrument Dryer 
Replaces Static Types 


The model A-10 instrument dryer, man- 
ufactured by Daco Instrument Co., Tillary 
and Prince Sts., Brooklyn, N. Y., is a 
miniature, self-reactivating dryer designed 
to replace static (non-reactivating) types of 
instrument dryers in airborne applications, 

Available in three capacity ranges, the 
unit conditions ¥2, 1, and 1% cubic feet 
of air, It functions in any position and 
can be supplied for easy adaptation to 
existing mountings, it is said. Power re- 
quirements ore 28 or 115 volts AC or DC, 
35, 50, 65 watts, depending on capacity, 





ng Briefs 


the ends of those teeth in the form- 
ing rack which normally would 
produce the space between two 
teeth at the locating point. This 
assures the desired assembly en- 
gagement, Michigan Tool said. 

= = = 


Ceramics Fights Exhaust 


CHICAGO.—Ceramic scientists at 
Armour Research Foundation of 
Illinois Institute of Technology 
have developed a catalytic ceramic 
coating for piston heads which 
shows promise of significantly re- 
ducing the amount of carbon mon- 
oxide and unburned hydrocarbons 
in exhaust gas. 


Chemical Balks Stalling 


WILMINGTON. Less than a 
teaspoonful of a new duPont chem- 
ical, DMF antistall additive, added 
at the refinery to each gallon of 
gasoline, is enough to eliminate or 
reduce engine stalling due to ice 
formation at the carburetor throttle 
plate, duPont chemists reported. 





New Model— 


A new series of Safeway portable 
elevating trucks has been announced by 
American Pulley Co., Philadelphia. Known 
as the “Champion Series," the battery- 
powered or pedal-operated trucks feature 
a 24 by 25-inch steel platform which 
can be raised or lowered by a hydraulic- 
lift mechanism. The battery-powered units 
are available in four lifting heights, 58, 
70, 82, or 94-inches and have a lifting 
capacity of 1,500 pounds. The pedal- 
Operated trucks will lift to 46, 58, 70 or 
82 inches and have a capacity of 1,000 
pounds. Both styles roll on ball-bearing 
wheels and have positive-acting floor 
brakes. 








Bumper-to-bumper cotton crop on Chicago’s Lake Shore Drive 


We traffic flows, cotton grows. Here 
on the famous Lake Shore Drive in 
Chicago there’s a bumper-to-bumper crop of 
cotton ...an average of 30 pounds in each car. 

Year after year this nation’s giant automotive 
industry uses more cotton than all other fibers 
combined. Current consumption exceeds 200 mil- 
lion pounds annually.* 

In seat padding, sidewalls, headlining, founda- 
tion sheeting and upholstery materials, cotton 
provides the qualities car buyers demand. Cotton 
padding is cool and comfortable, and helps deaden 
sound. Cotton fabrics are exceptionally colorfast 
and durable, retain their shape well. 

These superior properties always mean that cot- 
ton brings to automotive manufacturers a bumper 
crop of buyer satisfaction. 


NATIONAL COTTON COUNCIL 
Memphis, Tenn. 


*U. S. Department of Agriculture 1957 market research report 


Where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


HEADLINING 


UPHOLSTERY MATERIAL SIDEWALLS 


FOUNDATION SHEETING 
SEAT PADDING 











Turnings © ee By Joseph M. Callahan 
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neer), and ordered them to pre- 
pare a small-car program. 

By June of 1956 the go-ahead 
was given and the Frisky’s gesta- 
tion period began, with most of the 
product planning being done by 
Bedson and most of the early work 
being done by an apprentice. 

The original plan called for a 
small, inexpensive and attractive 
car; one that could be easily built 
in foreign countries which were 
not too industrialized. 

This last requirement led to the 
adoption of a fiberglass body and 
a tublar chassis. (Supposedly the 
chassis could be built by any good 
pipefitter with a blow torch.) This 
construction largely eliminated 
tool-and-die costs which are so 
expensive in the U. 8S. 


‘You Can Weld Tubes’ 


AID a former Meadows official: 
“You can weld tubes; you don’t 





need presses. You can mold fiber- 
glass; you don’t have to stamp it. 

“We wanted the car as simple 
as possible. We couldn’t afford to 
ship body shells to the markets 
we had in mind. We were think- 
ing more of export to markets 
other than the U. S., such as 
South America, Continental 
Europe, Australia, India and to 
a lesser degree, South Africa.” 


This official continued: “We de- 
cided on a firm, rigid chassis, 
rather than the chassis-less (uni- 
tized) construction because of the 
less rigid fiberglass body. 


“We selected a rear engine be- 
cause it is cheaper and provides 
more room for the passengers. If 
a rear engine is properly used, it 
should be economical to build and 
more efficient to operate. It’s a 
case of an elephant pushing verses 
a horse pulling.” 

Selected was a Villiers 325-cubic- 


Introducing 





centimeter (about 20 cubic inches), 
two-stroke, air-cooled engine which 
develops 17 brake horsepower at 
5,500 r.p.m. 

* + * 


Chain Drive Is Cheaper 


CHAIN drive, much like that 

used on motorcycles, was se- 
lected for the Frisky because it 
eliminates the differential and, 
thus, is cheaper to produce. A 
drawback to the chain drive is that 
it produces a rear-wheel track 
three inches narrower than the 
front-wheel track. 

Many important economics also 
were made by the use of stand- 
ard components made in quantity 
in England for large cars. Many 
of the components were inter- 
changeable with those on the 
Morris Minor. Of course, this 
system also has the advantage 
of increasing the availability of 
parts and service. 

The engine and several other 
components were exported from 
“strategic” areas around the world | 
for the export-market units. The 
suspension and numerous other 
components were made especially 





for the Frisky in England. Pur-' 





Converted Planer— 


A “new” tracer-controlled milling ma- 
chine at the Torrance (Calif.) plant of 
National Supply Co., is actually a con- 
verted open-side planer. The addition of 
a hydraulically powered 25 horsepower 
milling spindle from Romulus Tool and 
Engineering Co., Romulus, Mich., made 
the transition practical. The spindle re- 
placed the planer tool-mount. Spindle 
speeds are fully variable from 60 to 3,- 
000 r.p.m.—all at constant horsepower. 
Machine movements are now hydraulically 
operated. 








chased from other English auto 
makers were the starter, steering 
system and other parts. Total cost 





the world’s f 


irst universal 


all-transistor car radio! 





Luxurious 24-carat, gold- trim 
late, knobs and push-buttons. 

rimmed in ane 
Push-pull 6x9 speaker. 12 volts. 
Model GV800. Specifications subject 
to change without notice. 





“GOLDEN TRANSISTOR” 


Designed to fit most cars on the road 


More to enjoy means 


With the greatest car radio advances in 30 years 


@ 8 lifetime transistors. 


@ 8 watts of power. More ampli- 

fication with less distortion. Push- 

p= circuitry supplies richer, clearer 
i-fi sound to speaker. 


@ Lowest battery drain and high- 


more to sell from 





AA 


est power output of any car radio. 
Uses 75% less current than corre- 
sponding tube sets. 

@ Lowest signal-to-noise ratio ever 
attained in a car radio. 

@ Plays moment it’s turned on. No 
“warm-up” required. 


MOTOROLA 


World's Largest Exclusive Electronics Manufacturer 


@ Trouble-free operation measured 
in terms of years. 


@ Most compact push-button car 
radio ever built. 


@ Adjustable shaft centers make 
installation in most dashes simple. 





for all the required tooling wag 
only $60,000. 

To achieve the desired attrac. 
tiveness in their car, the Meadows 
people went to the celebrated Ital. 
ian designer, Giovanni Micholottj 
of Turin, for their styling. 


Micholotti is well known for his 
rapid work and has on occassion 
worked out a complete design on 
a weekend. The Italian designers 
are highly regarded 
for their artistic automobile con- 


ceptions. 
* * = 


Italian Builds Prototype 


aaa AND BEDSON also 
followed other English 
makers by going to Vingale, also of 
Turin, to have their prototype 
built. 


The development work wus 
largely completed by March, 
1957, and the prototype was avail- 
able for showing at the Geneva 
Motor Show, where it received 
an enthusiastic reception. Gull- 
wing doors were on the model 
shown at Geneva but orthodox 
doors were substituted later. 


The next 12 months were devoted 
to perfecting and testing the car 
and to the partial establishment of 
a sales organization. More than 
100,000 highway and testing park 
(proving ground) miles were logged 
on the prototype by last fall. 

Worldwide distribution was a 
comparatively minor problem for 
the Meadows officials. They merely 
| enfranchised a number of distribu- 
tors in each country and the dis- 
tributors made connections with 
retail dealers. The sales discount 
is about 21 percent to the distribu- 


tors and 16 percent to the dealers. 
. ® > 


‘Agents Easy to Find’ 

SSERTED the Meadows official: 

“You can always get agents 
abroad to sell a car if the product 
is wanted and it’s cheap enough.” 

In this connection, he said 
Meadows set a maximum price 
for the Frisky in the early stages 
but that this went “haywire” be- 
cause of wage and material in- 
creases. It now lists in New York 
for about $1,200. 

Initial production, which began 
last March at the Wolverhampton 
works of Henry Meadows, was ab- 
sorbed by the English domestic 
market. 

The former Meadows official also 
unconsciously contrasted the British 
and American auto industries by 
| stating, “We started with small- 
volume production, but they expect 
to rise to 100 units a week.” 


New Plant Opened 
By Motor Wheel 
In Newark, Del. 


NEWARK, Del.—Motor Wheel 
Corp. has opened a plant here for 
the manufacture of automotive 
wheels, hubs and drums and tubu- 
lar steel parts. 

M. F. Cotes, president, calls it 
|“one of the most modern, highly 
|; automated wheel and tube plants 
in the auto industry.” It will supply 
eastern assembly plants, 10 of which 
are located within 200 miles of 
Newark. 

The plant has 85,000 square feet 
of floor space and is located on a 
33-acre plot fronting on Delaware 
Highway 273. It represents an in- 
vestment of $3 million for land, 
buildings and equipment. Plant 
manager is Ray Wilcox, executive 
engineer who has been with Motor 
Wheel 21 years. 

The company expects to employ 
about 100 persons per shift and 
operate two shifts daily by Jan. 1. 
Five thousand wheels and 2,500 
hubs and drums can be turned out 
during an eight-hour shift. 

A feature of the wheel produc- 
tion line is vertical storage units 
which maintain a uniform supply 
of basic components. The spiral- 
shaped storage bins are filled from 
the top with rims and drums which 
are then gravity-fed to the produc- 
tion line. 

They hold 1,000 rims and 2,000 
drums, and reduce substantially 
manual handling of parts. 


B & F Buys Building 
PHILADELPHIA.—B & F 
struments, Inc., manufacturer of 
instruments used in military and 
industrial test and control applica- 
tions, has purchased a three-story 
building at 3644 N. Lawrence. 
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(Continued from Page 20) 


engineering setup represents the 
moulding of two organizational 
philosophies to best meet the divi- 
sion’s peculiar problems. 

Under the Mercury philosophy, 
two groups develop the various en- 
gineering components and a third 
group of equal rank ties the com- 
ponents into a single package. This 
system requires three men who 
work well together. “And we have 
them,’ MacDonald injected. 

* * * 


One Executive Engineer 


HE organizational plan for Edsel 

and Lincoln calls for a single 
executive engineer for each car 
who makes the decisions and set- 
tles the conflicts on designs. 

He explained, “It’s a much big- 
ger job with the Mercury and 
more people are sharing the 
responsibility. We have two 
groups (the engine-chassis group 
and the body-electrical group) 
setting up the package and the 
third group (development en- 
gineering) making sure all the 
elements fit.” 

In setting up his department, | 
MacDonald and the M-E-L manage- 
ment established the following eight 
groups: Development engineering 
under Roy Frailing; advanced en-| 
gineering under Harold Johnson; | 
production product engineering | 
under Kurt Hoffman; Mercury en-| 
gine and chassis engineering under 
George Muller; Mercury body and 
electrical engineering under Ken 
Higgins; Edsel engineering under 
Neil Blume; Lincoln engineering | 
under Paul H. Kuhn, and planning | 
and services under L. A. Habrle. 

All except Habrle carry the title 
of executive engineer. Johnson and | 
Blume formerly were the chief en- 
gineers for Lincoln and Edsel re- 
spectively. 





* * > 


| Net yges part of the new 
M-E-L engineering program is 
the development of a “mechanical | 
reliability assurance” program) 
which basically consists of in- 
creased testing of more preproduc- 
tion parts before production begins. 

MacDonald declared, “If you've 
got a problem, statistics won't tell 
you what the trouble is. It’s usually | 
some seemingly insignificant little 
things such as a grounded wire. | 

“This program will help us with | 
some of the more complex problems 
that arise as the cars get more| 
complicated.” 

Noting that this program may | 
eall for greater use of prototype | 
cars, he said that the industry is 
in an era of more and bigger 
changes and tighter programs and 
consequently there is more re- 
liance on prototypes. 

MacDonald continued, “We've all 
found that more prototypes help 
you get a better job done faster, | 
80 we use more. But you have to} 
think a couple of times before 
building a prototype; they cost| 
over $100,000 apiece. 

“Our durability test cars are) 
prototypes that are exact replicas| 
of the production cars, except that | 
they’re built from kirksite dies. | 

“However, these cars aren’t as 
hand-made as you might think. We 
blank and form the pieces just as 
we do in production. Then we hand | 
trim the panels.” 

* 





* > | 


High Standards Needed 


E SAID that in the preproduc-| 
tion tests it’s necessary to set | 
very high standards because some-| 
times, despite painstaking care, 
these prototypes don’t exactly 
match later production cars. 
MacDonald said, “This office 
builds the prototypes using parts 
contributed by all engineering or- 
ganizations having a design re- 
sponsibility in the product. 
“This prototype is our medium | 
for checking out the adequacy of 
design, for discovering and re- 
solving discrepancies and for de- 
termining the qualifications of 
the car in terms of performance | 
and durability.” 

As M-E-L chief engineer, Mac-| 
Donald has these primary respon- | 
sibilities: 

_1. To provide new features and 
improve the existing product. 

2. To develop advanced vehicle 


packages for management to choose 
from. 

+ * = 
3 TO PRODUCE engineered 

* products in accordance with 
approved specifications and styling 
and consistent with cost, feature 
and timing objectives. 

4. To investigate and solve man- 
ufacturing problems that have de- 
sign implications. 

5. To solve service problems. 

The mechanisms by which he 
fulfills these responsibilities are the 
engineering advisory committee 
meetings, M-E-L advanced en- 
gineering meetings, styling reviews, 


M-E-L styling liaison meetings, | 
program timing meetings, company | 


product quality committee meet- 
ings, division product quality meet- 


ings and production engineering | 


meetings. 
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Three Car Lines 


M-E-L’s Chief Engineer Has Unique Job 
Of Planning Varied Products 


consisting of representatives from 
product planning, purchasing, 
sales and other division offices 
who accept or reject all changes 
proposed by engineering. 

This group picks up a model 
about the time the prototype is 
built and decides on all changes 
other than those that are manda- 
tory, functional or required for 
safety. 

MacDonald also regularly attends 
the M-E-L Operating Committee 
meetings which serve as staff meet- 
ings for General Manager Nance. 

7 * * 


Works Closely with Staff 


i WORKING towards his objec- 
tives, MacDonald works closely 
with his staff which consists of H. 
L. Misch, his chief assistant en- 
gineer, as well as about 500 other 
engineers, 350 administrative men, 
about 60 technical writers and 


|others who make up the M-E-L | 


product engineering staff. 


He also works closely with the| 


engineers of the supporting divi- 

sions in Ford Motor Co. 
MacDonald tries to divide up 

the work with his assistant. Mac- 


One committee that meets daily Donald handles the policy meet- 


is the division change committee, | 


(Continued on Page 34, Col. 4) 








YOUR TIME CUSTOMERS KNOW AND LIKE— 
IT HAS SATISFIED MILLIONS 


To help General Motors Dealers, month after month, 
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M-E-L’s MacDonald and Top Engineering Aides— 


Harold C. MacDonald, standing, third from left, M-E-L's chief engineer, points out 
an item on the dashboard buck of a Lincoln at a meeting of his principal assistants. 
Standing, from left, are, Ken H. Higgins, William Burnett, MacDonald, J. N. Mushong, 
Harold Johnson, H. lL. Misch and George Muller. Kneeling, from left, are, Al H. 
Frailing, Neil L. Blume and Pauli Kuhn. 


THE PLAN 


GMAC nationwide advertising reminds car buyers 
to “finance where you buy.” 
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TIME BUSINESS 
IS PROFITABLE 
BUSINESS 






a A ~ 







os 
od 


- 7 + 


J 
al 
Pht ibe 
~ 


' Pid ja = 
an te Fa, fet 
Pay, : | ae 
iz é A - FE as - £ 
| Pee Le ee 
a ett oe 
re tlt nets ai 8 == 
“Pt Pa LP eet 
Ta tt 
ie 


a 
EY 


° - 
é ' 


av 


ps | 
mM et 


’ 


$j S 
—h4l be 


= 
aj 


er” 
rie od = 
4 ad we 1 bed TE — «. _ os 
r+ ma” es oa 4 ea EU + 
a) ht tate wei Ll et ba 
yh a MW Tih) | hed bees cad 
‘ ros abe o. 44 mai bs bd = T 
ot Ye a 
It + Nerf *S ben TT 
ASSEMBLY PLANTS: Adelaide, Australia + Alexandria, Egypt + Amim, The 
Brisbane, Australia + Buenos Aires, Argentina + Copenha Denmar 
Lower Hutt, New Zealand + Mexico City, Me i * Mo. 
Santiago, Chile + Sydney, Australia ‘}pingapore 


foronto, 


FORD AROUNEDE 


i 


The scope of Ford Motor Company activities contimes 


throughout the entire free world. Today we havepct 
dealer organizations—each carrying the Ford namefin 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 84 IN A SERIES * FO i C5) 


FORD + THUNDERBIRD © EDSEL * MERCURY + LINCOLN © CONTINENTAL MARK Ill © ENGLISH FO ne > ¢ 





MANUFACTURING AND ASSEMBLY: Cologne, Germany + Sao Paulo, Brazil 
Dagenham, England—Subsidiaries: Briggs Motor Bodies, Dagenham, Essex (Manufacturing) 
Windsor, Canada (Manufacturing)—Subsidiary of Ford of Canada: 
Geelong, Australia 
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en Denmark + Cork, Ireland + Fremantle, Australia + Helsinki, Finland Karachi, Pakistan + Manila, Philippine Islands 


OFFICES: Belgium —Brussels Office Ford International Division, Ford Motor Company 


, Mei] + Montevideo, Uruguay + Port Elizabeth, South Africa 
Zurich, Switzerland —Branch Office Ford Motor Company, Belgium, S.A. 
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D THE WMORLD 


ies to grow and develop as a major industrial force 
reactual manufacturing or assembly operations and 


efin more than eighty different countries. 
O'T©O tre 5 ©O M] PARNIN THE AMERICAN ROAD, DEARBORN, MICHIGAN 


4 FOMINE * GERMAN FORD LINE * FORD TRUCKS + TRACTORS + FARM IMPLEMENTS * INDUSTRIAL ENGINES 
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Engineering of Cars 
Rates Dealer OK 


(Continued from Page 20) 





were emphatically in favor of less 
expensive and cheaper operating 
autos and it was in the development 
of these two characteristics that 
the dealers thought the engineers 
could do the most good. 


Another question that produced 
rather uniform answers was the 


query, “What additional features 
would you like to see in future 
models?” 

> + 7 


Enough Gimmicks 


_— without exception, they | 
thought the present cars had 
enough features and gimmicks. | 
And they were particularly opposed | 
to any features that would increase 
the number of options now avail- | 
able. 

“I positively want no more op-| 
tional features on our cars,” one 
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Pontiac dealer firmly stated. 
“There’s too many options now. 
Look, we've got 57 different items 
now on which we have to get a 
customer’s decision on, 


“I'd like to see them reduce the 
number of options. Things like the 
oil bath air cleaner and side mirror 
should be made standard; every-| 
body buys them anyway.” 

A Cadillac-Oldsmobile dealer ob- 
served, “We don’t need any more} 
features—we need more standardi- 
zation, or at least more options 
that can be installed or taken off 
at the dealership level. 


“All these factory-installed 





options are responsible for a lot | 
of this market slippage on used 
cars today. These power assists | 
just don’t have the value to the 
used-car buyer and that’s where 


| “Our air-coil suspension system is 





you get the big difference be- 
tween the prices of new cars and 
used cars.” 

The feature that came in for the 
most comment from the dealers 
was air suspension. Whether it was 
available on their cars or not, their 
reaction almost invariably was 
negative. 


* * + 


Objections Listed 

ly CRITICIZING air suspension, 
the dealers said that (1) it was 

too expensive (2) it was trouble- 

some (particularly during cold 

weather) and (3) it didn’t improve 

the ride enough. 

Expressing a different view, a 
Cadillac dealer said, “I have air 
suspension on my car and I notice 
quite a difference when I drive a 
car without it. But you have to sell 
the man on air suspension after 
the deal is made. If you include it 
in your price, you'll lose the deal.” 

“Air bags are like fuel injec- 
tion,” declared a Pontiac dealer. 
“You'll take a licking on the 
tradein, Another thing—there are 
a lot of areas where you can’t 
get service on air suspension; 
and then you’re in trouble.” 





This Muffler of ALUMINIZED STEEL 
Gave 6 Years’ Service 





Trouble-free service like this makes customers happy—brings them back 


This is a standard-type muffler. The only thing 
different about it is that it’s made of Armco 
Avuminizep STEEL. But that difference is the 
reason why this muffler lasted 6 years—far beyond 


the trouble-free 


- the life of an ordinary carbon steel muffler. 


Of course, even mufflers made of Armco 
ALUMINIZED STEEL won’t last this long every time. 
But actual road tests indicate that they can be 
expected to outlast ordinary carbon steel mufflers 
more than two-to-one on the average. 


ARMCO STEEL 


ARMCO STEEL CORPORATION, 1308 CURTIS STREET, MIDDLETOWN, OHIO 





When installed as replacements, mufflers made of 
this special aluminum-coated steel give car owners 


service that builds goodwill— 


brings customers back. 


Ask for ALUMINIZED STEEL 


So next time you order mufflers, ask for those 
with parts made of Armco ALUMINIZED STEEL. 
They will help you build a reputation for top- 
grade muffler service. 


® 


Ris 


SHEFFIELD DIVISION © ARMCO DRAINAGE & METAL PRODUCTS, INC. ¢ THE ARMCO INTERNATIONAL CORPORATION 
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the best of the bunch,” asserted a 
Rambler retailer. 

One Buick dealership general 
manager said, “You really can’t 
tell any difference between our 
Aire-Poise suspension and the reg- 
ular coil springs. People certainly 
won't pay $188 for it. We carry a 
100-car inventory but we've sold 
two sets this year. 

“But, I think they’re on the right 
track. That levelizing feature is 
the best part of it; it keeps your 
headlights level and reduces the 
rear-end sway when you're loaded. 
I think they’ll continue working on 
it and come up with a vacuum job 
or some variation that will be 
cheaper.” 


* * = 


N EDSEL dealer anda 


Studebaker-Packard dealer said | 


that they had no demand for air 
suspension. 

The dealers also commented on 
their brakes, engines, transmissions, 
taillights, tires, road clearances, 
inside space, twin headlights, wind- 
shields and other features. 


Here are some of the views of | 
the dealers in each line about the | 


engineering of their cars: 
Chevrolet 

THINK our cars get the finest 

engineering year in and year 

out,” said one Chevrolet dealer. “It 

shows up on the used cars two or 


| three years hence. Of course, we 


always have some defects in the 

first few months of a new car. 
“Don’t ask me about horsepower 

—250 horsepower is too much. It 


| wouldn’t hurt a bit to cut it back.| 
isn’t worth) 


That air suspension 
anything. You get the same bump; 


| maybe worse. Also, it’s too expen- 


sive.” 


A 


the engineering in his car. His big- 


Ford 


| gest complaint was the excessive 


number of engines and transmis- 
sions. He said he had never made 
a Sale because of any particular 
transmission. 

One Ford dealer said, “The 
industry has lagged badly on two 
items—brakes and tires. That 
whole brake system is antiquated. 
All that brake talk is mostly 
advertising; the only thing that 
counts is the ratio between the 
square inches of braking surface 
and the car’s weight. 

“The factories should get the 
price down and put automatic 
transmissions on all cars. We have 
more trouble with the stick trans- 
missions than we do with automatic 
transmissions. Tail lights also 
should be standardized. On the 
ocean the lights tell you what kind 
of a ship it is. We should have 
the same thing on the highways.” 


Plymouth 


PLYMOUTH dealer said that 

he was generally happy with 
the engineering in his cars. He said 
his principal complaints were wind- 
shield distortion and the lack of 
enough noise deadener, particularly 
around the dash. 

Oldsmobile 

‘OU! engineering is awfully 

good,” declared an Oldsmobile 
dealer. “I couldn’t suggest a single 
thing that needs improvement.” 

Touching on the styling, he said, 
“People kick about all that chrome 
but they get used to it and they 
buy it.” 

He said that his experience this 
year with the Oldsmobile 88 which 
has more economy and less horse- 
power has convinced him that fuel 
economy is not an important factor 
to buyers in the medium-priced 


field. 
Buick 


SSERTING that there’s nothing 

wrong with Buick engineering, 
one Buick dealer said the factory 
did a good job in the development 
and promotion of the aluminum 
brake drum, but unfortunately no 
such brakes were made available 
to him until he he had built up a 
$350,000 inventory of cars with 
steel drums. 

“So,” he continued, “suddenly, 
the people started wanting alumi- 
num brakes and we had to tell 
them that the aluminum drums 
were no good. What would you 
have done? But I really believe 
there’s a lot of demand for alu- 
minum drums.” 

Pontiac 
PONTIAC dealer said that the 
engineering in his car was 
equal to anything on the road but 
(Continued on Page 34, Col. 3) 








FORD general manager said | 
that he was well satisfied with | 
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FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


Dealers 


1 QOp}IOAo 
sayow 42410 


Pel aL ps 


4 





Our gas or electric powered Junior cutos 
ore authentically scaled down, reci cars. 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big car 
sales. Wire or write for complete details, 


a ae 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better serv- 
fee relations . . . builds 
repeat business .. . if 
creases sales volume. 
Typical sample, complete 
details on request. 


MOTOR oe 
MASTER 


MOTOR MASTER PRODUCTS COFP. 
BOX 96., DEFIANCE, OHIO 2 


1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

OGENUINE BLUE CROWN SPARK 





PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 














22 great newspapers can help 
yOu sell with this 


$250,000 research job 


Get the 1958 Consolidated Consumer Analysis— 
product use, brand position and trends 


The 13th annual edition of the Consolidated Con- 
sumer Analysis brings you a nation-wide picture of 
shopping habits with 22 market comparisons in 125 
different product classifications and thousands of 


FOOD PRODUCTS: All-purpose shortening, 
baby foods, bacon, refrigerated bis- 
cuits, coffee, cake mix, pancake and 
waffle mix, dog food, flour, frozen 
foods (beef, chicken and turkey pies; 
fruit and berry pies; vegetables), 
frozen orange juice, margarine, soda 
crackers, tuna fish, wieners. 


SOAPS, ALLIED PRODUCTS: Bleaching fluid 
and powder; laundry starch, scour- 










SUBJECTS 


ing cleansers; toilet soap; soaps and 
cleaning agents for dishes, fine 
fabrics, laundry, linoleum or tile 
floors, walls, woodwork; floor wax. 


DRUGS, TOILETRIES: Antacids, deodorant, 
facial cream, facial tissues, hair 
spray, hair tonic and dressing, hand 
cream, hand lotion, lipstick, head- 
ache remedies, home permanent 
waves, nail polish, shampoo, electric 


Long Beach Independent and Press-Telegram 
The Milwaukee Journal 
The Modesto Bee 
Newark News 
The Omaha World-Herald 
Oregon Journal (Portland) 
Phoenix Republic and Gazette 


brands, a three-year trend in product use and 1958 
median product use. This 130-page digest also includes 
basic data on population, households, income, retail 
sales and newspaper circulation. 


COVERED 


shavers, shaving cream, tooth paste, 


BEVERAGES: Beer, wine, soft drinks. 


MISCELLANEOUS: When and where most 
groceries are bought, housewives 
working, family income, composition 
of family, girdles, brassieres, 
cigarets, cigars, paper napkins, 
toilet tissue, aluminum foil, air line 
travel, vacation plans, boats, out- 
board motors, transportation. 


AUTOMOTIVE: Automobile ownership; 
plans to buy, new and used, by 
make; own second car, make, model, 
new or used; gasoline, oil, tires. 


HOMES, APPLIANCES: Washing machines 
and dryers, dishwashers, cooking 
ranges, refrigerators, food freezers, 
power mowers, home owners, paint- 
ing, carpets, rugs, sheets, bath 
towels, mattresses, television. 








Get your copy from one of these newspapers or their representatives 


Chicago Daily News 
Cincinnati Times-Star 
The Columbus Dispatch-Ohio State Journal 
Denver Post 
Duluth Herald and News-Tribune 
The Fresno Bee 
Honolulu Star-Bulletin 


The Sacramento Bee 


The Salt Lake City Tribune 
and Deseret News 


The San Jose Mercury and News 
The Seattle Times 
St. Paul Dispatch and Pioneer Press 
The Washington Star 





The indianapolis Star and News 








Wichita Eagle 





For 1958 Cadillac offers fine wool broadcloth in its models 








WOOL 


‘he inside selling story 
of America’s finest cars 


In today’s highly competitive market, the informed 
car shopper looks inside. And when the interior is up- 
holstered in fine wool broadcloth, sales resistance 
begins to weaken. For wool offers an appealing com- 
bination of quality, styling, luxury in the best of taste, 
and plain comfort—all the extra values expected of a 
truly fine car. That’s why wool is going into more 
and more of America’s finest cars. 


@ Wool upholstery is more luxurious, more . . . causes less shine, less wear. 


richly colorful. It gives the interior a more © Wool upholstery is safer. It helps the 


smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is warmer in winter, pro- 
vides insulation, never feels unpleasantly 
cold. It develops no serious static charge. 


@ Wool upholstery is kinder to clothing 


driver keep in position on sharp turns or 
sudden stops . . . and is highly flame- 
resistant. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear —will 
not sag or wrinkle. Dirt and spots come 
out easily. 


A wool interior is one of the greatest sales 
advantages available to you in today’s highly 
competitive market. So don’t miss out... 
specify wool when you order from the factory. 








nothing |! 


1958 Cadillac Fleetwood Sixty Special with fine wool broadcloth upholstery. 


Hat by Emme; dress by Adele Simpson. 
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THE WHELAND COMPANY 


FOUNDRY DIVISION. 
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America’s 
Newest 
ST 


WORCESTER 
E.B.I. 
$1,039,790,000 

2nd Market in Massachusetts 


with 2 91.9% coverage 


by the Telegram-Gazette 


Daily circulation 162,449 
Su 105,300 


. 
® Audit Dec. 31, 1957 


METROPOLITAN WORCESTER COUNTY MARKET 


WET 
UAL 












1958 _ Sales % increase 
and E. 1. (Gains) since 1950 
Population 587,000 UP 7.5% 
Retail Sales $649,594.000 UP 53.5% 
Grocery Sales $169,405,000 UP 26.6% 
EBL $1,039,790,000 UP 53.4% 
General Merchandise $60,973,000 UP 39.1% 
a ss Sales = UP 105.8% 
Sur Sales (ill Oates tet Oe ee 


The Worcester 


TELEGRAM ano GAZETTE 


WORCESTER, MASSACHUSETTS 


Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, Inc. 


Notional Representatives 


CHECK YOUR ADVERTISING COPY 


1—Is it the truth? 
2—Is it misleading? 
3—Will it build good will? 








Suggested by the N.A.D.A. Advertising Ethics Committee 


National Automobile Dealers Association 


2000 K Street, N. W. 


| moted enough.” 
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Product Goofs Laid to Stylists, Sales Brass .. . 





Engineering Rated OK by Dealers 


(Continued from Page 30) 


that the styling is now catching up 
under the new administration, al- 
though it had been behind the com- 
petition. 

“We haven’t had any serious en- 
gineering problems since we got 
the “bugs” out of our eight-cylinder 
engine,” he noted. “Of course, you 
never got enough gas mileage. I 
think the worst feature in the car 
is that chrome steering wheel which 
is a little hard on the eyes when 
you’re driving into the sun.” 


Mercury 
O'ne 


Mercury dealer said that 
engineering on his car had 


been no problem to him, although | 


every year there are a few little 


troublesome things that eventually | 


get straightened out. 
Discussing horsepower, 
“I don’t know what the solution is. 
We certainly need more gas econ- 
omy. But I hate to see us get econ- 
omy at the sacrifice of horsepower. 
Horsepower is easier to sell than 
economy. One feature that every- 
body wants and it’s inexpensive, is 
that red parking brake light. Those 
self-adjusting brakes are O. K.., 
too, but they haven’t been pro- 


Dodge 
DODGE-PLYMOUTH dealer 
said the engineering in his car 


| was good, but that engineering 


isn’t nearly as important today as 
is price and styling. 
“We try to sell the product,” 








Washington 6, D. C. 





he elaborated, “but they won't 
| listen to you. They’re backing 
| away and asking, ‘How Much?’ 

The product and its engineering 
used to be much more of a factor 
than it is now. Everybody cor- 
rectly assumes today that all cars 
are good. 

“However, many people have 
been strongly sold on particular 
‘features by these consumer report 
books and the performance and 
testing magazines. Some of these 
people are amazingly well in- 
formed.” 


Cadillac 


Cadillac dealer said he has 

had no engineering problems 
and that his only regret is that the 
car does not give the outstanding 
| gas mileage that it formerly did. 


Rambler 


“OU engineering is wonderful,” 
asserted one Rambler dealer. 

Of course, you can’t satisfy all the 
people. They like their cars small, 
| fast and roomy, but they must also 
be big, powerful and economical. 
How are you going to satisfy them? | 

“People are all talking economy | 
now. We used to have the only 
economical car, but the others got 
the big sales.” 

Asked about future models, he 
said he would like to see more 
room under the steering wheel, 
more road clearance, a return to 
16-inch wheels and no fins. 


Chrysler 
(Caesar ranNe on the engineer- 
ing of the Chrysler, a Chrysler- 
Plymouth dealer remarked, “We've 
always had good engineering. Last 
year, the new styling caused them 
to make some sacrifices in comfort, 

but not in engineering. 

“Most of our problems are con- 
nected with the body—door, window 
and windshield fits. We have plenty 
of horsepower now. It was awfully 
nice to have it when it was in 
demand but people are getting 
more economy-minded. That 


DuPont Introduces 
Primer, Thinner 


WILMINGTON, Del.—Refinishing 
with “Lucite” acrylic lacquer now 
requires no special primer-surfacer 
and thinner, dual purpose products 
having been perfected for both 
“Lucite” and “Duco” lacquer sys- 
tems, according to duPont chem- 
ists. 

No. 30 Hi-Speed Platinum Gray 
Primer Surfacer is now recom- 
mended for use under both types 
of lacquer, they said. 

Just released is 3656 Thinner, 
also designed for both and elimin- 
ating the last need for stocking 
special material to suit the acrylic 
lacquer, duPont, said. 


he said, | 


| Torsion-Aire suspension is a real 
| good thing. I’m kind of glad we 
don’t have air suspension.” 


DeSoto 


DESOTO dealer declared, “The 

engineering in our cars has 
always been fine. Naturally, there’s 
always a need for more economy. 
I don’t think there’s a need for 
any more horsepower. 

“I don’t think we need any 
more optional features. We have 
so many we're going crazy now. 
But, I do think it’s becoming 
more important that styling 
changes be made each year. Look 
at Chevrolet this year if you 
don’t believe it.” 


Edsel 





N EDSEL dealer said that he| 


considered his car well- 





Alcoa to Expand Plant 
CRESSONA, Pa.—Aluminum Co. 
of America announced it will spend 
more than $500,000 for new facili-| 
ties at its Cressona works, includ-| 


ing installation of a vertical im- 
pact extrusion press and equipment 
to produce sheathing for conductor 
and coaxial cables. 


One Staff 






ings and the engineering of the 
car that is two years away from 
production. 

Misch concentrates on the up- 
coming model. They share the 
advance model work. They fre- 
quently meet for lunch, affording 
each a good opportunity to be 
briefed on the other's activities. 

MacDonald spends a third of his 
time in his office or an adjacent 
conference room in the M-E-L En- 
gineering Building, a third at the 
division offices and a third with 
the (company) engineering staff. 

* > > 








LL the executive engineers) 
have offices near MacDonald's) 


office now, thus saving a great deal 
of his and their time. Formerly, 
they were spread out in a variety) 
of places, 
market which housed the produc-| 
tion group. 

Asked how the M-E-L merger 
| affected his routine, MacDonald 
said, “At first there was a lot of 
|extra work to weld the three or- 
“ganizations together and to _decide 


Midland Products 
Adds 4 Presses 





To Turn Out Parts 


CLEVELAND. — Four new pro-| 


duction presses have been installed | 
at the Cleveland Frame plant of 
Midland Steel Products Co, to turn 


out parts for 1958 cars and to) 
second-guess the automobile of to-| 


morrow. 

While car buyers pick and choose 
over present new models, the man- 
ufacturers and suppliers to the auto 


industry face cold facts about parts | 


requirements and tooling for tomor- 
row’s designs—the cars of 1959 and 
1960. 

Midland, a supplier of finished 
frames for cars, buses and trucks, 
has planned for the future by in- 
stalling versatile presses that will 
form and blank frame parts even 
wider, longer and more intricate 
than those on present cars. 

The presses—running five days a 
week, two shifts a day—are two 
250-ton double-crank straight-side 
types for blanking and two 400-ton 
two-point eccentrics for forming. 
They were built by Hamilton divi- 
sion of Baldwin - Lima - Hamilton 
Corp., Hamilton, O. 

Frame front cross plates, requir- 
ing intricate forming, are produced 
on the 400-ton presses. Installed in 
April and placed in service in June, 
the presses, in some instances, are 
capable of producing up to 475 
pieces an hour for a total of ap- 
proximately 15,200 pieces from both 
presses during a two-shift day. 


Three Car Lines 


M-E-L’s Chief Engineer Has Unique Job 
Of Planning Varied Products 


(Continued from Page 27) 


including an old super-| 


engineered, considering that it wag 
brand new. He also made a plea for 
no more horsepower and more 
economy. 

Asked about additional features, 
he said that he didn’t know of any 
feature that would be as weicome 
as a $25 price cut. 


Studebaker-Packard 


‘OUR engineers have done a 
pretty good job,” said a 
Studebaker-Packard dealer. “I'd 
like to see them concentrate on 
some simple things that would cut 
the prices. All those power assists 
merely pull down the price of the 
|}used cars. Used-car buyers don’t 
| want them because of the main- 
tenance required. 





Lincoln 


LINCOLN dealer said his car’s 

new unitized body had some 
troubles when it first came out, 
but that these problems have been 
gradually worked out. 

He also said that his customers 
are particularly pleased with the 
|gas mileage they get and that he 
has had no demand for air sus- 
pension. 








which was the best type of organi- 
zation. 

“Now I do more administrative 
policy work and I have to avoid 
the details. I used to get into the 
engineering details more and I 
enjoyed them. 

“Now that the job has been 
broadened to include three car 
lines and 50 models, there isn't 
much time for details. Fortunately, 
I've got the best engineering group 
in the business.” 








VOLVO Pe 
an 


is just 

as good 
as 

everyone 

says it is... 





. and the car buying public knows it. 
Sales soar on West Coast — East completely 
sold out. This sensational Swedish built 
5 passenger family sports car has captured 
the approval of America with its amazing 
economy, arm-chair comfort, and superb 
Continental craftsmanship. National advertising 
and publicity has pre-sold VOLVO to the 
motoring millions— making the dealer's job 
that much easier. 


VOLVO dealership offers unlimited opportunity. 
Franchises available in Mississippi, Alabama, 
Arkansas, Kansas, Louisiana, Missouri, 
Oklahoma, Tennessee and Texas. 


for complete details contact 
Mr. Nils Olof Sefeidt, President 


SWEDISH MOTOR IMPORT, Inc. 


1901 Milam Street - Houston 2, Texas 
CA 4-9456 


NEW 
1958 


PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 

























HERE’S PROOF THAT... 


=| America wants the 
‘| extra safety...extra value 
oof nylon cord tires 


sing e Almost 4 out of 10 replacement tires sold today are nylon. 





e In just one year, the sale of nylon cord tires went up 65%. 


e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
are offering nylon as optional equipment. 


e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
survey shows that 6 out of 10 say they will buy nylon cord tires 
if you take the trouble to offer them. 


\ 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


: a 
. ' rs 
o ’ 4 rs 


Powerful Du Pont advertis- 
ing will dramatize the safety 
of nyloncord tirestotheread- 
ers of nine of the nation’s 
leading magazines this year. > 


BETTER THINGS FOR BETTER LIVING 
-..THROUGH CHEMISTRY 


REG. U. $s. PAT. OFF 


THE SAFEST, STRONGEST TIRES ARE MADE WITH Ap ! LON 
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Co. 
company before 
Rubber. 

Goodenberger will be responsible 
for coordinating sales, distribution 
and merchandising of replacement 
and original equipment auto and 
truck tires. 


He was with an Akron rubber 
joining Dayton 





FIRE EXTINGUISHER—A dry powder fire 
extinguisher for automotive use has been 
introduced by American LaFrance Corp., 
Elmira, N. Y. Called the Protexall, this 
Underwriters’ Laboratories approved ex- 
tinguisher instantly snuffs out burning 
gasoline, oil, grease and other flammables 
as well as fires originating either in car's 
upholstered interior or in the engine 
compartment, it is said. The unit's active 
fire-killing agent is a white, dry powder 
thot is expelled by compressed air. Four 
and one-half pounds in weight and 1414 
inches in length, the extinglisher is light- 
weight and compact. Special clamping 
bracket permits easy installation m the 
rear compartment of any car. 

. ss 








KEY DUPLICATOR—A redesigned Dial- 
A-Code auto key cutter that is said to 
make keys for 99 percent of the vehicles 
on the road today, is being manufactured 
by Curtis Industries, Inc., 1130 E. 222nd 
St., Cleveland 17, O. The serial number 
of the original car key is all that is 
required to duplicate a key on the new 
Curtis No. 14 machine, it is claimed. The 
machine can also decode and duplicate 
the original key itself. The model 14 key 
machine uses a color coding system for 


consists simply of matching the color code 
on the key carriage to the same color 
* 


* * 





WHEEL ALIGNER—John Bean Division, 
Food Machinery & Chemical Corp., Lan- 
sing, Mich., has designed and engineered 
a wheel aligning “change-over unit and | 
tabbed it the “Modernizer."" The unit is 
said to offer speed and precision to 
practically all ramp and pit-type aligners 
and frame straighteners now being uti- 
lized in the field. The unit makes use of 
a Visvaliner aligning head that is mounted 
independent of present equipment. The 
readings are taken from the automobile, 
magnified and projected on large screens 
which are easily seen by the operator 
and the customer. This allows both to 
actually see the corrections as they are 
being made. The system is easily installed 
and only 78 inches are required from 
the center of the turntables to the back- 
ground for projecting Visualiner's read- 
ings. 





ROLL HAMMER—This cushion roll ham- 
mer, manufactured by John Bean Division, 
Food Machinery & Chemical Corp., Lans- 


motive assembly lines throughout the 
country for installing hub caps, mouldings, 
windshields, and rear windows. The model 
580 cushion-roll is also available for use 
by repair shops for installing glass and 
other materials where striking force is 
necessary without causing damage. 
* ” + 





SOLDERLESS TERMINALS—A 
solderiess terminals for automotive and 


line of 


industrial applications, using a plastic 
resin insulation, has been announced by 
Aimco Corp., 15340 Brookpark Rd., Cleve- 
land 11, O. According to the manufac- 
turer, the insulation is moistureproof and 
was specially compounded for these types 
of electrical connectors. After the ter- 
minals are crimped, they are “positively 


locked"—yet still retain their dielectric 
properties, it is claimed. All terminals 
are color-coded for easy identification, 





made of copper with a metal thickness 
exceeding specifications, and are given 
a special protective plating to maintain 
their uniform appearance, it is said. 

. oes 


Dayton Names Goodenberger 


Tire-Sales Vice-President 


DAYTON, O.—Harry T. Gooden- 
berger has been named tire-sales 
vice-president of Dayton Rubber 


TRUNK DECK CARRIER — The Stylerite 
Carriall is an all-purpose trunk deck 
carrier, 36 by 62 inches in size. Chest 
high for easy loading and unloading, the 
unit is said to feature ball joint mounting 
for easy access to trunk. It provides rear 
view vision at all times. Benmatt Organi- 
zation, 962 Milwaukee Ave., Chicago 22, 
lll., and 3447 E. Fifteenth St., Los Angeles 
23, Calif. 


fast, easy operation. Setting the key cutter | 


on the dial, according to the manufacturer. 





ing 4, Mich., is said to be used on auto- | 


| Minneapolis - Honeywell 











ENGINE ANALYZER—The Anal-O-Scope 
is designed for use on any type of engine 
with exposed primary circuit connections, 
except diesels. Many defects of compres- 
sion, temperature, carburetion and ignition 
can be isolated from the same test pattern 
on the electronic unit, it is claimed. The 
unit comes with power timing light, in- 
sulated pliers for spark plug lead re- 
moval, full set of spark plug adaptors 
for extending hard-to-get-ot plugs, and 
all other accessories needed to use the 


unit, it is said, Snap-On Tools Corp., 
Kenosha, Wis. 
* = + 
Limit Switches 
Two small two-circuit limit 


switches that reportedly will handle 
load capacities usually assigned to 
much larger limit switches have 
been announced by Micro Switch, 
Freeport, Ill, a division of 
Regulator 
Co. One switch has a rod actuator 
and_is field adjustable through 360 
degrees, locking positively in any 
position. The second switch has a 
flexible coil-spring actuator that 
permits operation from any direc- 
tion except direct pull. 

> 





SPRING SHOK — A patented, Taylor 
Liquid Spring Shok with time delayed 
return using liquid compressibility has 
been announced by Taylor Devices, Inc., 
North: Tonawanda, N. Y. This device has 
a time delay of one second. The standard 
model may be modified to provide time 
delay return up to % hour on a '4-inch 
stroke. By absorbing 98 percent of the 
imput energy, Taylor Liquid Spring Shok 
returns the dampened device from 1 
second to 30 minutes, it is said. Taylor 
Liquid Spring Shoks are also available 
with adjveteblo energy absorption rates. 

* 


Tachometers Offered 
By Dixson Products 


An Electro-Tach line of tachom- 
eters has been announced by 
Dixson Products Co., Vashon, 
Wash. The company says the units 
will fit 95 percent of all automo- 
biles and many marine engines. 

The devices are self-contained 


NEW PRODUCTS 


and require no sender unit or flex 
shaft. Dixson said accuracy is not 
affected by changes in car-battery 
voltage because power is provided 
by an independent mercury cell. 


* * * 
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MERCHANDISING FRAME—A _ merchan- 
dising frame assembly produced by 
Reflector Hardware Corp., 1400 N. Twenty- 
fifth ave., Melrose Park, Ill., is said to act 
as a basic frame for the construction of 
an islond merchandiser using wood, gloss 
or metal shelves in 30 or 60 inch lengths. 
Frame assembly consists of the No. 70 
Spacemaster center frame (double-slotted 
both sides af one inch intervals) and two 
No. 4404 square-end frames. New squore- 
shaped end frames are single-slotted on 
ovter sides only at one inch vertical in- 
tervals for greater flexibility of shelf oar- 
rangements, it is said. The versatile end 
frames permit the ends of the merchan- 
diser to be used with any 30-inch shelv- 
ing for four-sided merchandising. 





MILEAGE RECORDER — Barbour Stock- 


well Co., Cambridge, Maoss., has an- 
nounced its improved Milemaster Hubcap- 
Odometer. Milemaster has been re- 


designed for smoother operation, stability, 
and endurance, and now corries a 50,000- 
| mile guarantee. Milemaster is said to be 
|a@ precision-built instrument of rugged 
| construction, guoranteed to give positive, 
| correct readings of mileage whether ve- 
hicle moves forword or backward. Mile- 
| master Hubcap-Odometers are sealed 
| tamper-proof; they ore moisture and 
| qremep-genale they are interchangeable; 
they require no maintenance, it is 
claimed. 





ALUMINUM REFLECTOR—An eight-inch 
aluminum reflector which is said to in- 
crease the brightness of any light 50 
percent has been introduced by Hocar 
Mfg. Co., 2569 N. Clark St., Chicago 14, 
Ill. The reflector is equipped with a builtin 
fibre grommet at the neck which not only 
reinforces the unit, but provides insulation 
as well, it is claimed. 














HOOD HOLDER—The Sparks Hood-Stik _ 
is a telescoping adjustable strut, with tions 
rubber-tipped forks on both ends, thet time 
is said to provide positive and slipproof a” 
protection for mechanics working under “Th 
a hood of an automobile. The strut explai 
extends from 33 inches to 60 inches, and | 
| allowing maximum opening of hoods. tical 
| The tool is said to feature a self-locking years 
| ball that won't slip even under heavy man | 
pressure. A quick release is an important you v 
feature of the locking device. Peterson “Th 
| Mfg. Co., 2205 Seventy-fifth Ave., Port- of en 
land, Ore. soluti 
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TIRE SERVICE FOLDER—The “14-inch horse 
Tire Service Fact Folder” is said to offer trans! 
up-to-the-minute advice on the bes! pro- quirec 
| cedures of changing and servicing the torqu: 
14-inch tires on all types of rims, in- vertic 
cluding the “hump,” the “flat hump” and Luk 
the “speciol ledge” types. The folder a pro 
gives step-by-step procedures for beod Howe 
brecking, demounting, mounting and in- his ti: 
fiation with moximum ease, safety and the p 
protection for the air-sealing beads. These 
instructions ore said to apply to any 
type of tire changing equipment. Big 


Four Industries, Inc., 5938 Carthage Court, 
Cincinnati 12, O. 








FLOORING—Cargo freezer efficiency is 
said to be improved and unnecessary 
weight eliminated by means of “floating 
floor construction,” a concept in insulat- 
ing developed by the Rubatex Division, 
Great American Industries, Inc., Bedford, 
Va. The system, which precludes wooden 
members and sleepers over framing sills 
to support the -floor, is made possible 
by the utilization of lightweight Rubatex 
insulation hardboard under “floating” 
aluminum flooring. The superior load 
bearing properties of Rubatex Insulation 





Hardboard make it possible to instal! & seni 
watertight, corrugated aluminum floor, it | Cann 
is said. Weight is substantially reduced by | ayail; 
the moisture resistant properties of the new 
hardboard. Composed of thousands of imagi 
minute nitrogen filled cells, hardboard is think 
a closed cellular rubber product which signs 


has very low water absorption, it is said. 
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705 Has Lots of Customers... 
New Computer Solves 
Problems for Buick 


(Continued from Page 21) 


for the various Buick transmis- 
sions, the wheels’ rolling radius, 
the diameter and location of the 
polt hole, the length and angle of 
the moment arm and angle of the 
flange. 

Louden said it would take an 
engineer a good 15 minutes to 
work out this equation, but that 
the computer could do it in a 
fraction of a minute. Again, the 
705 had the additional value of 
providing a wide range of solu- 
tions with a minimum of lost 
time. 

3. “Almost impossible” problems. 
“These are the problems,” he 
explained, “that are so complicated 
and lengthy that they are imprac- 
tical to work out because of the 
years involved. You could put a 
man to work on one of these and 
you wouldn’t see him for years. 
“This is merely the automating 
of engineering work. And it is 
solutions to this type of problem 
for which we will rely on the com- 
puter most. 


* * > 


‘Testing’ an Engine 

ITING an example of this type 

of problem, Chief Engineer 
Kelley said his engineers can 
design an experimental engine and 
in just a few hours the 705 will 
plot a performance curve showing 
exactly how the engine would run 
in a Buick. 

He declared, “This saves a 
tremendous amount of time in 
determining the performance of 
new designs, and it reduces the 
expensive procedure of actually 
building and testing a new de- 
sign to check its characteristics.” 
Among the things that can be 
predicted about the engine are the 
time it will need to get to any 
given speed, its torque, r.p.m., 
horsepower, transmission input, 
transmission output, the torque re- 
quired by the accessories, the 
torque loss at the axle and the 
vertical force on the vehicle. 
Lukey recently worked out such 


a problem on the 705 in 45 minutes. | 


However, it took almost a year of 
his time to prepare the program for 
the problem. 


H® NOW is working out a pro- 
gram for a performance report 
on a 1958 engine and car. This will 
then be compared with the actual 
performance of a typical 1958 car 
at GM's Proving Ground at Mil- 
ford. Of primary importance here 
is the acquisition of a completely 
typical production car. 

Louden commented, “This way, 
we can ‘build’ and test a whole 
car without getting mixed up 
with the hardware. Our next step 
is to predict the fuel economy of 
a car not yet built.” 

He said this IBM 705 has the 
equivalent of a grade-school edu- 
cation in that it can merely add, 
subtract, multiply and divide. But, 
it can use this ability to work out 
Square roots, logarithms and 
trigonometry problems. He said 
that IBM 704 has a_ high-school 
education, since it can understand 
almost any problem posed by an 
engineer. 

“However,” Louden continued, 


-_-_. 


Design Firm to Help Olin 
Find New Aluminum Uses 


NEW YORK. — Brooks Stevens 
Associates, Milwaukee, industrial 
designers, has been retained to as- 

the aluminum division of Olin 
Mathieson Chemical Corp. in the 
development of new product appli- 
cations for aluminum. 

Walter F. O'Connell, Mathieson 
Senior vice-president, said, “We 
cannot rely solely on today’s greater 
availability of metal to stimulate 
Rew uses. We must apply more 

ination and through creative 
thinking originate new product de- 
signs featuring aluminum’s varsa- 
tility and unique properties.” 








“You can educate this 705. In five 
years it will be a much better 
machine than it is now. We can 
develop this machine and add in- 
formation to its memory until it 
has the equivalent of a Bachelor 
of Engineering degree.” 
= * * 


Swing Toward Digitals 
aw that the analog 
computer (which simulates a 
power circuit) and the digital 
computer (which works with num- 
bers) formerly were competitors, 
Louden said there has been a pro- 
nounced swing in industry to the 
digital computer. 
“The analog computer,” he said, 
“is very limited in the type of 


problem it will solve, although it | 
sometimes will give the engineer | 


a neater answer. Generally, the 





digital computer will do anything 
the analog computer will do.” 


Looking at the future of com- 
puters in the auto industry, he 
said, “This thing is really spread- 
ing. Most GM car divisions are 
now setting up computer depart- 
ments. 

“In the future, a certain amount 
of sheet-metal styling will be done 
with a computer—mathamatically, 
rather than artistically. For exam- 
ple, the machine might design a 
system of uniform highlights on a 
body. The Air Force is doing some 
styling by computer now, as are 
some ship builders.” 

Buick, which leases the 705 from 
IBM (for $50,000 a month, accord- 
ing to an IBM official), also uses 
it to revise its production orders to 
all Buick factories and suppliers, 
to maintain a closer check on 
market demands for the sales de- 
partment, to compute factory effi- 
ciency, labor and operating costs, 
to figure payrolls and for many 
otfier purposes. 

* = = 
_——_ that the principal 
reason that Buick leases com- 
puters rather than buying them is 
that they become obsolete so 
quickly. Louden said computers 
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“So, gentlemen—I figure this to 
be the ultimate in new headlight- 
taillight design!” 





will be a thousand times more 
efficient in five years. 


In addition to this computer, 
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follows: Four at AC Spark Plug; 
two at the GM Building, two at 
Frigidaire and one each at Alli- 
son, Delco-Remy, Harrison Radi- 
ator, New Departure, Electromo- 
tive, Delco Products, GMC Truck 
& Coach, Inland Mfg., GM Over- 





| seas, GMAC, General Exchange 


Insurance Corp., Oldsmobile, 
Fisher Body and GM of Canada. 
Allison also has an IBM 607, an 
IBM 608 and two Berkeley ana- 
log computers. 


Ford Motor Co. is replacing an 
IBM 702 with an IBM 705 at the 
Rouge. Ford has IBM 650s at the 
Scientific Lab, the Cleveland En- 
gine plant, the steel division, the 
Chicago aircraft engine plant and 
at two Canadian plants. It also has 
two Remington Rand file computers 
and a Burroughs Datatron. 


Chrysler Corp.’s electronic data- 
processing machines consist of an 
IBM 704 at the missile division, an 
IBM 702 at MoPar and three IBM 


General Motors also has an IBM/650s ard a Berkeley analog com- 


705 at the GM Building in Detroit, 
an IBM 705 at Allison division in 
Indianapolis, an IBM 704 at the 
Tech Center in Warren, Mich., and 
23 IBM 650s. The 704 is smaller 
but faster than the 705. 


The 650s are distributed as 


puter at the engineering division. 

Summing up the trend to com- 
puters, Louden said, “This business 
is just in its infancy. The use of 
slide rules is going down to prac- 
tically nothing. The ‘old days’ in 
this business are last year.” 





Here's how 
to develop 








WICE AS MANY 
REPEAT CUSTOMERS 








NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 


Regular customers are the surest way to in- 
creased overhead absorption. Pennzoil’s pro- 
gram helps you develop customers who will 
come back to you for all their car maintenance. 


It helps you keep new car buyers as service 
customers, develops new ones, makes regulars 
out of inactives. It keeps all phases of your 
service operation busy, increases the number 
of charged-for items to more than the average 
144 per R.O. The extra profits you realize put 
you in a better position to trade on new and 
used cars. 


Name. 





to coast. 


This program builds profitable service traffic 
two ways. First, with motor oils and lubricants 
that support your service by keeping cars in 
top condition and keeping customers satisfied. 

Second, with a customer relations system 
that makes customers want to come in for the 
services they need when they're needed. This is 
the exclusive Pennzoil Kontax System®—4 to | 
favorite over any other with car dealers coast 


Your Pennzoil Distributor has the proof. 


Call him, or mail the coupon now. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Let's see you prove the claims you make for your program. 


Name of system | use now. 
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’55 Windsor Hardtop, $1,040*. 
54 NY 4-dr., $800* (ps). 
e e 51 NY 4-dr., $125°. 
DeSOTO—’57 Firedome 2-dr., $2,100° (ps), 
verage rices O se ars 5O a uction DODGE—'57 Coronet (8) S-dr., $1,045" 
$1,625*. 
55 Coronet (8) ee Pp, 
‘ompiled utomotive News from “oa Reports. °53 Coronet (8) 4-dr., . 
- -_— i = f - _ s FOR D — ’58 Thunderbird, $4,000° (pg). 
Fairlane (8) 500 4-dr., $2,195" (pg) 
0 1 a 1 '57 Fairlane (8) 500 2-dr., $1,745*, §1. 
4 0 49 0 9 9 9 745* (ps), $1,700*, $1,675° ‘(ps)’ gr. 
4 3 9 9 ® 9 590°, 2 at $1,550°, $1,545, $1,539. 
0 8 1 7 3 9 9 6 6 Custom (8) 300 2-dr., $1,360 (oe), 
4 9 1 4 0 4 5 2 9 9 2 $1,325°, $1,290°, $1,275*, $1,270, $1,- 
0 8 8 6 7 110, $1,075; Custom (6) 2-dr. “tak 
9 0 56 Fairlane conv., $1,095*; 2-ir., $1. 
0 8 9 8 i 8 3 050* (ps), $1,005* (ps); Custom (g) 
6 3 5 8 r 2-dr., $950, 2 at $900; Main (6) 4-dr, 
4 0 3 7 $860, $810. 
3 2 54 Custom (8) 4-dr., $415. 
g *53 Main 2-dr., $200 
4 5 IMPERIAL — °57 2-dr. Hardtop, $3,075 
1 (ps). 
"55 4-dr., $1,505° (ps). 
LINCOLN — ’'58 Premiere 4-dr., $4,799* 
(ps). 
MERCURY—'57 Monterey 2-dr. Hardtop, 
$1,675° (ps). 
"56 Monterey 4-dr. Hardtop, $1,425 
, ’ (ps). 
56°57 368 "5 56'S a 58 S17 "68 8 °5S7 ~°68 57°58 57°58 ‘55’ Montclair Hardtop, $1,320* ( 
, ’ Ps), 
‘a June Suiy “Aus. “Sept. "Oct. “Nov. Jan. Mareh Apr. a A $1,320*; Custom station wagon, $1,080, 
"54 Monterey 4-dr., $640*°, $620* (ps). 






Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $7 to $962 last week, 
according to Automotive News’ 
index. 


Only older models escaped the 
downward movement; ’53s went 
up $3 to $362 and ’52s advanced 
$14 to $232. 


Losses amounted to $35 on ’58s, 
$17 on 57s, $1 on '56s, $9 on ’55s, 
$8 on '54s and $2 on ’5is. A new 
low was established for ’57s. 


At a group of representative 
auctions last week, the average 
consignment was 224.7 units, 
compared with 210 units in the 
previous week. The sales ratio 
was 68.3 percent, compared with 
71.5 percent a week earlier. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 





Prices of 57s added and '498 dropped in November, 1956. Prices of '58s added and ’50s dropped in December, 1957. 


Figures alongside bars represent dollars. 





*57 Country Squire (8) station wagon. 


drive, and (ps) indicates power 


; $1,775*; Fairlane (8) 4-dr.. $1,340*. 
steering. 56 Fairlane (8) conv., $1,255*; Custom 
ae 2-dr., $725; sedan, $725°. s 
"55 Fairlane station wagon, $975; 2-dr.. 
DETROIT $775*, $530; sedan, $600; Custom 2-| 
Motor City Auto Auction. Sale every dr., $660. 
Saturday, Prices are for sale of May 8. = +? $580, $600°; sedan, $430; 2-) 
Market is steady. Sold 128 cars out , $415. 
of 249 consignments. LINOULN. “64 sedan, $540°. 
BUICK—’57 Special 4-dr., $1,630°. *49 sedan, $100. 
'56 Special sedan, $1,195* (ps). | MERCURY—’'57 Monterey sedan, $1,775°*. 
’55 Super 2-dr., $1,000° (ps); Special "56 Custom sedan, $880°. 
sedan, $845°; 2-dr., $825° (ps), $800°. "55 Monterey club coupe, $810°, $745°, 
"53 4-dr., $400°. $710; Custom sedan, $645°. 
"52 2-dr. $375, $350°. | "54 sedan, $280°. 
CADILLAC—'56 de Ville sedan, $2,300°| °53 sedan, $325. 
(ps). NASH—’51 2-dr., $140. 
"55 (62) conv., $1,750° (ps). OLDSMOBILE — '57 (88) Holiday coupe, 


‘54 (62) club coupe, $1,425* (ps). | 
CHEVROLET—'58 Nomad (8) station wag- 
on, $2,455* (ps). 

’57 Bel Air (8) 2-dr., 


$1,830°. 
"56 (88) Holiday sedan, $1,300° (ps). 
"55 (88) club coupe, $1,300; sedan, $1,- 
300° (ps). 


$1,740°, $1,300. 





56 Bel Air (8) sedan, $1,000° (ps). | °54 sedan, $700° (ps); 2-dr., $665*. 

‘55 Bel Air (8) station wagon, $930*; "53 Super (88) sedan, $185° (ps). 
2-dr., $775*, $685; One-fifty (8) 2-dr..| PACKARD—'56 ‘400° Hardtop, $1,350° 
$540. | (ps). 

'54 Bel Air club coupe, $600* (ps). | PLYMOUTH—’'56 Fury (8) club coupe, $1,- | 

'53 sedan, $425°, $290° (ps). | 220; Savoy (8) $805. 

'52 2-dr., $360. "SS Plaza 4-dr., $550. 

‘S51 sedan, $300; club coupe, §250°*. "53 Cranbrook sedan, $320. 

CHRYSLER—’5SS club coupe, $650° (ps). "51 station wagon, $195. 

‘52 sedan, $190° (ps). "49 conv., $145. 

DODGE—'57 Coronet (8) Hardtop, $1,690* | PONTIAC—'SS Chieftain 2-dr., $2,250*. 
(ps). "56 Chieftain sedan, $1,100°. 

‘5S Royal 2-dr., $1,000°; sedan, $765°;| ‘55 club coupe, $1,025* (ps); conv., $1,- 
Coronet Hardtop, $750*. 010° (ps). 

"53 Coronet Hardtop, $250. "4 sedan, $635*, $400° (ps), $390° (ps). 

FOR D—'SS Country sedan (8) station | "53 club coupe, $450; 2-dr., §205*. 
wagon, $2,350° (ps); Fairlane (8) | RAMBLER ‘55 station wagon, $965", 
conv., $2,320° (ps). $925°, $825°. 








(Copyright, 1958, by Automotive News) 


WILLYS—’52 sedan, $155. 
"50 Jeep, $275. 


MISCELLANEOUS — '58 Metropolitan 2- 


dr., $1,300. 
"54 Chevrolet pickup, $600. 
"53 GMC pickup, $425*. 


LITTLETON, COLO. 


| Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of May 
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BUICK—’55 Special 4-dr., $1,030*, $810°; 
Century Riviera, $925*. 
"52 Special 4-dr., $255. 
"50 Special 4-dr., $210*. 
CADILLAC—'58 (62) coupe de Ville, $5,- 
100* (ps); conv., $5,050° (ps). 
"S57 (62) 4-dr., $3,555* (ps), $3,500° (ps). 
"56 (62) coupe de Ville, $2,750° (ps). 
$2,700° (ps). 
"55 (62) coupe, $1,890° (ps); (60) 4-dr., 
$1,835° (ps). 
| CHE VROLET—'58 Impala (8) conv., §2.,- 
475° (ps); Biscayne (6) 2-dr. $2, 320° 
(ps), $2,315*, $2,050*; Bel ‘Air (8) 
4-dr., $2,300°. 


"ST Bel Air (8) Hardtop, $1,735*; 4-dr., 
$1,725*, $1,650, $1,480; Two-ten (8) 
2-dr., $1,425", $1,300, $1,240°, $1,180. 

"56 Bel Air (8) 2-dr., $1,290°; Two-ten 
(8) station wagon, $1,495*; 4-dr., $1.- 


000°, $860. 
"55 Two-ten (8) 4-dr., $815, $810; Bel 
$775, 2 at $735. 


Air (6) 2-dr., 
"54 Two-ten 4-dr., $535°; Bel Air 4-dr.. 
$360°. 


$525°. 
"53 Two-ten 4-dr., 
"52 Bel Air coupe, $295. 
| CHRYSLER. "ST Saratoga 4-dr., $2,280° 
(ps); Windsor 2-dr. Hardtop, $1,820*. 
"56 Windsor 4-dr., $1,455°, $1,400° (ps). 








N AS H—’55 Ambassador Country Club, 
$950*. 
*52 coupe. $275. 
OLDSMOBILE—’56. (88) Super Hardtop, 
$1,690° (ps), $1,590° (ps). 
"55 (88) 4-dr., $1,120* (ps). 
"54 (98) conv., $975° (ps); (88) 4-dr., 
$580° (ps). 
PACKARD—’'55 Clipper 2-dr., $950°. 
PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
600°, $1,500°; Savoy (8) 4-dr., $1,- 
380°. 
"56 Belvedere (8) 4-dr., $1,275*, $1,200*; 


Custom (8) 4-dr. station wagon, §1,- 
250. 
"55 Belvedere (6) 2-dr., $795*. 
PONTIAC—’57 Chieftain (8) 2-dr. Hard- 
top, $1,720°; Star Chief 4-dr.. $1,700* 
(ps). 
"55 Star Chief Hardtop, $1,150* (ps), 
$995° (ps), $900° (ps). 
"54 Chieftain 2-dr., $470°* (ps). 
"53 4-dr., $355°. 
RAMBLER "57 4- dr. station wagon, §1,- 
470. 


WILLYS—'48 Jeep, $225. 
"46 Jeep, $465, $285. 
MISCELLANEOUS—'58 Volkswagen 2-dr., 
$1,745, $1,725. 
"57 Porsche conv., $2,850. 
"55 Chevrolet %-ton pickup, $675; 
%-ton pickup, $700, $570. 
"52 Ford %-ton pickup, $315. 


BUFFALO 


Thruway Auto Auction. Sale every Mon- 
day. Prices are for sale of May 12. 


Consignment heavy after Auto Buy 


Week; sharp pieces at sharp prices. 
Sold 44 cars out of 92 consignments. 


Ford 


BUICK—’S4 Century Hardtop, $805* (ps); 
Special Hardtop, $640*. 


(Continued on Page 39, Col. 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceberg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 














DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4% So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by oe Auction Insurance 
Agency 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our 2th year 
of continuous operation. 
Sale every Wednesday - 11:00 AM 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 











FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 





MICHIGAN MISSOURI 


KANSAS CITY—K. C. Auto Auction, 
1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wedaesday at Noon 





19241 Dix—Toledo Highway—Route 25 
Just Y. mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


GRAND RAPIDS AUCTIONS, INC. 
Co See ee ep ee & Cee, 


EVERY TUESDAY—CHECKS INSURED 
At 1:30 A.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





NEW JERSEY 


CROSSROADS OF THE EAST 
Exclusively for Dealers 


N:A:D-E 


ously. WEDNESDAY, 11 A.M. 
Cenvententty Sons located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 


area, 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 





gd SALE EVERY WEDNESDAY - 12:30 
vacate sate eeteasge|[ sie, roms mare caren 
TIM ANSPACH 
MISSISSIPPI Cosby Aste Aavties 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 








NEW YORK 


ey Auto Auction, Inc. 
Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fest, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
Smiles south — Land at Buffalo Air-Park, 
5 2 ES 6 ee eo. 
surface runway - Unicom Rad 
pen t - cen” 
pick you up. 





NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all tities 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





Center of Empire State. Check — 
). 


Title Protection. (Wed. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 

%& Auction Checks 

% Titles Guaranteed 
Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





WEST VIRGINIA 


eer wee Bale 
ane penddbeld 


Most ilities 
Com RS pate Fac het 


ulO-ERANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 





CLASSIFIED WANT ADS 
BRING RESULTS 














ir., 
51,- 
p1,- 
0°; 
fi,- 
rd- 
Lhd 


s), 


it 


»N 
sh. 








Used-Car Auction Prices 
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153 Special Hardtop, $325° 
mL. 


ET—’56 Bel Air (8) 4-dr., $1,- 


140°. 

55 Bei Air (8) 4-dr., $980°. 

54 Be! Air 2-dr., °, 

53 Bel Air Hardtop, $945, $495, $395; 
2-dr $420*; Two-ten station wagon, 
$500° 4-dr., $485, $310°*. 

62 Bei Air Hardtop, $375*. 
OHRYSLER—'53 NY 2-dr., $240*. 
popGE—'56 Royal (8) 2-dr., $1,200; Cor- 

onet (8) Hardtop, $1,050°. 

53 Coronet conv., $400°. 

"52 Coronet conv., $165. 

FOR D — '56 Country Squire (8) station 
wagon, $1,325; Fairlane Victoria (8) 
Hardtop, $1,205*. 

55 Fairlane 4-dr., $845, $800°, $750°. 

53 Custom 4-dr., $355. 

LINCOLN —'56 Capri Hardtop, $3,925* 


{ ’ 
MERCURY—'56 Monterey Hardtop, $1,- 
100° 
‘52 Monterey Hardtop, $165°*. 
NASH—'53 Hardtop, $400. 
OLDSMOBILE—'54 (98) Hardtop, $850* 
(ps), $800° (ps). 
PACKARD—'55 Clipper 4-dr., $800°*. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
530 
‘56 Suburban station wagon, $1,155*°; 
Savoy 4-dr., $875*, $750. 
'55 Belvedere Hardtop, $805°*. 
53 station wagon, $550. 
PONTIAC —'57 Chieftain Hardtop, $1,- 
430° 
56 Chieftain Hardtop, $1,205°. 
'55 Chieftain conv., $1,050° (ps). 
54 Chieftain 4-dr., $450° (ps); 2-dr., 
$410. 


PHOENIX 


Phoenix Auto Auction. Sale every Wed- 
pesday. Prices are for sale of Apr. 30. 
Market very good. Sold 175 units from 
325 consignments. 
— "ST Super 4-dr., $1,700° (ps); 
Special 2-dr., $1,450°. 
"56 Century station wagon, $1,525° (ps). 
‘65 Century Hardtop 2-dr., $1,130° (ps); 
Special Riviera coupe, $945°. 
"63 RM 4-dr., $340° (ps). 
"62 Super 4-dr., $195°. 
CADILLAC—56 Eldorado Seville, $2,900° 
(ps). 
"55 (62) coupe de Ville, $1,700° (ps). 
— 58 Bel Air (8) 4-dr., $2,- 
400° (ps), 2 at $2,025*; Impala Hard- 
top 2-dr., $2,280; Biscayne 2-dr., $1,- 
865; Two-ten (6) Delray coupe, $1,- 


760. 

‘ST Bel Air (8) Hardtop 4-dr., 2 at $1,- 
730° (ps); Sport coupe, 2 at $1,660*, 
$1,625*: Bel Air (6) Hardtop 4-dr., 
2 at $1,625°; 4-dr.. $1,395; station 
wagon, $1,845°; Two-ten (8) 4-dr., 2 
at $1,465°, 2 at $1,425°; Two-ten (6) 
2-dr., $1,210; One-fifty (6) 4-dr., $1,- 
060 


'S6 Two-ten (6) 2-dr., $950. 

‘SS Bel Air (8) 4-dr., $890; Two-ten (6) 
2-dr., 2 at $710; Two-ten (8) 4-dr., 
$540; One-fifty (8) 4-dr., $650. 

"SM Bel Air 4-dr., $560; Two-ten 2-dr., 


$400. 
"53 station wagon, $495*; Bel Air 2-dr., 
$400; 4-dr., $310; Two-ten 4-dr.. 2 at 


$365. 
"62 SL Deluxe 4-dr., $280°; 2-dr., $250°. 
"51 SL Deluxe Bel Air, $240; 2-dr., $155°; 
4-dr., $110°. 
"49 4-dr.. $270. 
CHRYSLER—’'56 Windsor Hardtop, $1,500° 
(ps), $1.350° (ps); 4-dr., $1,300° (ps). 
‘Sl Saratoga 2-dr., $165°; NY 4-dr., 
$150°. 
DeSOTO—'52 (6) club coupe, $180*. 
"51 Sportsman Hardtop 2-dr., $195°*; 4- 
dr., $105°. 


DODGE—'55 Coronet Lancer 2-dr., $960°; 


Custom Royal sedan, $815° (ps). 

"53 Coronet (8) Diplomat, $310. 

"52 club coupe, $155, $125°, $125. 

FORD— 58 Thunderbird, $4,450° (ps), $4,- 
100° (ps), $3,950°, $3,900° (ps); Fair- 
lane (8) conv., $2,375* (ps); Country 


sedan, 2 at $2,315°; Fairlane 500 - 


dr.. $2,055° (ps). 

"ST Fairlane 500 4-dr., 2 at $1,770° (ps); 
Fairlane (8) Victoria, 2 at $1,610° 
(ps); Custom 300 2-dr. 2 at $1,250, 
2 at $1,240; 4-dr.. $1,245; Custom (8) 
4-dr., 2 at $1,205; 2-dr., $1,075. 

"S46 Country Squire, $1,385*; Fairlane (8) 
Victoria, $1,060°; 4-dr.. $900°, $835°; 
Country sedan, $1,015*; Ranch Wagon, 
$1,025°. 

"SS Fairlane (8) 2-dr., $675*; Main (8) 

: 4-dr.. $600; Custom (6) 4-dr., $505. 

"4 Custom (8) 4-dr., $460°, 2 at $375. 

53 Ranch Wagon, $490; Crest ( 4-dr., 
$410°, $355; conv., $380°; 2-dr., $315. 

"52 Hardtop, $385°. 

‘51 Custom 2-dr., $125. 

50 Custom 4-dr. $340. 

HUDSON —’'52 Hollywood Hardtop, $150*. 
IMPERIAL—'57 sedan, $3,100*. 
LINCOLN—'56 Capri coupe, $1,675* (ps). 
MERCURY—’'57 Voyager station wagon, 
ne 

onterey 4-dr., $590°. 

"52 Custom 4-dr., $215. 

NASH—'52 Statesman sedan, $130. 
OLDSMOBILE—'56 (88) 2-dr., $1,155°. 

55 (98) Hardtop 4-dr., $1,210* (ps), 
$1,210*; coupe, $1,125*, 2 at $1,050° 
(ps); (88) Holiday, $1,000°, 2 at 

a 

) iday, 15* ; 4-dr., 
$T00* y, $8 (ps) 


"53 4-dr., $390. 
‘52 (98) 4-dr., $320°; (88) 4-dr., $255°. 
"Sl (98) 4-dr., $135°. 
‘ 49 (98) 4-dr., $135°. 
ACKARD—'55 Clipper 4-dr., $920°. 
49 4-dr. $140. 
PLYMOUTH—'57 Belvedere conv., $1,760*; 
i-ar., $1,305, $1,185; 2-dr., 2 at $1,- 


"36 Belvedere 4-dr., 2 at $950° (ps). 
‘55 Belvedere 4-dr., $950. 
"34 Belvedere Hardtop 2-dr., $300. 
52 Savoy 4-dr., $250. 
50 conv., $165. 
PONTIAC—’55 Catalina Hardtop, $910°. 

53 4-dr., *. 

"49 4-dr. $105°. 

at 4-4r.. $1,600. 
-—'51 Champion sedan, $265. 

WILLY S—'57 Jeep, $1,090. 
MISCELLANEOUS—'58 Volkswagen 2-dr., 


"ST Ford %-ton pickup, $1,025* 
a "pean panel, $885. ; 
-ton icku; ; x 
—o 











%-ton pickup, $235. 
’S3 Morris Oxford 4-dr., $280; Chevro- 65. 
%-ton panel, ; Dodge %-ton ’53 Bel Air 4-dr., $570*, $300*; conv., 


$355 
pickup, $370; Ford %-ton panel, $305. 


CHR 
CHICAGO (ps). 


Greater Chicago Auto Auction, Inc. Sale °53 Windsor 4-dr., $250*. 
every Thursday. Prices are for sale of | DeSOTO—’57 Firedome 4-dr., $1,900* (ps); 


Seld 312 cars from 478 consignments. 

BUICK—’58 Super Riviera, $2,775* (ps). | DODGE—’57 Coronet Lancer, $2,035* (ps), 
"57 Special Riviera, $1,675*. $1,740° (ps), $1,625*. $1,525°. 
"56 Century conv., $1,630* (ps), $1,600* ’56 Custom Royal Lancer, $1,350* (ps); 


$1,530° (ps); coupe, 
; Super 4-dr., $1,505* (ps). 
"55 Century Riviera, $1,210* (ps); Super 4-dr., $655°; Royal 2-dr., $750. 


Special Riviera, "53 4-dr., $305 


"4 RM 4-dr., 
Century 4-dr., 
"53 Super 4-dr., 
$420, $410*, $400°. 
CADILLAC—’58 (62) coupe de Ville, $4,- 
(ps); 4-dr., $4,400° (ps). $1,556*; 2-dr., $1,400*; Custom (8) (ps). 


510° (ps), $3,370*° (ps). 

coupe de Ville, $1,840* (ps); 

(60) 4-dr., 2 at 
$1,675* (ps). 

CHEVROLET—’57 Bel Air (8) conv., $1,- (ps), $845*; conv., $1,120*, $985; 2-| NASH 


Sport sedan, $1,775* (ps), $1,720*, $1,- 
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680°; Sport coupe, $1,580*°; 4-dr., $1,- 
600* (ps); Two-ten (8) 4-dr., $1,405*; 
2-dr., $1,300*; Two-ten (6) 2-dr., $1,- 
250, $1,200; One-fifty (6) 2-dr., $1,180; 
One-fifty (8) 2-dr., $1,175. 

’56 Bel Air (8) Sport sedan, $1,325*; 
Two-ten (8) 4-dr., $945. 

55 Bel Air (8) Sport coupe, $985, $955,| _Model 
$940°; 4-dr., $950*; Bel Air (6) coupe,| 1958... 
$800; Two-ten 4-dr., $845*, $745°. 

*54 Bel Air Sport coupe, $685*, $615°*, 
$600*, $595°, $540, $510; Two-ten 4- 
dr., $480, $430; coupe, $4 


$455, $405; coupe, $315°. 
YSLER — ’56 NY Hardtop, $1,700*° 


*55 Windsor Nassau, $1,070* (ps). 





Firesweep Sportsman, $1,820*. 
’54 Firedome Sportsman, $600° (ps). 


$1,175* (ps); station wagon, $1,000*; Coronet (6) $625, $505*; conv., 


"55 Coronet Lancer, $940*; coupe, $850*; 


EDSEL—’58 Ranger 2-dr., $1,750*. ’55 Wasp sedan, $400. 


(ps); conv., $730*| FORD—'58 Country sedan, $2,200* (ps),| "53 Hornet 4-dr., $225°. 
°. $2,050. LINCOLN — ’57 Premiere 

Riviera, $475*, "57 Retractable Hardtop, $2,370* (ps); (ps). 
Fairlane (8) 500 conv., $1,825* (ps); ’55 Capri coupe, $985* ( 


Country sedan, $1,655*, $1,625*; 4-dr.,| MERCURY—'’57 Turnpike 


(ps), $3,700° 300 sedan, $1,355*, $1,300°, $1,290°, '56 Monterey coupe, $1 


$1,210° (ps), $1,205° (ps); 4-dr., $1,- 
135*, $1,095° (ps), $1,050° (ps), $875* "53 coupe, $505*, $420. 


$1,825° ‘(ps); dr., $955"; Custom (8) 4-dr., $885, 
$795, $760. 


375*, $1,245° (ps). 





SELL UPHOLSTERY OF 





She'll help close the sale...when you show her 


the beauty and high-fashion 
upholstery of Du Pont Nylon 


She knows her fashion . . . knows that upholstery of Du Pont nylon is 
fashion-right . . . has a look of elegance. And versatile nylon brings 


all these other advantages to upholstery fabrics: % longer wear *% 


easier care ¥x the all-season comfort of woven fabrics % a new look that 
lasts longer +x a wider selection of colors, designs, textures. Use all 


the advantages Du Pont nylon gives automotive upholstery to 
help sell your customers, to help close sales! 








Average $ 962 $ 969 $ 985 





‘SS Fairlane (8) conv., $1,175*; Victoria, 
$800*; Custom (8) sedan, $700, $650*, 


$635; conv., $945°, $800*; 4-dr., $735° 


’55 Ambassador 4-dr., $785°. 
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’53 Country club, $215. 
OBILE—’58 (88) 4-dr., $2,150*. 


OLDSM 
Model Breakdown "57 (88) Super Holiday, $2,200* (ps), 


$2,130* (ps). 


Of Auction Averages ‘56 (98) Holiday, $1,650¢ (ps); (88) 
May, 1958 April, March, 
To Date 1958 


Holiday, $1,530° (ps), $1,430° (ps); 
(88) Super Holiday, $1,465* (ps), $1,- 


1958 425* (ps), $1,275*. 
$2,646 $2,778 “8. oe. $1,150*, ro (pe). 
1,652 1,657 , ’ ’ ; conv., ; 
1.152 1,166 Holiday, $1,000* (ps). 
» ’564 (88) conv., $1,085*; (88) Super 4- 
906 895 dr., $955* (ps), $705*, $690° (ps); 
606 598 (98) Holiday, $875° (ps); (88) 4-dr., 
369 359 | PAOKARD—’55 Clipper 4-dr., $565*. 
237 243 53 Clipper 4-dr., $400* (ps). 
182 185 | PLYMOUTH—’57 Belvedere (8) coupe, $1,- 


750° (ps); 4-dr., $1,640°%; Suburban, 
$1,495*; Savoy 4-dr., $1,435*. 
’56 Belvedere (8) coupe, $1,070°; Savoy 
(8) 4-dr., $865, $850; Suburban, $805*°. 
’55 Plaza station wagon, $855*; Belve- 
dere 4-dr., $750°; Savoy 4-dr., $565. 
« | PONTIAC—'57 Chieftain 2-dr., $1,650*. 
$685*; Country *55 Chieftain conv., $630*. 


4-dr., $720. Squire, $850°; Ranch Wagon, $505; *54 Chieftain 2-dr., $445*. 
Custom (6) 2-dr., $485, 


HUDSON—’56 Hornet Hollywood, $695*. RAMBLER—’56 Country Club, $1,450*; 4- 


"53 Chieftain Catalina, $425*; conv., 
$405* 


dr., $1,100*; Cross Country, $980*. 
STUDEBAKER —’57 Silver Hawk, $1,345*. 
coupe, $2,590*° 56 Commander 4-dr., $905*. 


MISCELLANEOUS—’'55 Opel sedan, $630. 


JENISON, MICH. 


190°; Montclair; Grand Rapids Auction. Sale every Tues- 


Cruiser, $2,350° 


(ps), $3,400° (ps); sedan de Ville, $3,- $1,015. coupe, $1,060° (ps); Custom 2-dr.,| aay. Prices are for sale of May 13. 
’56 Thunderbird, $1,945; Country sedan, $935*, $830. Very nice consignment, Market very 
"56 (62) sedan de Ville, $2,325* (ps). $1,355* (ps), $1,250°, $1,220, $945*; '5S Monterey station wagon, $1,040;| solid om clean and better cars. Sales per- 
Fairlane (8) Victoria, $1,260* (ps), coupe, $975", $810° (ps), $745°, $645°,| centage very good throughout sale. Sold 


132 cars out of 202 consignments. 


56 Ambassador Country club, $1,- BUICK —’57 Super conv., $2,780* (ps); 


Super Riviera 2-dr., $2,150° (ps); 
(Continued on Page 40, Col. 3) 





styling in 


Ninety minutes everybody 
will be taiking about—the 
“Du Pont Show 
of the Month’’— 


Member of the Wedding 
June 12, 1958, 
9:30-11 PM, EDT, 
on CBS-TV 





‘ 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 
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Elmer N. Hacker, left, counts on the Yellow Pages 
to make national advertising pay off for him. 


“National advertising sells prospects 
— the Yellow Pages make customers !”’ 


says ELMER N. HACKER, 
HACKER MOTOR COMPANY, Oakland, Calif. 


“What makes a customer call us about Mercury? One reason is TV’s 
Ed Sullivan and Julia Meade. Another is Mercury’s ads in magazines 
and newspapers. But I'll say this—I honestly believe that if we 
weren't in the Yellow Pages, our new car prospect and service calls 
would drop 50%.” 

National advertising sells automobiles. But it’s Yellow Pages 
advertising that sells you as the local outlet. So cash in on the pro- 
motional support your manufacturers give you. Call your telephone 
business office for more information on advertising in the classi- 
fied directory. 


“WHERE TO BUY THEM” 
ALAMEDA 
Safe -Used Cars 

1825 Park) ..... + eeeeesbAkebrst 2-4617 
2352 Shattuck «eeecees. Thermal 5-7010 


Used Car Call. .eeeeeees Viena 5-2676 
BOS PHILIPPI inc 
4200 E 14th. KElog 4-544 
CO-NEW 


ka Dealer 
2345 Broadway ........ . . TWinoks 3-7282 





Ye-PAGE DISPLAY AD, shown reduced, 
is one of two in the Yellow Pages, 


bringing orders to Hacker Motors. 


TRADE-MARK listings under Lincoln 
and Mercury in the Yellow Pages 
direct sales to local dealer Hacker. 


ATTENTION ALL FORD DEALERS! 
You've asked for it! And here it is! 


The 1958 Ford brochure! 


““You too can afford a '58 Ford”’ 


This year the brochure is bigger and better! 
We sold so many last year that we decided to make it bigger and more 
attractive this year. 
1) Your salesman will like it because your prospect must bring it into the 
showroom. 
2) Your prospect will not buy a car from any dealer until he checks to see 
if he can get the deal “He wrote up.” 
3) Wt will increase sales sky high! 
Foro Pree comple Lroctse 8 ont ond molt fo: __ 


Benny Associates, Inc. 
4 North Jerusalem Avenue 
Hicksville, New York 


Gentiemen: 
Please mail me FREE and at no obligation a sample Ford brochure. 


Wells 1-7200 
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Used-Car Auction Prices 





(Continued from Page 39) 


Century 4-dr., $2,000*; Special 4-dr., 
$1,825°*. 

’56 Special 4-dr., $1,305*, $1,230°; RM 
4-dr., $1,300* (ps); Super Riviera 4- 
dr., $1,225° (ps). 

'55 Special Riviera 2-dr., $975*, $900°; 


Special Deluxe 2-dr., $750°*. 
'54 Special Riviera 2-dr., $785*; Special 


Deluxe 4-dr., $460°%; Century 4-dr., 
$745°. 
'53 Super Riviera 2-dr., $425*, $330°; 
4-dr., $315*. 


"52 4-dr., $125°. 
CADILLAC—’ 57 (62) conv., $3,560* (ps); 
4-dr., $3,200° (ps). 
'54 coupe de Ville, $1,650° (ps). 
CHE VROLET—’58 Impala (8) Sport coupe, 


$2,545° (ps), $2,425* (ps), $2,400°; 
Brookwood (6) station wagon, $2,200. 
‘57 Bel Air (8) conv., $1,815*; station 


wagon, $1,655*; 2-dr., $1,525; Two-ten 
(8) station wagon, $1,615*; 4-dr., $1,- 
470*, $1,430°; 2-dr., $935°. 


'56 Two-ten 4-dr., $925, $905; 2-dr., 
$870°. 
’55S Bel Air conv., $1,200*; club coupe, 


$925*:; 4-dr., $890, $850*°; Two-ten sta- 
tion wagon, $1,065; 2-dr., $710, $705°. 
54 Bel Air 2-dr., $650; 4-dr., $570° 
(ps); conv., 
'53 club coupe, $495°, $300; 4-dr., $440°, 
$435, $410°*; 2-dr., $350. 
CHRYSLER—’56 Windsor club coupe, $1,- 
270°. 
55 ‘300° club coupe, $1,145* (ps). 
DeSOTO—'56 Firedome (8) 4-dr., 
(ps). 
'53 4-dr., $265. 
DODGE—’58 Coronet (8) 
’57 Coronet (8) 4-dr., 
56 Royal Lancer 4-dr., 
‘55 4-dr., $810° 
FORD—’58 Skyliner conv., $2,910* 
Custom (8) 4-dr., $1,750; Custom 
4-dr., $1,690 
’57 Fairlane 500 (8) 4-dr., 
$1,650°; 2-dr., $1,420°; 
$1,450° 
'56 Country sedan station wagon, $1,- 
325°, $1,275*; Custom conv., $1,280° 
(ps); club coupe, $1,020°, $940, $910° 
(ps), $880°; 4-dr., $1,015*, $935°, 
$915; 2-dr., $875, $750°; Fairlane 4- 
dr., $995*, $915. 


4-dr., 
$1,420°. 
$1,265° 


$2,250°. 
(ps). 


(ps); 
(6) 


$1,715°, 2 at 
Custom 2-dr., 


'S5 station wagon, $1,010; conv., $975; 
4-dr., $805, $790; 2-dr., $790 
'S4 station wagon, $745*; 2-dr., $600°, 
$575*, $525, $470, $345° 
"53 4-dr., $330°, $235; 2-dr.. $280°. 
HUDSON—'5S4 Hornet 4-dr., $315° (ps) 


LINCOLN ‘55 Capri club coupe, §850° 
(ps) 
"S4 4-dr.. $725° 
MERCURY ‘55 Montclair club coupe, 
$975. 
NASH 52 Statesman 4-dr., $245* 
OLDSMOBILE — ‘57 (88) Holiday coupe, 
$1,875*, $1,800° 
"56 Super (88) Holiday coupe, $1,380* 
(ps); 4-dr., $1,260° (ps); (88) 4-dr., 
$1,290°, $1,275° 
"54 (88) 4-dr.. $900°; Super (88) Holl- 
day 2-dr., $745° (ps). 
"53 (98) 4-dr., $380°. 
PLYMOUTH— 56 Savoy (8) 2-dr., $760, 
$700. 
"SS Belvedere (8) 2-dr., §895°; Savoy 


(8) 2-dr.. $585°. 
‘53 Savoy 2-dr., $200. 

PONTIAC—'56 Star Chief club coupe, $1,- 
325° (ps): Chieftain club coupe, $1,- 
040°, $975°, $960°; 4-dr.. 2 at §830*. 

‘53 club coupe, $340; 4-dr., $300°. 

RAMBLER — 57 Super 4-dr., $1,150. 

MISCELLANEOUS—"57 Volkswagen 2-dr., 
$1,400; Ford (6) Ranchero pickup, 
$1,150°. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 15. 

Market remaining same, still demand 
for "50, "61, "62 and "53 models. Sold 69 
ears from 81 consignments. 
BUICK—'55 Special Riviera, $1,115*. 

"4 Century Riviera, $770°; Special 4- 

dr., $550. 

"S53 RM 4-dr., $420° (ps). 

"51 Hardtop, $100°. 
CADILLAC— 51 (61) 4-dr., $290°. 

"50 Fleetwood 4-dr., $265°. 

"49 (62) 4-dr., $285°. 
CHEVROLET — ‘56 One-fifty (6) 4-dr., 


$990. 
"S3 Bel Air sedan, $470, $405, $390°; 


Two-ten sedan, $300°, $295; coupe, 
$450. 
"52 sedan, $200°, $100°. 
"51 sedan, $165, $110°, $100. 
CHRYSLER—'53 Windsor 4-dr., $270*. 


DeSOTO—'53 Hardtop, $320° (ps). 
DODGE—'52 Coronet 4-dr., $200*. 
FORD—'57 Custom (8) 300 4-dr., $1,160°, 
$1,130°, $1,055". 
"56 Fairlane (8) 4-dr., $1,000*°; Custom 
(8) sedan, $960, $940, $810. 
'55 Custom 4-dr., $645. 
"54 Custom (8) 4-dr., $395. 


53 Custom (8) 4-dr., $380, $345; 2-dr., | 


$255*; Custom (6) 4-dr., 
"52 Custom (8) 4-dr., $170*. 
IMPERIAL—'55 Hardtop, $1,220* 
MERCURY — ‘55 Monterey 4-dr., 
(ps). 
"54 Monterey coupe, $700. 
NASH—'52 Ambassador 4-dr., $190. 
"51 station wagon, $225. 
OLDSMOBILE —'53 (88) Super 4-dr., 
$400°. 
PACKARD—’53 Clipper 4-dr., $190*. 


(ps). 
$1,080° 


PLYMOUTH—'55 Piaza (6) 4-dr., $480. 
"53 Cambridge 4-dr.. $240; Cranbrook 
4-dr., $180. 
*51 Cranbrook 4-dr., $120. 
PONTIAC—'56 Chieftain 4-dr., $1,210°. 


‘53 Custom Chieftain Catalina, $380*. 
MISCELLANEOUS—'55 Ford %-ton pick- 
up, $680. 
’54 International %-ton pickup, $465. 
"50 Ford cab and chassis, $150. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction, Sale 
every Friday. Prices are for sale of May 
16. 

Sold 264 cars from 403 offerings. 
BUICK—'5Y Special Riviera, $1,250°. 


56 Super 4-dr., $1,265° (ps), $1,165* 
(ps); Riviera, $1,065* (ps). 
‘55 Super 2-dr., $930*, $765°; Riviera, 


$950° (ps), $890° (ps). 

"54 RM 4-dr., $640° (ps); Riviera, $645* 
(ps); Special 4-dr., $690* (ps); Cen- 
tury Riviera, $595*. 

"53 Special 4-dr., $405, $235; RM 4-dr., 
$400° (ps). 


\ 


$555; One-fifty 2-dr., $300. | 





$1,475* | 





CADILLAC—’58 (62) coupe, $4,220* (ps). 
"56 (62) coupe, $2,295* (ps). 
’55 (62) conv., $1,985* (ps). 
"54 (62) 4-dr., $1,510* (ps); coupe, $1,- 
295* (ps). 
’53 (62) 4-dr., $660* (ps). 
"51 (62) 4-dr., $320°*. 
"50 (62) 4-dr., $385°*. 
CHEVROLET—’58 Impala $2,- 
155*. 
’57 Bel Air (8) Hardtop, $1,745*; coupe, 
$1,625*,. $1,565*; 2-dr., $1,560*, 
56 station wagon, $1,145*. 


(6) conv., 


"55 Bel Air (8) coupe, $770*; Bel Air 
(6) 2-dr., $375; Two-ten 2-dr., $675*, 
$675. | 

*54 Bel Air 2-dr., $545*; Two-ten coupe, 
$535. 

"53 Bel Air 4-dr., $415, $400; coupe, 
$385. 

52 conv., $195*; 4-dr., $195°; 2-dr., 
$145, $125. 

"50 2-dr., $150. 

CHRYSLER—’55 NY coupe, $1,165* ( ps), | 
$905*. | 
DeSOTO—’54 Firedome conv., $395* (ps). | 

"53 Firedome 4-dr., $180. 

’52 Custom 4-dr., $110. 

*51 Custom 2-dr., $100. 

DODGE—'56 Coronet coupe, $1,075*. 

55 Coronet coupe, $735*; 2-dr., $750. 

54 4-dr., $405* (ps). 

’53 Coronet 4-dr., $140 

FORD—'56 Fairlane (8) Victoria, $1,100* 
(ps), $1,080, $900* (ps); Custom 


Ranch Wagon, $990, $870; Custom Vic- 
toria, $975; 2-dr., $700. 

"55 Fairlane (8) sedan, $740° $640*; 
Custom sedan, $665, $420; Main 2-dr., 
$445. 

"54 sedan, $525, $490, $430°. 


"53 station wagon, $340; sedan, $395, 
$330, $310 

"52 station wagon, $310; 2-dr.. $230, 
$180. 


'51 2-dr., $150, $100. 


PACKARD — 





PONTIAC—’56 Star Chief Catalina 


——— 
HUDSON—’54 Hornet 4-dr., $275”. 
LINCOLN—’52 Capri 4-dr., $220" 
MERCURY—'57 Monterey conv., $1,785 
*56 Monterey sedan, $970. i 
’55 Monterey coupe, $875*; Custom 4. 
dr., $725*, $610*; Montclair coupe 
$940*, $725. 


’54 Monterey coupe, $685*, $65°* (pg). 
4-dr., $500* $420*. 7 


NASH—’53 Ambassador 4-dr., $1585 
OLDSMOBILE — '58 


(88) 4-dr., $2,6g9¢ 

(ps). 

"57 (98) 4-dr., $2,015* (ps); (88) Super 
Holiday, $2,005* (ps). 

*55 (88) Holiday, $1,100*. 

’54 (88) Holiday, $830*. 

’53 (98) Holiday, $475°*. 

"51 sedan, $100*. 

’56 Clipper 4-dr.. $1,075 
(ps). 

’54 Clipper 4-dr., $195. 

*53 Clipper 4-dr., $140. 


PLYMOUTH—’ 57 Savoy (8) 2-dr., $1,200*; 


Savoy (6) 4-dr., $1,050. 

'56 Fury coupe, $1,395*; Savoy (6) 2. 
dr., $820, $745; Plaza 2-dr., $775, 

’55 Savoy 4-dr., $300. 

’54 Savoy 2-dr., $280, $275, $225 

53 station wagon, $365; coupe, 
2-dr., $240, $120. 

"52 2-dr., $130. 

°51 station wagon, $140. 


$250; 


$1,250, 
Cata- 
$835° 


‘55 Star Chief conv., 
lina, $960*; 
(ps). 

"54 4-dr., $570*, $300. 

"53 Catalina, $340*, $265*. 

’52 2-dr., $185°. 

"51 4-dr., $170*, $115*, $110. 


NEW YORK CITY 


Skyline Auto Auction. 


$945* (ps); 
Chieftain Catalina, 


Sale every Tues- 

Market ‘‘red hot’’ here this week as 
all good clean merchandise was betng 
snapped up. Rough and off cars bringing 


day. Prices are for sale of May 13 


just what they are worth. Sold 102 can 


out of 130 consignments. 


BUICK—’'56 RM conv., $1,390°; Super 4 
dr., $1,250°. 
"55 RM Hardtop, $985* 
"53 Special 4-dr., $365*; Super Hardtop, 


$330°; RM 4-dr., $205°*. 
(Continued on Page 46, Col. 1) 


THERE’S A BIG DIFFERENCE IN THE THREE HOUSTON NEWSPAPERS .. . 


ao ADVERTISERS xnow o: 









TOTAL 


oe 


TWICE AS MANY ADS AS 





% OF TOTAL LINAGE EXCLUSIVE ACCOUNTS 


CHRONICLE 43% 68% 
Post 38% 26% 
Press _19% 6% 

100% 100% 


THE POST! SIX TIMES AS MANY AS THE PRESS! 


NUMBER PERCENTAGE 
CHRONICLE ADS 133,882 61% 
Post Ads 64,804 29% 
Press Ads 21,795 10% 
TOTAL 220,481 100% 


TOTAL ADVERTISING LINAGE FOR YEAR 1957 
MORE THAN BOTH OTHER NEWSPAPERS COMBINED! 
























CHRONICLE 42,710,266 
Post 31,694,991 
’ Press 9,764,940 





a natural partner 


Automotive dealers find that selling mobile 
hemes is a mighty logical subsidiary operation. The 
initial investment requirements are low enough 


to make the idea interesting . . . the returns high enough 


THE REASON 27,4, / 
THE HOUSTON CHRONICLE 





to make a franchise exceptionally inviting. Alma’s 
promotional programs, factery training, merchandising 
aids — make it easy fer the newcomer to step 

right inte a profitable position. 


For the facts you'll find most enlightening 
contact KEN MITCHELL, General Sales Manager. 


Wire. ..or phone Alma 920 
Alma, Michigan 

















The man who sells 


OL DSMmobhbili tyy 





(ps); 


2,680* 
Super 


1,075* 





















vt is backed by the safety features 
with new sales appeal! 


$250; 


1,250, 
Cata- 
$835* 











SAFETY-SENTINEL allows pre- 
setting of speed warning. Buzzer 
and flashing light alert driver 
when limit is reached. 


SAFETY-VEE STEERING WHEEL is 
deeply recessed for extra safety. 
New, two-spoke design means 
at-a-glance view of instruments. 







ROCKET ENGINE . . . new for * 


pte we 
FOUR-BEAM HEADLAMPS make . —azl 








night-driving far safer with 50% \ . ~ "58 .. . with famous high-com- 
more light on high beam, 25% Ai iD HM ' pression safety power reserve 
more light on low beam. and greatly improved fuel econ- 
ae Py {' { omy, too. 
— : 
















E 


aa 





SAFETY PLATE GLASS all around 
is an extra-quality feature that 
gives driver and passengers 


SELF-ENERGIZING BRAKES use 
car's own motion to increase 
braking effectiveness. Special 






cooling ring dissipates heat. TOZ 3 TOZ clear, undistorted vision. 
to's LPED 
Peerp 3 PECFD 
Zarcer § eercecs? 
CHECK YOUR CAR... reuorz> 7 i AEE hy 
ale 3 FrEeLrtoerend 






CHECK YOUR DRIVING... 
CHECK ACCIDENTS! 


Bron, i 


DESIGN THAT PuTS “his month, more than any other, people every- 


where are especially safety-conscious. To Olds 
SAFETY FIRST HAS Dealers this means increased sales opportunities 
HELPED MAKE . .- for Oldsmobile provides prospects with built-in 


confidence. Big-car protection plus responsive 





OLDS FIRST Rocket performance make OLDSmobility a new 
IN SALES IN THE word for safety. And it’s Oldsmobile’s wide selec- 
tion of safety features . . . plus brilliant new ZY 
MEDIUM PRICE Mobile Look Styling, that have combined to A rt MT a 
: f A , peALAL ii iil te a j ‘ rrr ial 
CLASS NATIONALLY! rocket Olds into first place in sales in the Medium US 1958. TH Tre 


Price Class. This year it’s smart to be with Olds! 


OLDSMOBILE 


DivistIoON ©o Ff GEN ERA L MOTOR S ° LANSING, MicCcCfHIGAN 
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The following prices itnciude the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 


the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. | 


sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr, hardtop, $4,- 
557; conv., $4,680. Limitea—4- dr, hardtop, | 
$5,112: 2- dr. ee. $5,002; conv., 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Fight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
steering standard on Super, Road- 

master 75 and Limited, Power brakes 
standard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— | 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—S-pass. sed., $8,460; 8-pass. limousine, 





The following tmported-car prices 
Port of Entry figures at New York. ‘They 
include ocean freight, U. S, excise tax 
and import duty. They Go not include 
“emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1958, by Automotive News) 
ALFA ROMEO—Glulictta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 2000 Sertes— 
4-dr. sed., $4,994; Spider roadster conv., 
$4,982. 

ARNOLT-BRISTOL— (Prices 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 Deluxe 2-dr. sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,211. 
(Heater standard.) 

AUSTIN-HEALEY — conv., $3,087; De- 
tuxe conv., $3,389. (Heater standard on 
Deluxe.) 

AUTO UNION—‘*'1000" cpe. deluxe, $2,- 
496. (Heater standard.) 

BENTLEY—#eries S-—Standard Stee! Sa- 
loon, $12,900. (Other models are custom- 

built and vary considerably in price.) 

BERKELEY — 328-c.c. roadster, $1,595 
in New York ($1,695 in Los Angeles. West 

Coast is principal entry point). 

BMW — Model 502/3.2 — $6,198; Model 


503/8, $9,292. 

BMW ISETTA 300 — sunroof, $1,048; 
cabriolet, $1,008. BMW (iIsetta) 600-—5- 
pass. sed., $1,398. (Heater standard on all 
models. ) 

BORGWARD—Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2.685; Touring Sport, 
$2.545; Touring Sport Coupe, $3,750. 

OCITROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr. sed., 
$2,795 ‘air suspension). DS-19—4-dr. sed., 
$3,295. (Alr suspension, heater, power 

power automatic clutch 


DKW—4-dr. sed., $2,395: 2-dr. sed., $1,- 


$8,675. 


power brakes standard on all models.) 
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CHEVROLET 
cylinder models. 
ray—4-dr. sed., 
2-dr, util. sed., 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 


(Prices are for six-| 
For V-8s, add $107.) Del- 


| Impala hardtop, $2,586; Impala conv., $2,- 


$5,125, | Brookwood, 


Port-of-Entry Prices 
On Imported Cars 


are F.O.B. | 





995; 2-dr. hardtop, $2,195; stat. wag., §2,-| 


495. (Heater standard on all models.) 
FACEL-VEGA — 2-dr. hardtop, 
Excellence 4-dr. hardtop, $12,800. 
matic transmission, power brakes, 
windows, radio, heater are standard.) 
FIAT—S00 Series—sunroof sed., $1,098. 
600 Series—4-dr. sed.. $1,658; 2-dr. sed.. 
$1,353; sunroof sed., $1,415. 1100 Series— 
4-dr, sed., $1,743; stat. wag., $2,129. 1200 
Series—Gran Luce sed., $2,278; roadster, 
$2,553. (Heater standard on all models.) 
FORD (England) Anglia 2-dr. sed., 
539; Perfect 4-dr. sed., $1,639; Escort 
-dr. stat. wag., $1,629; Squire 2-dr. stat. 
wag., $1,739; Mark II Series——Consu!l—4-dr. 


sed., $2,012; conv., $2,351; Zephyr 4-dr. 
sed.” $2,193; conv., $2,552; Zodiac—4-dr. 
sed.’ $2,365; conv., $2. 843. 


GOGGOMOBIL—400 sed., $1,160; Florida 
Sunroof deluxe, $1,280; Step-iIn Van, $1,- 
460; Coupe de Ville, $1,560. (Heater stand- 
ard on all models.) 


$9,750; | 
power 


GOLIATH—1100 Series — Standard busi- | 


ness sed., $1,995; Custom 2-dr. sed., $2,- 


734, Station Wagons—-2-dr. 2-seat Yeoman, 


| $2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr, 3-seat 
$2,678; 4-dr. 2-seat Nomad, 


$2,728. Corvette — hardtop cpe, or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
|129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Sarai 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. 
sed., 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., 34, 868; 4-dr, 3-seat stat. 
| wag., $5,083. 300-D—2- dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 


ing standard on Saratoga, New Yorker and | 


300-D. Power brakes standard on 300-D.) | 


088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 
Custom modeis.) 


HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIIT—4-dr. sed. (over- 
drive and power steering), $5,750; 4-dr. 


(automatic transmission and 
steering), $5,835. 3.4 Liter Sedan—(over- 
drive and disk brakes), $4,542.50; 
matic transmission and disk brakes), 
642.50. XK-150—cpe., $4,475; cpe. 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), 
660; roadster (automatic 
$4,745; “‘S’' roadster (overdrive), 


LANCIA—GC 2500; cpe. or conv., 


LLOYD — 4-pass. sed., $1,295; 4-pass. 
conv., $1,395; 4-pass. stat. wag., $1,345; 
6-pass. stat. wag., $1,545; 6-pass, 
wag. (long wheelbase), $1,645. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020: 190-SL. epe., $5.232 (with 
removable hard or soft top, $5,416); _ 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283 
220-S conv.. $7,641; 300-C 4-dr. sed., $7.- 
559; 300-SL cpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL. roadster, $10,928; 
300-S© conv. or roadster, $12,272. (Power) 
brakes standard on 219 sed.; sutomatic. 
transmission standard on 300-C sed, and 
300-D hardtop.) 


sed, 


$4,- 
(auto- 


transmission), 
$5,095. 


$6,575. 


METROPOLITAN — 2-dr. hardtop, $1,-) 


626.10; conv., $1,650.10. 
MG—MG “A*’—roadster 
$2,462; roadster (wire wheels), 
cpe. (disk wheels), $2,695; cpe. 
wheels). 
740. (Heater standard on Magnette.) 
MORRIS—4-dr. sed., $1,794; 4-dr. 
luxe sed., $1,860; 2-dr. sed., $1,705; — 
Deluxe sed., $1,761; Tourer (conv.), 
689; Deluxe Tourer (comv.), $1,745; an 
wag., $1,912; Deluxe stat. wag., $1,967. 
(Heater standard on Deluxe models.) 
OPEL, — Rekord — 2-dr. sed., $1,957.50. 


(disk wheels), 
$2,546; 
(wire | 


Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. deluxe sed., $1,995./ _ 
(Heater standard.) 


PEUGEOT — 403 —4-dr. sunroof sed., 
$2.175. 

NSU PRINZ—2-dr. sed., $1,398. (Heater 
standard.) 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125) 
horsepower (Carrera), $5,215. COoupe—70 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 
HMardtep—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), | 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 





(Continued on Page 48, Col. 4) 


(Hydra-Matic, power steering, | 


$2,155; 2-dr, sed., $2,101; | 
$2,013, Biscayne — 4-dr. | 


New Yorker—4-dr. | 
$4,295; 4-dr. hardtop, $4,403.50; 2-dr. | 


power | 


(auto- | 


$4,-| 


stat. | 


$2,785. Magnette—4-dr. sed., $2,- | 
De- | 


CONTINENTAL—4-dr, sed., $6,072; 
| dr, 
conv., $6,283. (Turbo-Drive, power steer- 


| ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., 
818.50; 4-dr. hardtop, $2,953; 2-dr. 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
| seat stat. wag., $3,266; 4-dr. 3-seat stat. 
| wag., $3,408, Firedome—4-dr. sed., $3,085; 
| 4-dr. hardtop, $3,234.50; 2-dr, hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat, wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six — 4-dr. 
529.50; 2-dr. sed., 
| $2,5 


sed., $2,- 
$2,448.75; 2-dr, hardtop, 
71.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr,. hardtop, $2,854. Custom 
Royal—4-dr. sed., $3,030; 4-dr, hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 
Custom Sierra, $3,212.25; 4-dr, 3-seat Cus- 
tom Sierra, $3,354.25. 
EDSEL—Ranger—4-cr. 
dr. sed., $2,519; 4-dr. 
2-dr. hardtop, $2,593. 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 


sed., $2,592; 2- 
hardtop, $2,678; 
Pacer—4-dr. sed., 


top, $3,535; conv., $3,801. Station Wagons 
| —Roundup—2-dr. 2-seat, $2,876. Villager— 
| 4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
| Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
| Seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD — (Prices are for six-cylinder 
models. For V-Ss add: $107 for station 


sedans and 
hardtops; 
300—4-dr. 
business sed., 
$2,275; 2-dr. 


hardtops; $123 for 

$137 for Custom 300.) 
sed., $2,109; 2-dr. sed., 
$1,967. Fairiane—4-dr. 
sed... _& 221; 4-dr. 


Custom 


sed, 
hardtop, 





3 States Previously 


4- | 
meee, $6,072; 2-dr. hardtop, $5,825; | 


$2,- | 
hard- | 


3-seat Sierra, $3,176.25; 4-dr, 2-seat | 


Clitation—4-dr, hardtop, $3,615; 2-dr. hard- | 


wagons, Fairlane sedans and Fairlane 500 | 
Fairlane | 


$2,055 ; 





$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr, sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 
| 162.69. Station Wagons — 2-dr. 
Ranch Wagon, $2,396.76; 2-dr. 
Rio Ranch Wagon, $2,503.24; 
Ranch Wagon, $2,450.76; 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr., 3-seat 
Country Squire, $2,793.90. Thunderbird — 
2-dr. hardtop (4-passenger), $3,630.85 (V-8 
standard), 

IMPERIAL — Imperial —4-dr. sed., $4,- 
|945; 4-dr, hardtop, $4,945; 2-dr. hardtop 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 

LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr, sed., $5,565; 4-dr. hardtop, 
| $5,565; 2-dr. hardtop, $5,318. 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., 
2-dr. sed., $2,547. Monterey—4-dr, sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2.840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr, hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park. 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., §3,- 
| 221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr. sed., $3,112; 4-dr. hardtop, $3,339; 
: 2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 


4-dr, 
4-dr. 


2-seat 
2-seat 


$2,617; 









































2-seat | 
2-seat Del | 


(Turbo-Drive, | 


Park | 





i an 

| 2-seat hardtop stat. wag., $3,623. Series 
—4-dr. sed., $3,824; 4-dr, hardtop, 4 096; 
Jet. 


2-dr. hardtop, $4,020; conv., $4,306 
away Hydra-Matic, power steering, a 
brakes standard on Series 98.) 
PACKARD — 4-dr. sed., $3,212; = 
hardtop, $3,262; 4-dr. 2-seat stat 
$3,384. Hawk — 2-dr,. hardtop, $3.98 


| (Flightomatic and power brakes are stang. 
ard on all models.) 
PLYMOUTH —(Prices are for six-cylinder 
| models. For V-8s, add $107.) Plaza—4.qr 
| sed., $2,169; 2-dr, sed., $2,117.50; bus. 


$2,028.25. Savoy—4-dr. sed., $2,304 75; 2 
dr. sed., $2,254.25; 4-dr. ” hardt« Pp, ‘32. 
399.50; 2-dr. hardtop, $2,328.50. Bei 


—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.59; 

4-dr, hardtop, $2,527.50; 2-dr. harat DP, $2,. 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std. ), $3,066.50. St- 
tion Wagons (Suburbans)——2-dr, 2-seat De. 


luxe, $2,431.50; 4-dr. 2-seat Deluxe, g2 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
|4-dr, 2-seat Custom, $2,607; 4-dr. 3-seat 
| Custom, $2,747; 4-dr. 2-seat Sport, 
759.75; 4-dr. 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792: 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 


2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
2,880. Star Chief—4-dr. sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3, 122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
2-dr. hardtop, $3,481; conv., $3,556, 
RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr. sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2, 506. Custom Sk 
—4-dr. sed.. $2,327; 4-dr. 2-seat stat 
wag., $2,621. Rebel V-8—Super — 4-dr 
sed., $2,342; 4-dr. 2-seat stat. wag., §2 
636. Custom -— 4-dr. sed., $2,457; 4-dr, 
hardtop, $2,532; 4-dr. 2-seat stat. wag, 
$2,751. Ambassador — Super — 4-dr. sed, 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cu» 
tom—4-dr. sed., $2,732; 4-dr, hardtop, §2. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2-seat hardtop stat. wag., $3,116. 
STUDEBAKER—Scotseman 6—4-<r. 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat, 
wag., $2,055. Champion 6—4-dr. sed, 
$2,253; 2-dr. sed., $2,189. Commander V4 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639: 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2. 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,252. (Overdrive standard on Golden 


sad. 


Hawk. Heater standard on Scotsman. ) 
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cannot assume any liability by reason of inaccuracies or omissions. mee 4 


Every reasonable precaution has bees 
at the time the report is published. 
Polk & Co. 
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The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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See Barbara Hale as ‘Della Street’’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Della Street” proves E-Z-EYE is the next best thing to air conditioning 


Let your customers drive your demonstrator out in 
the sun and roll the E-Z-Eyve window halfway down. 
They'll feel the sun burning their forehead while the 
rest of their face stays shady cool. The reason: E-Z-Eve 
Safety Glass has a special blue-green tint that filters 
out hot solar radiation, keeps it from pouring in 
on the car’s occupants. 











IS roll-the-window test to sell more £-Z-tYE 0 


Reduces fatiguing glare, too 


This test also shows how E-Z-Eyve protects against 
glare fatigue, caused by squinting into strong natural 
light. Particularly through the windshield, your cus- 
tomer will see how shaded E-Z-Eyve Safety Plate 
reduces glare while giving clear, undistorted vision. 


Any wonder why E-Z-Ere is one of your car’s most wanted 
options? And a most profitable one for you? Sell it! 


3 steps 
to added 
profits 


=-Z-IEVIE 


LIBBEY - OWENS 


1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 
GLASS. Cars move more 
easily with E-Z-Eve (na- 
tional survéys show more 
than 55% of car buyers 
want tinted glass). 


SAFETY 


* FORD GLASS COMPANY, TOLEDO 3, OHIO 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 
better way to sell the 
features of E-Z-Eve than 
by giving your prospects a 
convincing look-through. 


Ta 


I 
\-~, 


O,) PLATE 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 
of the least expensive of all 
optional features, but an 
extra sale for you and much 
of it clear profit! 


CaAl_ASS 























How you can profit from) 


Reader's 


Promote Laminated Safety Glass— 
Now millions more know its benefits 
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Six CoNSECUTIVE IssuEs of Reader’s Digest have carried 
colorful spread advertisements educating drivers every where 
to the meaning of Laminated Safety Glass . . . how to recognize 
it and how it makes driving safer. This is the most powerful 
campaign of its kind in automotive history. And whether you 
are a manufacturer, a distributor, or dealer, you can take advan- 
tage of the Digest’s impact to re-emphasize to your customers 
that Laminated Safety Glass is a quality product and has a plus 
value—a valuable selling point for you. 








yMonsanto’s safety drive 


+ 





















2 million business owner or 
executive readers who can 
influence fleet sales 


All these interested, responsive readers and the 
faith and confidence they have in Reader’s Digest 
are reasons why Monsanto chose the Digest ex- 
clusively to do a basic job of education. 


Reasons, too, for you to make America’s largest 
magazine the foundation of your selling campaign. 
For an analysis of how Reader’s Digest covers 
your best prospects call the Digest office nearest 
you. In New York, MUrray Hill 4-7000; in 
Chicago, WHitehall 4-2544; in Detroit, TRinity 
5-9600; in Los Angeles, OLive 3-0380; in San 
Francisco, EXbrook 2-3057. Or write to: Reader’s 
Digest, 230 Park Avenue, New York 17, N. Y. 


Through Reader’s Digest advertising, 
Monsanto reaches these millions 


17 million women who influence 
car-buying decisions will own or drive cars 


7 million readers in the 





$7,000 and over income group on farms 







People have faith in 


fReader’s Digest 


Largest magazine circulation in the U.S. 
Over 12,000,000 copies bought monthly 









6 million young readers who 





4 million readers who live 


*Alfred Politz, Research, Inc., ‘‘A Study of Seven Publications’’ 


Used-Car Auction Prices 


(Continued from Page 40) 


’52 Special Hardtop, $215*; Super 4-dr., 
$115°. 

"50 Super 4-dr., $100. 
CADILLAC—'56 (62) 4-dr., $2,400° 
’55 (62) Hardtop, $2,000° (ps). 

"54 (62) conv., $1,435* (ps). 

"562 (62) 4-dr., $380°. 

"50 (62) Hardtop, $290*; 2-dr., $200°. 

CHEVROLET—'57 Two-ten (8) 2-dr., $1,- 

250, $1,180; 4-dr., $1,215. 

56 Bel Air (6) 4-dr., $1,225; Two-ten 
(8) station wagon, $1,100; 4-dr., $1,- 
030; 2-dr., $925, $915, $900, $890, 


$855. 
"56 Bel Air 4-dr., $790; Two-ten 2-dr., 


(ps). 


$750. 
54 Bel Air Hardtop, $750; Two-ten 2- 
dr., $750, $510; 4-dr., $525. 
’53 Bel Air 2-dr., $400; Two-ten 4-dr., 
$375, $300. 
"52 conv., $220; 2-dr., $130, $100. 
DeSOTO—'56 Firedome (8) 4-dr., 
'55 Fireflite (8) Hardtop, $1,010. 
DODGE—'53 Meadowbrook 4-dr., $140. 


$1,310. 


Americans in motion depend upon Holley 
The startling advances in the last decade 
in pounds of thrust, in horsepower have 


exceeded nearly every 


America’s engine development history. The 
challenge of contributing to this advance 
has fallen to Holley engineering teams with 
such varied problems as lighter weight, 
more compact fuel controls for jet engines, 
carburetors with more and more breathing 
capacity, ignition systems with more and 


more accuracy. 


Holley’s two teams of design and manu- 
facturing engineers have developed prod- 
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"54 (98) Hardtop, $905*; Holiday (98) 


$875*; 4- 


PACKARD—’55 Clipper 4-dr., $750. 
PLYMOUTH—’54 Belvedere (8) Hardtop, 
$615; station wagon, $470. 

’51 Cranbrook conv., $135; 4-dr., $110. 
PONTIAC—’'53 Chieftain 4-dr., . 

52 Hardtop, $180. 

’51 Hardtop, $135. 
RAMBLER—’56 4-dr., $805. 

‘55 Cross Country station wagon, $800. 
STUDEBAKER—’51 4-dr., $175. 


MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $635. 
’55 Renault 4-dr., $475. 
’54 Volkswagen panel, $480. 
*53 Chevrolet %-ton, $225. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of May 13. 


BUICK—’56 Special 4-dr. Hardtop, $1,- 

| 295°. 
’55 Century 2-dr. Hardtop, $1,155* (ps); 
2-dr. Hardtop, $1,150° (ps), 


FORD—’57 Fairlane 500 (8) Hardtop, $1,- 
710; 2-dr., $1,570. 

’56 Fairlane (8) 2-dr., $1,030. 

'55 Fairlane (8) conv., $890; 4-dr., $790; 
Country sedan station wagon, $850; 
Main (8) 2-dr., $605. 

54 Country Squire (8) station wagon, 
$750; Crest (8) conv., $5095; 4-dr., 
$495; Custom (8) 4-dr., $510. 

"53 4-dr., $400, $385, $320; 2-dr., $375, 
$325; Hardtop, $235. 

*52 Hardtop, $180. 

"51 Hardtop, $185; 2-dr., $135. 
HUDSON—’52 Hornet 4-dr., $150. 
LINCOLN—’53 Cosmopolitan 4-dr., 

’52 Cosmopolitan 4-dr., $210*. 


$265*. 


*54 Monterey Hardtop, $640*. 
*52 Monterey 4-dr., $110*. 
NASH—’53 Ambassador 4-dr., 
OLDSMOBILE—'56 Super 

$1,525°*. 
"55 Holiday (88) 


"52 Special 4-dr., 

Hardtop, $255°. 

CADILLAC—'56 (62) coupe de Ville, $2,- 
725° (ps), $2,650° (ps). 


$190. $375*; Super 2-dr. 


(88) Hardtop, 
Hardtop, $1,090*. 


$1,250° 


—'58 Impala 2-dr., $2,600° 
(ps); coupe, $2,490; Delray ( 6) se- 
dan, $1,670. 

’57 Two-ten (8) station wagon, $1,810*; 
2-dr., $1,445*; Bel Air (8) 4-dr. Hard- 
top, $1,790*; sedan, $1,750° (ps), $1.- 
685°, $1,675° (ps). 

'S6 Bel Air (8) 4-dr., $1,425° (ps), $1,- 
350°; Two-ten (8) 4-dr., $1,280°, $1,- 
210°, $1,125°, $1,050; 2-dr., $1,090° 
(ps); Two-ten (6) 2-dr., $985. 

55 Nomad (6) station wagon, $1,420°; 
Two-ten (6) 4-dr. station wagon, $1,- 
295°; Bel Air (8) 2-dr., $1,150°. 

'54 Two-ten 4-dr., $670; 2-dr., $500°. 

’53 Bel Air 2-dr, Hardtop, $550° (ps); 
4-dr., $425. 

"52 Bel Air Hardtop, $540*, $450°. 

CHRYSLER—’56 Windsor 2-dr. Hardtop, 
$1,555* (ps). 

*51 Saratoga 4-dr., $125°*. 

DODGE—’52 Coronet 2-dr., $295°*. 
FORD—’58 4-dr. station wagon, $2,350*. 

’57 4-dr. station wagon, $1,930* (ps). 
$1,800*, $1,585°; Fairlane (8) 500 2- 
dr. Hardtop, $1,840° (ps); conv., $1.- 
835* (ps); 4-dr. sedan, $1,785*; Fair- 
lane (8) 2-d Hardtop, $1,640*; 
Custom (8) 300 2-dr., $1,550°; 4-dr., 
$1,400*; Custom (8) 4-dr., $1,360. 

'56 2-dr. station wagon, $1,495*, $1,150; 
Fairlane (8) 2-dr. Hardtop, $1,480* 
(ps), $1,460° (ps), $1,370* ( ps), $1,- 


"64 (62) 
(ps). 


4-dr., $1,680° (ps), 


How to squeeze 


the 


erty 


ucts as unlike the carburetors of the past as 
jet engines to Stanley steamers. 


Today, Americans stand on the threshold 
of a decade which will far outmode the 
power outputs of today. Holley engineers 
are currently working on control systems 
for power outputs relegated just yesterday 
to science fiction. 


other decade in 


As in the last fifty years, Americans in 
motion will depend upon Holley products. 


For more information about Holley 
products, automotive and aircraft, write to 
HOLLEY CARBURETOR CO.,, 11955 
E. Nine Mile Road, Warren, ‘Michigan. 


last drop 
of power 
ey 


AMIGO) 8 


of fuel 


LEADER IN THE DESIGN, 


DEVELOPMENT AND MANUFACTURE OF 


AUTOMOTIVE AND AVIATION 
FUEL METERING DEVICES 


G 
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365° (ps), $1,300°; sedan, 
$1,225°, $1,220°, $1,185° (ps) 
(8) 4-dr., 2 at $1,075*, $97 
Main (6) 2-dr. station wagor 

"55 (8) 4-dr. station wagon, 
$1,130*; 2-dr. station wago: 
Fairlane (8) 2-dr. Hardtop, 
$1,205*, $1,100; sedan, $1,0° 
010°, $920°, $825° (ps); conv 
Custom (8) 4-dr., $855; Mai 
dr., $715; 2-dr., $455. 

"54 4-dr. station wagon, $95/ 
2-dr. Ranch Wagon, $915* 
Custom sedan, $675*, $590°. 

53 Main Ranch Wagon, $675; 
4-dr., $510°, $385. 

*52 2-dr.. $285. 

MERCURY — '56 Montclair Har 
460° (ps); 4-dr. sedan, $1,41 

’55 Montclair 2-dr. Hardtop, 
(ps); Monterey 4-dr., $1,200* 

54 Monterey 4-dr., $665°. 

"53 Custom 2- $395. 

"52 4-dr., $270°. 

NASH —’56 Ambassador 4-dr.. $1,465 
(ps). 

OLDSMOBILE Hardtop, 
$2,300* (ps). 

"56 (88) conv., $1,625* (ps); 4-dr. Hard. 
top, $1,475*. 

"55 (88) 4-dr. Hardtop, $1,455* 
(98) 2-dr. Hardtop, $1,405* (ps); 
Super 4-dr., $1,175*. 

"54 (98) Hardtop, $1,080* 
(ps) 

"53 (98) Hardtop, 
(ps); (88) 4-dr., 
2-dr., $450°. 

"52 conv., $200°*. 

PLYMOU T H—’58 Belvedere 
Hardtop, $2,400*. 

’57 Savoy (8) station wagon, 
4-dr., $1,545*, $1,500*; 
4-dr., $1,655*, $1,560°. 

"56 Savoy (8) 4-dr., $925*, $900 

"55 Belvedere 2-dr Hardtop 
(ps). 

"53 Cranbrook 4-dr., $300* 

"51 Cranbrook 4-dr., $195 

PONTIAO "56 Chieftain 
$1,310° 

"55 Safari 2-dr. 
(ps); Star Chief 
(ps). 

"53 conv., $375*°; 4-dr., 

"52 4-dr., $290°. 

RAMBLER—'S4 Cross Country, $1,000*. 

"53 station wagon, $530* 

STUDEBAKER—’'55 Commander $1,- 
Hardtop, 


ai 


HeGd 


"57 (88) Super 


(ps); 
(88) 


$960° 


$595° 
Super 


(ps), 


(ps 
(88) 


$690° 
$570° ; 


(8) 2-dr, 


$1,305*; 
Belvedere (8) 


$1,165* 


2-dr Hardtop, 
station wagon, $1,540° 
2-dr. Hardtop, $935* 


$240 


2-dr., 
150°. 
MISCELLANEOUS 
| $1,265. 
"56 Ford i-ton pickup, $850 
"54 Ford %-ton pickup, $610* 


SEATTLE 
South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of May i. 

Lots of buyers teday. Seid i162 an 

from 261 consignments. 

BUICK—'57 Special Sport coupe, $1,875"; 
4-dr.. $1,605*° 

"56 Century Sport coupe, $1,500° (ps). 

"55 Special Sport coupe, $1,145* (ps), 
$885°; Super 4-dr.. $1,020*° 

"54 Super coupe, $825°; Special 4-d., 
$695° 

"650 Special 4-dr., $110 

CADILLAC—'S6 sedan de Ville 
(ps); coupe de Ville, $2,880* 

"55 coupe de Ville, $2,035. 

"54 coupe de Ville, $2,005* 
(ps); 4-dr., $1,675° (ps) 

"48 (62) sedan, $115*. 

CHEVROLET —'57 Two-ten (8) coupe, §1- 
765° (ps); 4-dr., $1,535*, $1,495°, §1- 
445°; Bel Air (8) Sport coupe, $1,750"; 
4-dr., $1.725° (ps), $1,720° (ps), $1,- 
700° (ps), $1,695° (ps), $1,660° (ps); 
Delray 2-dr., $1,535° (ps); 2-dr. Utility 
sedan, $1,095. 

"56 Bel Air (8) 4-dr.. 
4-dr., $1,200, $1,165; 
station wagon, $1,415; 
$1,040, $970. 

"55 Bel Air (8) Sport coupe, $1,270"; 
2-dr.. $775; Two-ten station wage, 
$1,260°, $1,225°, $895, $600; Two-te 
(6) 2-dr., $645; One-fifty (6) station 
wagon, $1,100; 4-dr., $665. 

"4 Bel Air station wagon, $975* 

"S53 Two-ten station wagon, $800*; 
$445°; 2-dr.. $420, $375°*. 

"52 2-dr., $400, $340°, $235, $210° 

"50 4-dr., $135. 

OCHRYSLER—'55 Windsor Sport coupe, $1- 
345° (ps). 

"50 Windsor 4-dr., $160°*. 
DODGE—'57 station wagon, $2,240* 
"56 Royal Sport coupe, $1,345* 
"55 Coronet Sport coupe, $1,200* 

$1,110°. 

"53 Coronet 4-dr., $315*, $280°. 

FORD—'58 Retractable Hardtop 
(ps). 

’S7 6 pass. Country sedan, $1,895*, $1- 
890°; Fairlane (8) 500 conv., $1,800° 
(ps); 4-dr., $1.775* (ps); coupe, $1- 
695°; Custom 300 4-dr., $1,550°, $1- 
455°, $1,430°, $1,425*. 

*56 Fairlane (8) conv., $1,520* 
Crown Victoria, $1,345* (ps), $1,330"; 
4-dr., $1,225*; Custom 4-dr., $1,050; 
2-dr., $945; Ranch Wagon, $1,340" 
$1,275*, $1,195. 

’55 Fairlane Victoria, 
Country sedan, $1,090*; 
$955, $725. 

"54 Ranch Wagon, $830; Victoria, $820° 
(ps). 

"53 Crest Victoria, $370*; 
$260°. 

"51 Custom 
$175, $150. 

HUDSON—'53 Hornet 4-dr., $750*; 
dr.. $405*; Wasp 4-dr., $305*. 

’52 Hornet 4-dr., $280, $145. 

LINCOLN —-'57 Premiere coupe, 
(ps). 

*55 Capri 4-dr 

MERCURY 
(ps). 

’55 Montclair coupe, $1,260* (ps) 

"54 Monterey 4-dr., $725*. 

"53 Monterey 4-dr., $725*; Custor 
$415°*. 

"52 4-dr., $415°. 

"51 4-dr., $155. 

NASH—'53 Ambassador 4-dr., $395" 

OLDSMOBILE—56 (88) Hardtop, $! 600°; 
(98) 4-dr., $1,475* ps). 

"55 88) Su(per 4-dr., $1,410* ((1 

"54 (88) Sport coupe, $995* (ps) 
$995° (ps). 

"53 (98) 4-dr., $535*. 

"52 (98) 4-dr., $325*, $300° (ps). 

*51 (98) 4-dr., $135°. 

PACKARD —'55 Patrician 4-dr., 
(ps). 

"51 4-dr., $215*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,495" 
$1,425*. : 

°56 Suburban, $1,145. 

*54 Suburban, $695. 

’53 Suburban, $610. 

"50 4-dr., $225. 


(Continued on Page 48, Col. 2 


"57 Simca 


$2,885" 
(ps). 


(ps), $1,870" 


$1,335°; Two-tes 
2-dr $1,198"; 
2-dr., $1,198", 


(pe). 
2-dr., 


(pe). 
(ps), 


$2,865" 


$1,155° 
Custom 


(ps); 
4-dr., 


Custom 4-dr.. 


4-dr., $250°; 2-dr., $1%, 


Jet 4 
$2,900° 


, $1,120* (ps). 


‘57 Monterey coupe, $2,035" 


2-dr., 


5S). 


4-dr., 


$1,150° 
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(ps) 


$960° 
$595* 
Super 
2-dr, 
805°; 
(8) 
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The door that leads to America’s 
biggest selling truck—Chevrolet! 


2 Tt 
r BF 


Latest complete registration figures* for January _ dicates the tremendous sales potential of Chevrolet 
through March, 1958, show that Chevrolet continues trucks—and the market grows bigger each year. 
as America’s biggest selling truck. The official totals: Chevrolet dealers will keep pace with the expanding 
Chevrolet — 53,912; second choice truck — 44,004. truck industry because they’re geared for it. They’ve 
This year, last year, in every production year got a proved product. They’ve got the sales and 
since 1937, Chevrolet trucks have been No. 1 in service facilities. They’ve got everything it takes to 
buyer preference. As a result, there are now nearly keep customers coming in. The busiest doors in the 
three-quarters of a million more Chevrolet trucks on business lead to Chevrolet dealerships. . . . Chevrolet 

; the road than any other make. That figure alone in- Division of General Motors, Detroit 2, Michigan. . 


*Compiled by R. L. Polk & Co. for all models in all weight classes. 
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In the First Quarter... 


Canadian Output Dips’ 


AUTOMOTIVE NEWS, MAY 26, 1958 


20% Below Year Ago 


By Martin L, Whitmyer 
Staff Writer 

ANADIAN automotive opera- 

tions produced 99,974 vehicles 
during the first three months of 
this year for a 20.9 percent decline 
from the 126,366 cars and trucks 
rolled from the lines during the 
first quarter of 1957. 

Showing the sharpest decline 
were truck assemblies, which 
dropped from 20,313 units during 
the first quarter a year ago to 
14,765 units during the January- 
March period of this year—a loss | 
of 26.7 percent. 
Car assemblies over the same 
periods dropped from 106,053 units 
a year ago to 85,209 units this year | 
for a 19.7 percent decline. 

> aa * 

OTH General Motors and 

Studebaker- Packard corpo- 
rations picked up _ percent-of- 
industry ground over a year ago 
and also showed numerical gains 
over the first three months of 1957. 

No truck manufacturer was 
able to show a numerical gain 
over a year ago, but three mak- 
ers — Chrysler Corp., GM and 
International picked up percent- 
of-industry ground over the 
January-March period of a year 


ago. 

Hardest hit of the car makers 
was Chrysler Corp., which saw its 
numerical output decline 51.5 per- 
cent from a year ago, and also 
lost 10.49 percentage points in total 
industry production. 

Chrysler Corp. turned out 13,586 
cars for 15.94 percent of total in- 
dustry assemblies during the first 
three months of this year, com- 
pared with 2643 percent on 28,028 
cars assembled during the same 
period a year ago. 

> * > 

Gow ine the biggest gain over | 

a year ago was GM, which saw | 
its car output climb from 45,544 to 
46,230 assemblies and increased its 
percent-of-total industry pro- 
duction from 42.94 percent in 1957 
to 54.26 percent during the January-| 
March period of this year. 

S-P increased its output 80 per- | 
cent over a year ago as it turned 
out 2,128 cars during the first 
quarter of this year, compared 
with 1,182 assemblies during the 
same period a year ago. The 
corporation also picked up 1.39 
percentage points on 2.50 percent 
of total industry assemblies this 
year, compared with 1.11 percent 
@ year ago. 

Ford Motor saw its car output 
decline from 30,793 units a year 


(ipleteees 


ago to 23,265 during the first three 
months of this year, and also regis- 


tered the second largest percent- | 


of-industry percentage of any mak- 
ers. The company lost 1.74 points 
on the basis of 27.30 percent of 
total industry assemblies this year, 
compared with 29.04 percent a year 


| ago. 


The Big Three turned out 83,081 
|ears for 97.50 percent of total in- 
dustry assemblies during the first 
| quarter of this year, compared with 


98.41 percent on 104,365 cars during 
the January-March period of 1957. 
* cd * 


HE Little Two of a year ago 

produced 1,182 cars for 1.59 per- 

ent of total industry assemblies, 

| compared with S-P’s 2.50 percent 

jon 2,128 cars this year. American 

|Motors Corp., which produced 506 

|cars during the first quarter of 

1957, is no longer in production in 
Canada. 

Although none of the truck 
manufacturers showed numerical 
output gains over a year ago, 
Ford was the only commercial- 
car maker to show a loss in 
percent-of-industry production. 
Ford Motor turned out 3,697 
trucks during the first three 
months of this year for a 37.1 per- 
cent loss from a year ago in nu- 
merical output, when it built 5,876 
trucks. The 25.04 percent of total 


Share of Canadian Car Assemblies... 


First Quarter Output—'58 vs. ‘57 


Total 

Output, 

1958 

Chrysler Corp. ... 13,586 
Ford Motor 


General Motors ...... siti 


American Motors .... 
Studebaker-Packard 


Total, Little 2 
Total Cars, Canada .... 


os ” * 


Ist Quarter 


100.00 


Pet. of 
Ist Quarter 
Total 
26.43 
29.04 
42.94 


Gain 
or 
Loss 


—10.49 
— 174 
+11.32 


Pet. of Total 


Output, 
1957 
28,028 
30,793 
45,544 


Total 
15.94 
27.30 
54.26 


98.41 — 0.91 


0.48 
1.11 


97.50 104,365 


2.50 1,182 


1.59 


106,053 100.00 


* * * 


2.50 1,688 


Share of Canadian Truck Assemblies .. . 


First Quarter Output—'58 vs. 57 


Total 
Output, 


Chrysler Corp. .............. 
Ford Motor ne 
General Motors .... 
International 


Total Trucks, Canada 14,765 


Ist Quarter 
Total 


100.00 


Pet. of 
Ist Quarter 
Total 
1L31 
28.93 
45.03 
14.73 


Pet. of Total 


Output, 
1957 


2,297 
5,876 
9,147 
2,993 


20,313 


11.32 
25.04 
45.28 


Total Vehicles, 


Canada -- 99,974 


126,366 





Used-Car Auction Prices 


(Continued from Page 46) 





| PONTIAC—'56 Chieftain coupe, $1,285°; 
4-dr., $1,070°. 

"50 Chieftain 4-dr., $170°. 

| RAMBLER—'55 Cross Country, 
"52 coupe, $415. 

"51 station wagon, $415. 

| STUDEBAKER—'51 coupe, $135*. 

|} "50 4-dr., $125°. 

MISCELLANEOUS—'57 Volkswagen Kar- 


$1,260°*. 


mann-Ghia, $2,060. 
"56 Ford %-ton pickup, $1,025. 


"55 Ford ‘%-ton pickup, $755; %-ton 


a DAO cys 





You Can't Sell the Whole 


Market 


without this Coverage 












Thereare9 citiesinWestern New 
York, with populations ranging 
from 9,415 to 101,022, beyond 
the limits of ABC Buffalo. They 
are important, self-sufficient 
communities housing 87,009 
families which must be sold for 
the success of merchandising 
programs centering in Buffalo. 

The Morning Courier- 
Express has 47.4% more 
circulation in these 9 cities 


than any other Buffalo news- 
paper. The Sunday Courier- 
Express—the state’s largest 
newspaper outside of Manhat- 
tan—has 144.3% more. 

You can’t sell the Buffalo 
Market completely without this 
coverage —one of many rea- 
sons why your advertising be- 
longs in the Courier-Express. 
Use the daily edition for econ- 
omy — Sundays for saturation. 


ROP COLOR available both daily and Sunday 


Buffalo Courier-Express 


Western New York’s Only Morning and Sunday Newspaper 


Member: Metro Sundey Comics 
and Sundoy Magozine Networks 


Representatives: Scolaro, Meeker & Scot? 
Pacific Coast : 


Doyle & Hawley 


pickup, $660; Volkswagen conv., $1,- 
325. 

'54 Dodge %-ton pickup, $615; Ford \%- 
ton pickup, $675; Jaguar coupe, $1,- 
450. 

'53 Ford %-ton pickup, $430; GMC %- 
ton pickup, $580. 

%-ton pickup, $325. 
> > > 


"51 Dodge 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (May 14). Trend con- 
tinues, both volume and prices took an- 
other step forward. Specialty groups, trucks 
and foreign cars, were also bringing top 
dollar, 482 cars were registered and 81 
percent sold. 

* * * 


CHICAGO 


Arena Auto Auction, Sale every Tuesday 


| (May 13). Had a terrific sale. Sold 481 
cars out of 654 offerings. 
* * 
ALBANY 


Tim Anspach Dealer's Auto Auction. Sale 
every Monday (May 12). The market today 
was a little jerky in spots. Extra clean 
cars selling as high as ever. Unfurbished 
average cars can be sold at a price. Older 
models if good rubber and clean sold a 
little stronger. The used-truck market is 
good. Many Cadillac buyers, need more 
Cadillacs. Sold 135 cars from 183 consign- 
ments. 

* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (May 16). We had a real good sale 
today. Plenty of activity from both buyers 
and sellers. The weather was beautiful. 

* * * 


FLINT, MICH. 

Flint Auto Auction, Sale every Wednes- 
day (May 14). Does not seem to be any 
decided price change over last week. How- 
ever, activity increased and percentage of 
sales jumped considerable. Sold 220 cars 
from 315 offerings. 


California Firm Provides 
2 Prizes for 500-Mile Race 

INDIANAPOLIS. — Wynn’s Fric- 
tion Proofing, Azusa, Calif. is 
providing two of the prizes for this 
year’s Memorial Day 500-Mile race 
here. 

A diamond pin and $1,200 will go 
to the chief mechanic of the win- 
ning car. The “Rex. Mays Award,” 
a gold wristwatch, was awarded to 
Dick Rathmann for winning the 
pole position. ‘ 





| 


industry output captured on first- 
quarter assemblies this year also 
was 3.89 percentage points below 
the 28.93 percent picked up on 
January-March output in 1957. 

a: * * 


oo the largest percent-of- 
industry output gain and the 
smallest numerical loss was Inter- 
national, which captured 18.36 per- 
cent of total output this year on 
2,710 trucks, compared with 14.73 
percent on 2,993 units a year ago. 
Although its numerical output was 
off 9.5 percent from a year ago, 


from 9,147 trucks during the first 
quarter of 1957 to 6,686 du 
the January-March period of this 
year, but it still managed to pick 
up 0.25 percentage points in total 
industry operations. 

Chrysler Corp. gained 0.01 points 
in percent-of-industry totals al. 
though its numerical output wag 
off from 2,297 trucks during the 
first quarter of 1957 to 1,672 units 
this year. 

On a combined car-truck basis, 


International picked up 3.63 per- Chrysler Corp. was off from 30,335 


centage points in total 


assemblies. 


industry | to 15,258 units; Ford from 36,669 to 


26,962 units, and GM from 54,691 to 


GM’s numerical output was off | 52,916 units. 


Fruehauf Trailer Co. reported 
sales for the first quarter totalled 
$47,562,862. For the like period in 
1957 net sales were $59,694,003. This 
decline in sales of $12,131,141 re- 
sulted in a net loss of $181,216 as 
|}compared with a net profit of 
$1,381,599 in the first three months 
of 1957. 

Roy Fruechauf, president, said, 
“At the time this report is being 
written, we can state that the de- 
cline in the rate of incoming orders 
has halted. However, there is noth- 
ing to indicate that we are on our 
way to a substantial improvement 
in our sales picture. Since trans- 
portation 
|factor in the economy, however, 
we will share in any overall in- 
crease in industrial activity that 


may take place.” 
> > 


| First-Quarter Sales, Profit 


Drop Sharply, Sheller Says 


| Sheller Mfg. Corp. reported sales 
in the first quarter of 1958 totalled 


is such a fundamental | 


| Earnings, 








| $6,751,359, as against $11,875,676 for) 


the first quarter of 1957. 

Net income amounted to $5,895, 
| compared with $591,294 in the cor- 
| responding period a year ago. 

> > > 


| Mohawk Rubber 
| Mohawk Rubber Co. Akron, 
| first-quarter report, 1958 vs. 1957: 
| Sales, $4.6 million, up 8 percent; 
earnings, $108,000 and $40,000. 
* > > 


Highway Trailer to Become 


Subsidiary of New TCI Unit 


Trans Continental Industries, 
Inc., has reached an agreement to 
acquire United Profit Sharing Corp. 


Lon Schneider, TCI president. 


signed to improve the financial 


Foreign-Car 
Prices 


(Continued from Page 42) 


ard on both models.) 
RILEY—1.5 sed., $2,316. 
ard.) 


(Heater stand- 


ROVER—90 4-dr. sed., $3,295; 1058 4- 
$3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 
ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 


dr. sed., 





price.) 

SAAB — “‘93”’ —2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995. Grantu- 
rismo 750-—2-dr. sed., $2,568. (Heater 
standard on ‘‘93’’ models.) 

SIMCA—Aronde Series — Deluxe 4-dr. 
sed., $1,645; Elysee 4-dr. sed., $1,745; 
Montlhery 4-dr, sed., $1,810; Grand 


Large 2-dr.. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr, stat. wag., 
$1,875; Plein Ciel sport cpe., $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr, sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) ’ 

SKODA—S-440 deluxe 
445 deluxe sed., $1,787; SS-450 
conv., $2,395; VSS Italia conv., 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM—Rapier—2-dr. $2,- 
499; conv., $2,649. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat, wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,370. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kombi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,576; deluxe camper, $2,737. Kar- 
mann Ghia—cpe., $2,445; conv., $2,725. 
(Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 


sed., $1,686; 8S- 
sports 


$2,985 ; 


hardtop, 





and will transfer to it the outstand-| 
ing stock of Highway Trailer Co.,| 
a TCI subsidiary, according to C.) 


Schneider said the move is de-| 


Dauphine 4-dr, sed., $1,645. (Heater stand-| 





On the Financial Front 





position of both TCI and Highway. 
TCI will make a $2 million capital 
contribution to Highway by can- 
celling the obligation arising from 
an earlier advance. United Profit 
Sharing, which will become High- 
way’s parent company, proposes to 
change the name to Highway 
Trailer Industries, Inc. 


* * * 


American Metal Products 

American Metal Products Co, 
first-quarter report, 1958 vs. 1957: 
$607,326 and $1,542,932; 
sales, $12,429,484 and $21,634,989, 


Tung-Sol Electric 


Tung-Sol Electric, Inc., Newark, 
N. J., first-quarter report, 1958 vs. 


| 1957: Sales, $13,730,470 and $16,134- 


823; earnings, $535,422 and $944,755. 








Sead 


Se L es APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now ovoil- 
bie to the following dealers 


°* ocx ® DeSOTO © FORD 
© CHEVROLET® DODGE © PLYMOUTH 
° CYS © HSH = O¢ PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc 


DETROIT 
































AUTO 
TURNTABLES 


ia nitiaased by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2. 


GET THE MOST 
FOR YOUR MONEY 


wi * MANLEY 


WRECKER 





3 to 20 
Ton 


F.O.B. 
Still Only $350.00 raccory 
State and ae, Taxes Extra 
Manley—A Division of 
Douglas Motors Corp. 
1234 N. 62nd St., Milwaukee, Wis. 
Please send detailed information 
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$46 Setback Per °58 Sold... 
a 


55% of Dealers in Red; 
Average Loss Is 0.8% 


(Continued from Page 1) 


majority of dealers were drawing 
peavily on service and parts profits 
to keep their new-car departments 
in operation.” 
* + . 
rey the average 
dealer had total sales of $5,490 
per new unit retailed during the 
r, compared with $4,994 a 
year ago. (The higher figure for 
this year is partially a result of 
statistical leverage exercised by the 
@% percent decline in vehicle 
volume.) 
Gross profit per unit sold was 


$831 this year; $754 last year. 
Selling expense went up from 
$1#4 per unit sold last year to 
$223 this year and fixed expense 
rose from $502 to $654. 

Total expense, including owners’ 
galaries and employes’ bonuses, 
rose sharply from $686 to ; 

The quarterly report showed a 
reversal of form this year. Tradi- 
tionally, small-volume dealers have 
fared best from the profit stand- 
point. In the first three months of 
1958, however, small-volume dealers 
suffered the greatest loss. 

(The NADA survey divides deal- 
ers into volume groups, as follows: 
Group I, one to 149 new units sold 
in 1957; Group II, 150 to 399; Group 
Ill, 400 to 749, and Group IV, 750 


and more.) 
oo first-quarter loss amounted 
to 1.2 percent of sales, or $72 
per unit for Group I; 0.8 percent 
loss or $46 for group II, and 0.5 
percent, or $28 for Group III. 
Only dealers to escape the loss 
column were those in Group IV— 
the high-volume operators—who 
averaged a skinny 0.1 percent 
before-tax profit, or $4 per unit. 
It should be remembered that the 
bulk of dealers in Group IV handle 
lines which have met with the most 
sales success so far this year. 
Dealers surveyed by NADA han- 
de only domestic makes. 


Used-car prices were slightly 
higher this year than last, edging 
up from $789 to $794, on the aver- 
age. The ratio of used-unit sales 
to new also went up, from 1.67-to-1 
in the 1957 quarter to 1.92-to-1 this 
year. Used-car stocks were heavier, 
however, representing 43 days of 
selling for the average dealer as of 
March 31 this year, compared with 
%2 days of selling a year earlier. 

- > > 
RS appeared to be doing 
a bit better an used-car trad- 
ing this year, paying an average 
of $747 for each unit in stock, 
Compared with $761 a year ago. 

Thus, the average gross profit 
margin on used cars was $47 per 
unit this year, compared with 
$28 a year ago. 

Dealers averaged $507 in parts 

per new unit sold this year, 
Compared with $363 a year ago. 
Percentage of gross profit to sales, 
however, was nearly identical— 
296 percent in 1958 and 29.7 percent 
in 1957. 


Inventories were unchanged, 


Warranty, policy, delivery.......... 
Salaries, commissions, other 
salesmen. 


compensation to 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
*Advertising, other than 
factory cooperative 
Insurance, other than building 
All. other expense ..................0.000-+: 
‘TOTAL EXPENSE 





representing a five-month supply 
in both periods. The annual turn- 
over rate also held steady at 2.4. 
+ > * 
a labor rose decidedly, 
from $254 in the 1957 period to 
$348 this year. Again, gross profit 
was shaved a bit—standing at 43.8 
percent last year and 42.8 percent 
this year. 

Total service sales were up 
from $811 to $1,087 per unit sold, 
while gross profit amounted to 
33.4 percent this year, compared 
with 33.3 percent last year. 

Service absorption advanced 
moderately, from 53.8 percent to 
55.6 percent. 

Dealers found new cars provid- 
ing a smaller share of total sales 
in the 1958 period, with new ve- 
hicles accounting for 51.8 percent 


AUTOMOTIVE NEWS, MAY 26, 1958 


How Dealers Fared on Expenses, Losses 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 





OPERATING PROFIT 
Including Finance Reserve.... 

* Groups are based on the volume of 
Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


of all sales, compared with 56.2 
percent a year ago. 

Other sales shares for the 1958 
quarter were 27.7 percent for used 
cars, 19.8 percent for service and 
parts and 0.7 percent for miscel- 
laneous. 

In the 1957 period, used cars 
accounted for 26.4 percent; service 
and parts, 16.2 percent, and miscel- 
laneous, 1.2 percent. 


Auto Dealers’ Dollar Sales 
Decline 17% During Month 


WASHINGTON. — Franchised 
auto dealers’ dollar sales in March 
were $2,297 million, down 17 percent 
from the $2,761 million in March of 
last year, the Department of Com- 
merce reported. 

The total was 11 percent above 
the $2,073 million in February. 

The dealers’ March sales when 
compared with the year-earlier 


14 Chrysler Deals 
In Houston Stage 


Sale at Coliseum 


HOUSTON.—With an assist from 
Lawrence Welk and his orchestra, 
14 Chrysler Corp. dealers staged a 
gigantic auto sale in the Houston 
Coliseum. 

Members of the Welk organiza- 
tion mingled with the crowd and 
assisted the nearly 100 salesmen on 
duty. The display lasted four days 
and was open from 10 a.m. to 10 
p.m, each day. 

There were 440 cars and trucks 
on display. All bore price tags and 
all were ready for delivery. When- 
ever a car was sold, another was 
moved in to replace it. 

Appraisers were on hand, and 
financing arrangements also could 
be made on the spot so buyers could 
take delivery of their new cars at 
the coliseum. There were several 
door-prize drawings each day, and 
children were given rides in minia- 
ture “Fury Junior” autos. 

Participating dealerships were 
Abbott Stansell Motor Co.; Albert 
Berry Motors; Burkett Motors; A. 
C. Burton Co., Inc.; Colonial Plym- 
outh; Davis DeSoto, Inc.; Davis 
Plymouth, Inc.; Dewey-Hendrix 
Motors, Inc.; Freeway Motors, Inc.; 
Kreiger Motors; Rosenstock Mo- 
tors, Inc.; Sollock-Turner, Inc.; 
Wendell Hawkins Motors, and Yale 
Plymouth. 


Breakdown of Dealer Expense 
FIRST THREE MONTHS, 1958-1957 


(PERCENTAGE OF TOTAL SALES) 


Group I Group I Group III Group IV Ind. Average 
3 Mos, 3 Mos, 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos, 3 Mos. 3 Mos. 3 Mos, 
1958 1957 1958 1957 1958 1957 1958 1957 1958 1957 
1.03 -94 1.13 99 113 101 1.00 92 1.07 97 
194 1.76 2.16 2.03 2.19 2.22 2.20 2.21 2.07 1.96 
639 5.17 5.95 4.82 5.65 4.93 4.77 4.24 5.96 4.94 

-08 08 07 -10 .09 19 ll 18 .08 ll 
48 40 44 37 36 31 31 26 43 36 
129 861.10 130 104 118 108 1.03 92 125 1.06 
-16 -60 -83 15 1.04 98 104 1.0 36 -15 
50 38 40 31 34 28 27 23 42 33 
428 3.50 3.80 3.17 3.38 3.01 293 2.83 384 3.26 
16.75 13.93 16.08 13.58 15.36 14.01 13.66 12.83 15.98 13.74 


* Includes travel, promotion and: service training for Ford and Lincoln-Mercury dealers. 
{ Includes all owners’ salaries and employes’ bonuses 


total fell more sharply than total 
retail sales. Dealers also experi- 
enced less of a pickup from Febru- 
ary to March than did retailing in 
general, 

Total retail sales in March were 
put at $15,562 million, down one 
percent from the $15,789 million in 
March of last year and up 13 per- 
cent from the $13,783 million in 
February. 

For the first three months of this 
year, dealers’ sales were placed at 
$6,727 million, down 13 percent from 
the $7,772 million in the first quar- 
ter of 1957. 


Total retailing volume for the 
quarter was put at $44,631, an in- 
crease of $43 million from the 
comparable total from 1957. 

Tire, battery and accessory 
dealers’ volume totalled $156 mil- 
lion in March, down 4 percent 
from the $163 million for the like 
month last year and up 18 per- 
cent from the $132 million in 
Fe b 
The March volume of gasoline 
service stations was placed at $1,214 
million, an increase of 3 percent 
from the $1,181 million a year ear- 
lier and 8 percent above the $1,122 
million in February. 


Florida Clarifies 
Sales Tax Law 


ORLANDO, Fla.—The Florida 
Automobile Dealers Assn. has in- 
formed members that the one- 
percent state sales tax is imposed 
on all vehicles sold and delivered in 
the state. 

The advice was based on a rul- 
ing from Lewis H. Tribble, general 
counsel for the state comptroller's 
office. 

The tax in question is not a use 
tax but a sales levy and is there- 
fore imposed on all transactions, 
regardless of where the vehicle is 
ultimately to be used, he ruled. 









—From NADA Survey. 























FIRST THREE MONTHS, 1958-1957 


OPERATING PROFIT BEFORE TAXES 
*Group I Group II Group III Group IV 

Pet. Total Sales Pct. Total Sales Pet. Total Sales Pct. Total Sales 
3 Mos. 3 Mos. 3 Mos. 3 Mos, 3 Mos. 3 Mos, 3 Mos. 3 Mos. 

1958 1957 1958 1957 1958 1957 1958 1957 
100.0 100.0 100.0 100.0 100.0 100.0 100.0 
15.2 15.3 15.1 149 155 13.8 14.1 
3.4 44 3.9 4.2 4.0 4.1 4.0 
10.5 11.7 9.7 1ll1 10.0 9.6 8.8 
13.9 16.1 13.6 154 140 12.8 


Industry Average 
Pet. Total 


—12 13 —8 15 —5 15 | 13 
1957 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 






How Dealers Are Faring 


On Sales, Losses 
First Three Months, 1958-1957 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 


Inventory Per Dealer 


Days’ Supply Washout Gross 
Cars and Trucks 


















Cars Trucks on New, Used 
Mar. Mar. Mar. Mar. Mar. Mar, Units Combined 
31 31 31 31 31 31 Mar, 31 Mar. 31 
1968 1957 1958 1957 1958 1957 1968 19657 
Group I ...... 12.6 12.0 3.9 2.1 85.3 57.9 $443 $465 
Group IL .... 30.8 27.1 6.8 6.4 712 48.9 444 445 
Group III .. 58.2 56.2 13.0 11.3 60.8 45.9 368 416 
Group IV ..113.6 96.0 24.3 20.8 54.7 38.5 296 323 
Industry 
Average 20.1 18.5 5.5 3.4 728 50.9 409 433 


















Used Vehicles 

Selling Price Ratio Used-Unit Ne. Days’ Supply 
Per Unit Sales to New in Inventory 

3 Mos. 3 Mos, 3 Mos. 3 Mos, Mar. 31 Mar. 31 
1958 1957 1958 1957 1958 1957 
a O_o $776 $760 2.19 1.93 53.0 42.6 
GD FE. sennsemmenon 833 834 1.98 1.66 39.1 33.5 
gg ees 819 823 1.64 1.40 31.0 27.9 
2 xa 803 771 1.35 1.20 25.4 224 
Industry Average.. 794 789 1.92 1.67 43.0 36.2 














































































(Accessories Not Included) 


















































Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit in Turnover of 
Sold to Sales Inventory Investment 
3 Mos. 3 Mes. 3 Mes. 3Mos. 3Mos. 3Mos. 3Mos. 3 Mos. 
1958 1957 1958 1967 1968 1957 1968 1957 
Group I ....$591 $404 30.0 30.4 5.6 5.9 2.1 2.0 
Group II .... 489 358 29.7 30.2 48 45 25 2.7 
Group III .. 460 336 29.5 28.9 3.9 41 3.1 2.9 
Group IV .. 359 276 27.1 27.0 40 3.8 3.0 3.2 
Industry 
Average .. 507 363 29.6 29.7 5.0 5.0 2.4 2.4 





































Customer Labor Sales 
A Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
3 Mos. 3 Mos. 3 Mos. 3 
1957 1958 1967 
$274 39.5 40.8 
257 44.2 45.3 
248 47.1 47.3 
189 474 48.4 





254 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 











Average Sales Percent of *Pereentage of 
Per New Unit Gross Profit Service 
Retalled to Sales 








3 Mos. 


























1958 ©: 1957 1958 «1957 1958 1957 
NE cic nssistiesiall $1,283 $924 31.8 31.9 53.6 52.6 
as 1,071 797 34.7 33.9 56.0 543 
GN BE cccnisasisnamnen 963 723 35.7 35.6 59.3 54.7 
SEE TEUD  nscsionmssatnn 709 580 34.2 35.0 58.1 56.7 
Industry Average... 1,087 811 33.4 33.3 55.6 53.8 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 














Percentage of Departmental Sales to Total Sales 

































New Cars Used Cars Tetal Service Miscellancous 
and Trucks and Trucks and Parts Sales 
3 Mes. 3 Mos. 3Mos. 3Mos. 3Mos. 3Mos. 3Meos. 3 Mos, 

1958 1957 1958 1957 1958 1967 1968 1967 

Group I ....... 48.5 53.8 28.4 27.6 21.9 17.4 12 1.2 

Group [2 ...... 52.0 56.1 28.9 27.0 18.8 15.5 3 14 

Group ITI .... 55.1 59.2 25.9 24.5 18.5 15.4 5 3 

Group IV .... 58.5 62.3 24.9 22.7 16.2 14.2 4 8 
Industry “7 

Average 51.8 56.2 27.7 26.4 19.8 16.2 7 1.2 
















aan 
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After 30,000 Miles in 14 Models... 


Now Hear What’s Right with ‘58s 


another had a good engine and|wouldn’t have cost the dealer much. 


(Continued from Page 2) 


oil was low enough for one lifter 
to lose its prime. 

Checking later with the shop 
manual I found, much to my 
surprise, that I had done what the 
manual recommended, In extreme 
cases it recommended tapping the 
push rod on the faulty lifter with 
a rubber mallet, crushing the for- 
eign matter and saving the some- 
times troublesome job of removing 
the lifter. 

With so many thousands of 
chances to make mistakes and 
show up faulty parts, it is cer- 
tainly a tribute to American auto 
manufacturers when you can 
achieve such a record with 14 
new cars, most of which I would 
say never had been through any- 
thing resembling the make-ready 
service performed by the retail 
dealer for his customer. 

This proves to me that the com- 
petition is between dealers rather 
than brands. Evidently brand loy- 
alty has gone out the window, be- 
cause one brand no longer per- 
forms a lot better than another. 

In the older days of brand loyalty, 
one car was noted for breaking 
axles, another for hard starting, 





driveshaft trouble, and so on. 


Today such troubles simply do 
not exist. An efficient tuneup 
today achieves more than com- 
plete overhauls of former years, 
and many cars run out two 
owners without ever having any- 
thing but tuneups. 

I’m not saying there isn’t any 
difference. Certain cars have what 
it takes to get ahead of the 
Joneses, but for good, comfortable 
and carefree. transportation, they 
do not exceed their lower-priced 
brothers. 

This experience has taught me 
that competition is among dealers. 
The dealer who studies the methods 
of his competitors and then im- 
proves his own operation has a lot 

of the battle won. 

I have seen this proved in towns 
where the car currently selling No. 
10 is first because of aggressive 
dealers. 

The quality of the cars I have 
been describing has caused some 
dealers to drop their usual good 
make-ready service and pocket 
that money. 

Almost all these cars could have 
stood make-ready service and it 





GM Sees ’59s Spurring Sales; 
Ford Dubious on Small Car 


WILMINGTON, Del. — General 
Motors expects introduction of '59 
models to spur a sales improve- 
ment in the fourth quarter, Presi- 
dent Harlow H. Curtice reported 
to shareholders here Friday at 
their 50th annual meeting. 

He also assured GM _ dealers 
that even if sales continue at 
present reduced levels, produc- 
tion will be scheduled to avoid 
any '58-model carryover when the 
new models are announced. 

The corporation, Curtice said, is 
enjoying its “best competitive posi- 
tion” in history despite a projected 
first-half factory sales rate that is 
80 percent of last year’s initial six 
months. 

“This drastic decline in the level 
of retail automobile sales,” he said, 
“is evidence not of inability to buy 
but of reluctance to buy.” 

Curtice again implored UAW 
leaders to accept GM's offer of a 
two-year extension of the present 
contract. 

He denied that auto manufac- 
turers’ products or prices caused 
the general economic decline, 
contending the car sales drop 
was the normal result of the re- 
cession. 

“The demand for foreign cars,” 
Curtice declared, “has received 
magnified attention because the 
rise in their sales has happened to 
coincide with the recession- 
induced drop in sales of the Ameri- 
can product.” 





R. I. OKs Tax Exemption 


On Non-Resident Sales 


PROVIDENCE. — Passed by 
the General Assembly and sent 
to Gov. Dennis L. Roberts is a 
bill which provides for the ex- 
emption from the 3 percent state 
sales tax on cars sold to non- 
residents which are not subse- 
quently registered in Rhode 
Island. 








The new, sensational product . . . 


repeat orders. 


Exclusive Franchises Available 


“No Trade-ins to eat" “no short downs" “no recourse" 
“PLASTILON” .. . 
parent High-Gloss Plastic Coating. Eliminates waxing completely. Scores 
of other uses. Every home, business and industry a prospect. Cuts labor 
90%. Manufactured and perfected by one of the largest Internationally 
renowned Chemical Companies for our exclusive marketing in U.S.A, 
Canada, etc. It's sold for cash and going like wildfire. Now on a nation- 
wide scale. This is a real money maker. Used by some of the largest 
companies in Michigan, names that you will readily recognize. Plenty of 


Address Franchise Dept. 


GOLD BOND ENTERPRISES 


3955 WOODWARD AVE., 


By John E. Walsh 
Staff Writer 

DETROIT. Henry Ford I, 
president of Ford Motor Co., indi- 
cated Thursday there still isn't 
conclusive evidence of a permanent 
small-car volume big enough to 
justify new U. S. entries in the 
field. 

Speaking at the firm’s third an- 
nual stockholders’ meeting as a 
publicly owned company, Ford said 

e “basic auto of the future must 
continue to be a multipurpose car 
capable of meeting all the trans- 
portation needs of the family.” 
Ford said a two-year crash pro- 
gram could not produce a small 
car in the company’s line before 
61 models. 

He said foreign-car sales prob- 
ably will reach and sustain a 
level of from 300,000 to 400,000 
units a year—at least for several 


years. 

“Even if the total market for 
small cars, both foreign and do- 
mestic, were forecast at a sub- 
stantially higher level—say 600,000 
units annually — there is still 
serious question as to whether our 
normal share of such a market 
would yield the profits that might 
normally be expected from the ad- 
ditional investment in styling, engi- 
neering, tooling and facilities,” 
Ford said. 

Ford said a “look at the actual 
market” indicates that the buying 
public has not tired of the domestic 
car's chrome trim, luxurious fea- 
tures, weight and horsepower. 

He cited the “continuing high 
rate of installation of extra-cost 
equipment in most car lines,” and 
the big demand for the new four- 
passenger Ford Thunderbird. 

Touching on the economic out- 
look, Ford said “at the present 
time the odds favor at least a 
modest recovery toward the end 
of the year.” 

Ford declared that the 1959 Edsel 
is slated for introduction this 
fall. Edsel sold better in its first 
six months, he said, than any car 
introduced in the past 30 years 
(Plymouth was born in 1928). 
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He could have made a thorough 
check while the car was on the 
lube rack. 

Since a dealer can’t say another 
car doesn’t run good, he must 
concentrate on selling size, appear- 
ance, tradein value, accessories, 
economy over others, and more 
than anything else, his service and 
acceptance of responsibility for that 
car. In these things he will have 
the full backing of his factory as 
a matter of course. 

I also found that everyone is 
interested in new cars and new 
accessories except some salesmen 
and dealers. 

While making these test trips I 
often called on dealers of the make 
I was driving. I tried to get one 
salesman interested in one of the 
new accessories on my car and 
the salesman said: 

“Nah. I don’t know nothing about 
the d--n thing. All my customers 
are interested in is the difference. 
They don’t care anything about 
stuff like that. Hell, they’d ride in 
a wheelbarrow if the difference 
suited them.” 

Another car had a rather in- 
teresting accessory that I thought 
could be used as a sales opener. 
I asked a dealer selling this car 
how he liked the accessory. He 
laughed. 

“T've never driven a car with it,” 
he said, “and I don’t suppose my 
salesmen know anything about it.” 

I asked him how much the ac- 
cessory cost when installed. He 
said he didn’t know. We asked the 
parts manager. He said he knew 
once but that a letter quoting the 
price had been lost. 

I've sold cars, radios, calendars, 
advertising and about everything 
but sweepers and Fuller brushes. 
I know I can use an accessory as 
an opening wedge to talk about 
the car because it gives me what I 
need to make my car different 
from everyone else's. 

And [I'm sure that in most 
cases, if that accessory were 
installed on the car I was try- 
ing to sell, I would not have to 
take it off. 

So the customer says he can 
get so much from another dealer 
for his old car and what a good 
ear the other dealer has. You can 
then agree and say: 

“Sure it’s a good car that dealer 
has. Just look at my used car lot. 
I've traded for a lot of those cars 
and they’re all right. 

“But on a new car, he hasn't got 
this, he hasn’t got that. Our differ- 
ence will be in line. We've got to 
stay in line to make the sales we 
do and give that customer the best 
service he ever had, but here you 
get a car with things that the rest 
of just don’t have and so far they 
haven’t been able to get them.” 

One more parting shot. No 
ears are better made than 
American cars and no customer 


about substituting plastics for 
steel, or this material for that, 
brother, most of it has been to 


And cars are not alike. There's 
plenty of difference. Each manu- 
facturer who furnished me with a 
car to sales-test also sent along 
an owner’s manual and a shop 
manual. 


Thus the dealer has more options 
and more opportunity to sell a car 
that suits the individual require- 
ments of the buyer. 

The prospect comes in with a 
chip on his shoulder and howls 
for the difference between his old 
car and the new car. But as deal- 
ers and salesmen let’s sell him on 
difference between cars and show 
him that not all cars are alike and 
that certainly no two dealers are 
alike. 





Dealers Elect Officers— 
Newly elected officers and directors of the Motor Car Dealers Assn. of 


Southern 
Calif. are, seated, from left, Spencer T. Honig (Rambler), Glendale, secretary; William 


G. Bryant (Dodge-Plymouth), Long Beach, president; Robert S. Spreen (Cadillac. 
Oldsmobile), Huntington Park, vice-president; Lonnie Hull (Dodge-Plymouth), Los 
Angeles, treasurer; J. D. Morris (Studebaker-Packard), Kern County; Ray D. Wilson 
(Chevrolet), Los Angeles, and Jim Cross (Oldsmobile), San Fernando Valley. Standing: 
Jim Kimball (Pontiac), San Luis Obispo County; Lou Kornik (Chevrolet), Son Diego 
County; C. H. Elmendorf, executive secretary; Allen Gwynn (Chevrolet), Glendale; 
Don Clark (Buick-Oldsmobile) Pomona; Shelton B. Washburn (Chevrolet), Santa Bar. 
bara County; Floyd Brown (Rambler), San Bernardino County; Frank T. Bradford 
(Chevrolet), Ventura County; Joe Browning (Buick), Alhambra; Wilson H. Albertson 
(Oldsmobile), Bay District Area; Frank K. Swift (Chevrolet), San Pedro; Carroll D. Cone 


(Chevrolet), Orange County, and Elmer 
County. F. A. Mitchell (Chevrolet- Cadillac), 





Critchlow (Chrysler- Plymouth), 
Imperial County, is is not shown. 


Riverside 


Plymouth, DeSoto, Chrysler 
Realign Their Staffs 


DETROIT.—Chrysler Corp. and 
its Plymouth, DeSoto and Chrysler | 
divisions last week announced sev- 
eral executive appointments in 
conjunction with the realignment | 
of duties and responsibilities grow- | 





J. W. Minor 4. C. Guenther 
ing out of the corporation reor- 
ganization program. 

At DeSoto, General Manager 
J. B. Wagstaff named A. E. Kim- 
berly director of product in ad- 
dition to his duties as chief 
engineer. LeRoy A. Engliehardt 
was appointed comptroller. 
Named by Harry E. Chesebrough, 
Plymouth general manager, were: 





E. G. Bliss J. E. Charipar 
Jack W. Minor, assistant general 
manager; John C. Guenther, execu- 
tive assistant to the general man- 
ager; Everett G. Bliss, comptroller, 
and Jack E. Charipar, chief en- 
gineer and director of product. 

At Chrysler division, R. M. Rod- 
ger, chief engineer, added the title 
of director of product, and W. E. 
Foraker was named executive as- 
sistant to the general manager. 
Foraker formerly was assistant to 





L. A. Engichardt A. E. Kimberly 
General Manager C. E. Briggs when 
Briggs was sales vice-president. 

Ernest R. Ross was named Chrys- 
ler division comptroller. He for- 
merly was assistant comptroller. 

Dodge earlier named Lee F. Des- 
mond assistant general manager, 
and John B. Naughton executive 
assistant to the general manager. 

Kimberly joined Chrysler Corp. 
in 1935 and has been DeSoto’s 
chief engineer since 1953. Engle- 
hardt, with the corporation eight 
years, formerly was comptroller 
at Plymouth’s Detroit plant. 

Minor formerly was Plymouth’s 
sales vice-president, a title that no 


longer exists. No division of the 
corporation has a sales chief today 
since sales has become a central 


| staff function. 


Minor, with Plymouth since 1956, 
also has served as Dodge general 
sales manager. 

Guenther was named director of 


| technical information for Chrysler's 


engineering division in 1954 and 
also has held executive posts in 
product planning and programming 
and in product volume planning. 

Bliss joined Plymouth in 1934 
and transferred to the Chrysler 
Tank Plant early in World War 
Il. He later worked in India 
handling Chrysler’s contract for 
trucks and parts for the Chinese 
Nationalist Government. He has 
been on the corporation comp- 
troller’s staff since the war. 

Charipar holds a master’s degree 
from the Chrysler Institue of En- 
gineering. Before his assignment to 
Plymouth, he was supervisor of 
new-product plans for the export 
division. 

Chrysler Corp. also appointed 
four men to financial and cost- 
control positions. 

William R. Donnelly, formerly 
Dodge comptroller, was named to 
the staff of R. S. Bright, automo- 





W. E. Foraker R. M. Redger 


tive manufacturing group vice- 
president. 

Clarence C. Benedict, formerly 
Chrysler division comptroller, was 
appointed manager of the profit 
analysis department under corpor- 
ate comptroller Lynn A. Townsend. 


Kenneth M. Huddleson, for- 
merly Plymouth comptroller, was 
ited to the newly created 
position of group comptroller, 
automotive sales. 

Roger J. Helder, formerly comp- 
troller for regional car-assembly 
operations, was named to the newly 
created position of group comp- 
troller, car and truck assembly 
group. 

In the engineering division, the 
corporation appointed Herbert R. 
Bevans executive engineer for 
chassis, electrical and truck. Wil- 
liam R. Rodger succeeds Bevans a8 
chief engineer for vehicle testing 
and will have charge of Chrys!er’s 
Proving Ground near Chelsea, Mich. 
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Transportation Arr anged 
Parts Avail.— All Makes of 
GENERAL SALVAGE 
Peninsula Bivd., Hempstead, L. I., 
IV 1-6688 
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Road Work Benefits . . . 
Rot YO 


WASHIN GTON.—The legislative 
sessions for this spring are over 
in most states and revenues from 
a number of new and increased 
taxes will soon be coming in to 
the state treasurers. 

A number of the taxes apply 
to gasoline and other automotive 

cts while some of the in- 
ereased income will be used for 
highways and other services re- 
lated to the automotive industry. 


The Kansas Legislature passed a 
number of tax bills designed to 
bring in $20 million annually. The 
bulk of the increase will come from 
a one-half-percent boost in the 
sales-tax rate and higher individual 
and corporate income taxes. 

Rhode Island also approved a 
number of tax increases which are 
expected to boost state income by 
$10 million a year. Biggest money 
raiser is a 2-cent increase in the 


59 Models? 
They’re ‘Old’ to 


Auto Planners 


DEARBORN.—If some auto men 
were asked how the cars are going, 
they might answer, “Which ones 
do you mean? The ‘58s we're sell- 
ing, the ‘59s we're testing or the 
@s on the drawing board?” 

M-E-L division offers the ’59 
Edsel as an example. This is an 
“old” car to some Detroiters even 
though it won’t be sold until fall. 
Product planners have their eyes 
on 1960 and beyond. 

Planning the ‘59 Edsel began in 
August, 1956, more than a year 
before the public saw the '58 model. 
By December, 1956, most of the 
features of the ‘59 had been ap- 
proved. Tooling began last July, 
and hundreds of suppliers already 
are making parts for the new 
model. 

Some of the tools for the °59 
Edsel are being made in Ford's 
Rouge plant here. Giant machines 
are cutting dies which will be used 
in stamping sheet metal parts for 
the new car. Other firms are mak- 
ing dies or preparing machinery 
for their production of ‘59 Edsel 
parts. 

Meanwhile, prototypes of the ‘59 
Edsel have been touring the coun- 
try secretly for four months, test- 
ing performance, economy, ride 
and durability. 


Ward Renews 
Bid for Freedom 


DENVER.—Fred Ward, former 
auto distributor here, has renewed 
his fight for freedom from the 
Federal Prison at Leavenworth, 
Kans. in an appeal to the 10th 
Cireuit Court of Appeals. 

Ward has contended that three 
four-year Federal mail fraud terms 
should have run concurrently, not 
consecutively, with a four-year 
State term for fraud, conspiracy 
and confidence game. He was sen- 
tenced in 1953 and has already 
Served the state term. 

All of the sentences grew out 
of the collapse of Ward's financial 
empire which he had built up while 





Moperating a Hudson distributorship 


here. Lower courts have denied 
two previous bids for freedom. 


Hickey Selling Mercurys 
To Calif. Highway Patrol 


SACRAMENTO, Calif.—The Cali- 
fornia Highway Patrol has placed 
an order for 325 Mercury Monterey 
two-door sedans, it was announced 
by Dennis A. Hickey, president of 
Country Club Motors, Sacramento. 

said it was the largest single 
order ever placed by the patrol. 

The cars will have the new Multi- 
Drive Merc-O-Matic transmission 
@nd 430-cubic-inch Marauder en- 
gine. The first cars are scheduled 
to be turned over July 1, and five 


ad each day thereafter, Hickey 


States Boost Taxes 
With Gas Top Target 


gasoline tax from 4 to 6 cents a 
gallon. Higher registration fees 
will be charged on heavy trucks. 
Rhode Island, along with 
Massachusetts, considered regu- 
latory legislation for the 
petroleum-marketing industry but 


New Car Planned 
In Scandinavia; 


SAAB Expanding 


ROSKILDE, Denmark. — Febrex, 
a plastics firm, has signed an agree- 
ment with a Swedish group to pro- 
duce a popular priced automobile 
which will be called the Fram King. 
The Danish firm will build the 
body, and the rest of the car will 
be produced in Sweden. 


Elsewhere, SAAB of Sweden has 
decided to spend $10 million to 
double its auto-producing capacity 
by 1960. When the expansion is 
completed, SAAB will be able to 
turn out 24,000 cars a year. 


The main reason for the expan- 
sion, it is reported, is the car’s suc- 
cess in the U. S. last year, 1,410 
cars were shipped to the U. S., and 
this year the number is expected 
to reach 4,000. 

SAAB reported that U. S. recep- 
tion of its new Granturismo 750 
model has exceeded expectations. 
The company had planned to ex- 
port only 200 of these units to the 
U. S. this year, but orders had 
passed 1,000 by the end of April. 
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neither legislation passed such a 
bill. A state income tax proposal 
also failed in Massachusetts. 


In New Jersey, an income tax on 
corporations has won Senate ap- 
proval but has been returned to 
the Assembly for action on an 
amendment. The tax rate had been 
set at 3% percent but the Senate 
wants it lowered to 1% percent. 


A bill to increase the New Jersey 
gasoline tax from 4 to 5 cents a 


gallon has been passed by the/, 


Assembly but awaits Senate action. 


South Dakota is considering a 
change in its taxation of mining 
and Utah has heard a proposal 
that the sales tax be increased. In 
Washington, a proposal for linking 
business taxes more closely with 
profits has been put forward. 

Mississippi, South Carolina and 
Virginia has banned construction 
of commercial service facilities 
along limited-access highways. 
The Mississippi Legislature ad- 
journed without acting on a plan 
for municipal taxation of gasoline. 


In one of the larger bond issues 
approved in legislatures this spring, 


$30 million for highway work. 


‘Economy Car'— 





This “economy car" is causing quite a stir at Martyn-Edwards (Dodge-Plymouth), 
Aberdeen, S. D., where it was built by Percy Grote, with some assistance from his 
father, Lester. The Grotes are body men at Martyn-Edwards. Percy Grote says the car 
gets 35-40 miles to the gallon and moves along at 35 to 40 miles an hour. Cost 
Connecticut lawmakers authorized | was $125. It was built from parts from 12 cars, two trucks, three refrigerators and 


a motorcycle. 





Union Contracts Expire This Week 


By Frank Gawronksi 
Staff Writer 

MAJOR break in contract talks 

between the United Auto Work- 
ers and the Big Three auto makers 
was hinted following an unprece- 
dented joint conference of the 
union’s three big national councils 
over the week-end. 


With contracts due to expire on 
Thursday (May 29) at General 
Motors Corp. and on Sunday (June 
1) at Ford Motor Co. and Chrysler 
Corp., the joint meeting, the first 





Zine Increase in Autos 


Laid to Design Demands 


NEW YORK. — A number of 
auto makers have increased their 
use of zinc die castings to help 
meet the demands of modern car 
designs, according to John L. Kim- 
berley, executive vice-president, 
American Zinc Institute. 

Again this year, Kimberiey 
said, Buick is the leading user 
of zinc castings with 164.3 pounds 
on its Roadmaster 75 four-door 
hardtop, up 24 pounds from the 
1957 model. This represents 149 
zinc die castings, Kimberiey said. 

He said Buick uses zinc for the 

grille and frame sections (36 
pounds), tail light assemblies (nine 
pounds each) and the carburetor 
assembly (about seven pounds). 

The heaviest die-cast zinc part 
on the Buick is the grille at 23.3 
pounds, and the lightest is a rear- 
view mirror component at .005 
pounds. 

According to Kimberley, automo- 
tive engineers have learned to rely 


Make Way for the "59s— 


The ‘59 models are on the way. At 
Ford Motor Co., this 97-ton cutting ma- 
chine, guided electronically, follows a 
precision plaster model to make a die 
for the new Edsel's roof out of a solid 
steel slab. The die will be used to 
stamp out steel roof panels when the 
"59 Edsel goes into production. 








on the special advantages of zinc 
die castings to meet the material 
requirements imposed by new de- 
signs. 

He said these castings permit 
the rapid production of complex 
parts to extremely close dimen- 
sional tolerances “as-cast” and 
virtually eliminate expensive sec- 
ondary operations. 

“Zine’s versatility,” Kimberley 
said, “is reflected in new features 
such as multiple carburetor de- 
signs, brighter rear end treat- 
ments, intricate instrument panel 
clusters and in accessories.” 


In many cases, he added, there 
is increased zinc consumption for 
traditional applications like win- 
dow channels and frames, grilles, 
air-conditioning components, door 
and window handles, trim and 
ornaments. 


Edsel also uses a high quantity 
of die-cast zinc parts, Kimberley 
said. Four-door station wagons top 
the line with 99 pounds, Ranger 
and Pacer four-doors use 93 
pounds, and Corsairs have 86 
pounds. 


He said Chevrolet uses zinc die 
castings for such parts as the in- 
strument cluster, windshield-wiper 
motor assembly, carburetor float 
bowl and fuel-pump assembly. 


Zinc weight was put at 35 to 40 
pounds on Biscayne models for 
parts ranging from a .023-pound 
speedometer fiexible shaft assembly 
to a five-pound instrument cluster 
assembly. 

Data from Oldsmobile, Kim- 
berley said, indicates that 49.7 
pounds of zinc die 

parte—are used on the Series 
98 four-door sedan. 
The increased production of 
hardtops means more zinc con- 
sumed for window channels and 
moldings, sometimes as heavy as 
12 pounds per car, he said. 
Another contributor, he said, is 
a relatively new concept in grille 
design in which massive moldings 
hold the grille in place. The mold- 
ing frequently is heavier than the 
grille, Kimberley added, citing the 
58 Chevrolet as an example. 

He said other heavy users of die- 
cast zinc grilles are Buick, Pontiac, 
Edsel, Mercury and Rambler. 


in the history of the councils, was 
called by Walter Reuther, UAW 
president, to con- 
sider new moves the 
union may make in 
contract talks. 
Calling of the con- 
ference in Detroit 
underscored the mounting tension 
as the contract talks enter the 
final days before current labor 
agreements expire. 

Ordinarily, in Big Three nego- 
tiations, the union’s councils are 
not called to convene until 
shortly before the strike dead- 
line. In previous talks, the 
councils have been summoned 
separately to remain on a stand- 
by basis during the last days of 
negotiations. 

Although the meeting was 
shrouded in secrecy, some sources 
hinted the union would modify its 
demands for a profit-sharing plan 

and other major benefits that the 
companies estimate would cost 


them more than 70 cents an hour. 
> > > 


Ford, GM Send Letters 


ly OTHER developments, Ford 
disclosed it intends to continue 
operations if no agreement is 
reached by June 1 but will not 
tolerate “slowdowns, work stop- 
pages, sabotage or other inter- 
ferences” with production. 

GM again by-passed the bar- 
gaining table and asked its em- 
ployes to consider its offer of a 
two-year contract extension. The 
offer has been turned down by 
the UAW. 

Ford’s warning that it will not 
tolerate any union pressure in the 
absence of a contract was con- 
tained in a management bulletin to 
14,000 supervisory employes. It was 
signed by John S. Bugas, Ford 
personnel vice-president. 

It was the first statement by an 
auto maker as to what it will do 
if no agreement is reached by the 
time the contracts run out. The 
UAW already has advised its mem- 
bers at both Ford and GM to be 
prepared to work past the dead- 
line. 

Bugas said the UAW has done 
“considerable maneuvering with 
the obvious objective of postponing 
a settlement until close to the 
time for changeover to 1959 
models.” 

Bugas said the union’s “purported 
willingness to work without a con- 
tract is not necessarily to be taken 
at its face value.” 

To exert pressures, Bugas said, 
“it is possible that there would be 
harrassment in the form of slow- 
downs, work stoppages, sabotage 
or other interferences with the 
process of normal operations.” 

> . * 

GM Explains Proposal 
HARLOW CURTICE, GM pres- 

ident, sent out letters to the 
company’s hourly rated employes 
explaining its two-year extension 
offer to the union. The letter was 
accompanied by a booklet entitled 
“Ten Years of Industrial Peace at 
GM.” 


sion that our proposal to ‘extend’ 
the agreement merely means 
that progress of the employes 
would be stopped for two years,” 
Cartice wrote. 

He said acceptance of the pro- 
posal would mean that the “prog- 
ress of the last 10 years . . . would 
continue for two more.” This, 
Curtice said, would be through the 
annual improvement increase of six 
cents an hour, or 2% percent, 
whichever is greater, each year and 
continued cost-of-living raises, 
which he said could amount to two 
cents an hour this June. 

Curtice told the employes that 
“prompt agreement on our propo- 
sal, we believe, would go a long 
way toward providing the stability 
which is so necessary to business 
improvement.” 

> as > 
a= and GM exchanged 
verbal blows last week when 
Reuther accused the auto industry 
of stalling in contract negotiations. 

Asked if he planned to join 
contract talks at any of the Big 
Three, Reuther snapped: 

“Tll be there any time the com- 
panies show they are ready to 
bargain in good faith. However, so 
far the companies have shown no 
indication they are ready to do 

that.” 

Louis G. Seaton, GM personnel 
vice-president, quickly called Reu- 
ther’s accusation “fantastic . . . and 
without merit.” 

Seaton said Reuther had 
praised the present contract when 
it was negotiated in 1955 — but 
had scoffed at GM’s offer to ex- 
tend it for two more years. 

“His statement is fantastic in 
view of the fact that only last 
week the UAW settled major agree- 
ments for considerable less than 
what GM has on the bargaining 
table,” Seaton said. 

Seaton presumably was referring 
to new UAW contracts with air- 

craft firms. 
> > = 
Unions Lose 5 Elections 
THE dealer front, two unions 
lost five elections, won one and 
the result of one is still in doubt 
in National Labor Relations Board 
elections at dealerships in Mem- 
phis. 

Teamsters Local 984 and Ma- 
chinists Lodge 135, working to- 
gether, won at Gilmore Motors, 
Inc. (Edsel), to represent service 
department employes, 10-5. The 
unions lost at the following dealer- 
ships: 

Hoehn Chevrolet Co., 41-0; Pryor 
Oldsmobile Co., 28-1; Charles Reed 
Buick Co., 30-6, and Union Chev- 
rolet Co., 24-7. 

Voting at Southern Motors (Cad- 
illac) was 27-25 against the unions, 
with four challenged votes. Earlier 
the service department at Oakley 
Motor Co. (Ford) and Russell 
Reeves Co. (Oldsmobile) rejected 
union affiliation. 


Buick Dealers Reelect Foley 

CHICAGO.—Robert M. Foley sr., 
president of Foley Motor Sales, 
Wilmette, was reelected president 
of the Metropolitan Buick Dealers 


“Some people have the impres- | Assn. of Chicago. 
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They Fight Packs, Hufstader Tells Texans . . . 


Why GM Backs Price Labels 


GALVESTON, Tex. — The Mon- 
roney price-sticker bill “can make 
a real contribution to the reestab- 
lishment of sound business prac- 
tices” in auto retailing, members 
of the Texas Automotive Dealers 
Assn. were told here last week at 
their 4ist annual meeting. 


W. F. Hufstader, distribution 
vice-president of General Motors, 
explained to the dealers why GM 
is supporting the bill. 

“We are as strongly opposed as 
ever to Government regulation of 
prices,” he said. “However, we all 
know the conditions which have 
developed in the industry in the 
last few years as a result of price- 
packing. These conditions have be- 
come progressively worse.” 


He noted that while price in- 
formation would be disclosed to the 
public under the bill, the dealer 
still would be free to set his own 
price and determine tradein allow- 
ances, 


Hufstader said GM is reapprais- 
ing auto retailing in the light of 
“gross profit opportunity” in each 
area, based on such trends as 
changes in population and purchas- 
ing power patterns. He said this 
might result in fewer dealerships 
in metropolitan areas. Hufstader 
predicted that by 1965 dealers will 
be selling an average of seven 
million cars annually. 


In a resolution calling for an 
end to the automobile excise tax, 
Texas dealers termed the automo- 
bile “an American necessity” and 
said it was an “absurdity” to tax 
it as a luxury. 


The resolution noted that excises 
were originally levied as a tempor- 
ary wartime measure and said that 
conditions have “changed drasti- 
cally” since then. 


It called on Congress to make 

public its intentions on whether 
it intends to reduce or eliminate 
the tax to end customer hesitancy. 

Pledging to pass on any reduc- 
tion, the dealers urged that any 
such action by Congress “must in- 
clude provisions of a_ retroactive 
nature on behalf of purchasers and 
floor stock on hand, including dem- 
onstrators.” 

The Texas dealers also adopted 
a resolution endorsing and pledg- 
ing action on the program adopted 
by the NADA directors at the 1958 
convention. 

Sam H. White, Houston, was 
held over as president of the as- 


Bearings Firm, 
6 Subsidiaries 
Accused by FTC 


WASHINGTON.—Bearings, Inc., 
Cleveland, and six subsidiaries have 
been accused by the Federal Trade 
Commission of illegally coercing 
manufacturer suppliers to refuse to 
deal with competitors, and of con- 
spiring to coerce them. 

The subsidiaries are Kentucky 
Ball & Roller Bearing Co., Tennes- 
see Bearings, Inc.. and Carolina 
Bearings, Inc., all of Cleveland; 
Balanrol Corp., Buffalo; Bearings, 
Inc. (Maryland), Baltimore, and 
Dixie Bearings, Inc., Atlanta. 

Also cited were Joseph M. Bruen- 
ing and William J. Scully, president 
and vice-president, respectively, of 
each company; John F. Raymond, 
vice-president of Bearings, Inc. 
(Maryland) and Kentucky Ball, and 
Edward F.. Brown, vice-president of 
Dixie Bearings. 

The first of two counts alleges 
that the companies, using their 
power as the largest distributors in 
the 15-state area in which they 
operate, have coerced and intimi- 
dated certain manufacturing sup- 
pliers to: 

Refuse to deal with or supply 
bearing products to competitive 
distributors, cancel franchises 
given to some competitors and 
refrain from offering or giving such 
franchises to some competitors. 

The second count charges that 
the respondents have conspired to 
coerce their suppliers to eliminate 
or hinder competitive distributors 
in the conduct of their business. 

A hearing was scheduled July 14 
in Cleveland before an FTC hear- 
ing examiner. 


sociation, as were other officers, 
since the annual meeting dates 
have been moved from the Fall to 
Spring. Other officers are C. B. 
Smith, Austin, first vice-president; 
F. D. Mitchell, Waco, second vice- 
president; C. C. Gunn, San Antonio, 
third vice-president; Delmo John- 
son, Dallas, past president; Thomas 
F. Abbott jr, Ft. Worth, NADA 
director, North Texas; C. B, Smith, 
NADA director, South Texas, and 





Brain’s Best Bet: 
Buy 3-Year-Old, 
Keep It 3% Years 


BOSTON. — A consumer can 
obtain the top value for his auto 
buying dollars if he purchases a 
three-year-old car and keeps it 
until it is 6% years old, according 
to a research expert from the 
Massachusetts Institute of Tech- 
nology. 

Ronald A. Howard, speaking at 
the sixth annual meeting of the 
Operations Research Society of 
America, indicated that he had run 
through the problems involved in 
his study by using M.LT.’s giant 
computer 704 Machine. 

Howard said that in trying to 
solve the auto problem, he at- 
tempted to keep total costs low. 
He pointed out that the auto owner 
had 41 possible keep or tradein 
deals to consider every three 
months. 

By making use of a new tech- 
nique called “dynamic program- 
ming” to solve problems that re- 
quire a sequence of decisions, the 
computer was used to balance the 
value of the car as a tradein as 
against increased operating ex- 
penses and the decreasing prob- 
ability that the automobile would 
last the consumer another three 
months. 

Cost of the car also was a prime 
consideration. 


Credit Men 


By Kenneth C. Kelley Jr. 
Staff Writer 

DETROIT.—The business decline 
is beginning to taper off, although 
the economy is likely to fall a 
little further. The bottom should 
be reached soon, probably about 
midyear, and then a recovery will 
follow. 

That view on the course of the 
economy was expressed a number 


nual convention of the National 
Assn. of Credit Men. 

George Hitchings, manager of 
the economic analysis division of 
Ford Motor Co., suggested midyear 
as the likely low point with the 
recovery coming in the latter part 
of the year. 

He said that tax cuts and public 
spending would be the next steps 
in the fight against the recession, 
if it does not follow this schedule. 

Speaking on the same panel as 
Hitchings, Charles H. Schmidt, 
vice-president and economist for 
the National Bank of Detroit, was 

one of those who pointed to some 
more business decline before the 
bottom is reached. 

“Tangible evidence of recovery 
is scarce,” he said, adding that 
the rate of decline has been 
slowed. “Before too much longer, 
welll see signs of a bottoming 
out,” he said. 

Schmidt said the Federal Re- 
serve Board’s credit restraint did 
not bring on the recession “but 
helped keep the boom from blowing 
its top and bringing an even worse 
recession.” 

He pointed out that consumer 
debt is now greater in relation to 
disposable income than in either 
of the other postwar recessions and 
asked: “Can you expect the sort of 
business action as there was in 
autos in 1955... with debt at 50 
percent of incomes?” 

The banker answered his question 
in the negative and said that the 
debt would have to be paid down 
and consumer confidence restored 





Tom J. Crooks, Austin, manager- 
treasurer. 

Maurice Acres, of the Texas Em- 
ployment Commission, told dealers 
that the proposal to provide unem- 
ployment compensation payments 
for a maximum of 36 weeks would 
affect their taxes. 

He praised the dealers for their 
“successful efforts” to achieve a 
low unemployment compensation 
tax rate up till now. 

W. Heartsill Wilson, a Plymouth 
executive, told the dealers there 
are “thousands of salesmen who 

are killing your dealerships by 
crying to the world how bad 
things are in the automobile in- 
dustry.” 

Wilson said dealers should get 
rid of the salesmen who don’t think 
they are selling the best product. 

“Selling cars is just answering 
two questions,” said Wilson. “ ‘What 
are your wants?’ And ‘What are 
your needs?’ When you find out 
which one of these it is, then sell- 
ing becomes easy.” 

M. L. Goeglein, Los Angeles, vice- 
president of Pacific Finance Co., 
told the dealers they should “view 
with alarm” the increasing develop- 
ment of automobile leasing pro- 
grams. 

Goeglein also said there now are 
11,088 foreign-car dealers — three 
times more than last year. In con- 
trast, Goeglein said, the American 
auto industry has lost 11,000 deal- 
ers in the last nine years, a reduc- 
tion of 23 percent. And, he said, 
there is a danger of more dealers 
going out of business. 

Goeglein suggested the dealers 
support their associations in en- 
forcement of ethical standards to 
restore public confidence, and that 
dealers be certain their won cus- 
tomers are treated fairly. 

He said auto dealers cater to the 
“largest single business entity in 
the country—the average man and 
his family.” He described this 
“average man” as a “giant among 
giants” and warned he could des- 
troy the industry. 


NSU Prinz Joins Small-Car Derby in U. S.— 


The NSU Prinz, made in West Germany, is now being imported into the U, § 


by Fadex Commercial Corp., which also 
has a two-cylinder, four-stroke, air-cooled 


gear system employing eccentrics and connection rods. Horsepower is rated at 2 
The car has a four-speed transmission and all four wheels are independently 
pended. The car, which weighs 1,080 pounds, has a 79-inch wheelbase. Fodex claim 


up to 62 miles per gallon for the Prinz, 







Edsel 
Ford 
handles BMW-lIsetta and Tempo. The 
engine with overhead camshaft and 


which is expected to sell at $1,398, poe 





Recession Slowing Down, 
Ike Tells Businessmen 


NEW YORK.—tThe recession ap- 
pears to be slowing down and an 
economic upturn is in the making, 
President Eisenhower said here 
last week. 

He also promised an early de- 
cision on tax cuts, but cautioned 

so pointedly against a wage-price 
spiral that he to rule 
out possibilities that he would 
advocate any tax reductions. 


Eisenhower, in addressing an 
economic mobilization conference 
called by the American Manage- 
ment Assn., also urged a nationwide 
offensive to promote business. 

Although the Government is 
carrying part of the load to end 
the recession, he said, the biggest 
part of the job must be accom- 
plished by private business. 

“If we are to maintain the vigor 


See Decline Tapering Off 


first. Then recovery will begin and| the association, said in the key- 


it will be built on a sound base. 


In another convention speech, 
Byron J. Nichols, Chrysler Corp. 
automotive sales group vice- 
president, repeated the auto in- 
dustry’s charge that it is a victim, 
not the cause, of the recession. 
“We have no apologies for the 
type of automobile that rang up 
approximately 19 million sales in 
the last three years and helped to 
keep the whole economy rolling in 
high gear,” he said. 

He also restated the Chrysler 
view on the small-car issue: The 

small car now is a “healthy fad.” 
If it continues to gain in popularity, 
Chrysler is ready to enter the field 
with a car “designed to meet 
American needs and driving condi- 
tions—not a slavish imitation of 
one of the small cars built for the 
lanes and byways of the European 
countryside.” 


If small-car interest is no more 
than a fad and begins to slip in a 
short time, “it would certainly be 
a disastrous mistake for the major 
automobile companies to invest 
hundreds of millions of dollars to 
bring three more lines of small 
cars into the market,” Nichols said. 

The next decade will bring a 
year in which 10 million automo- 
biles will be sold, Henry H. Hei- 
mann, executive vice-president of 


Maryland Dealers 
Meet June 13-15 


OCEAN CITY, Md.—The Auto- 
mobile Trade Assn. of Maryland 
will hold its summer meeting here 
June 13-15. 

Speakers will include Paul M. 
Millians, vice-president of Commer- 
cial Credit Co.; Duane D. Freese, 
executive secretary of the Ford 
Motor Co. dealer policy board, and 
Joseph B. Gibson of Universal Un- 
derwriters. 

James B. Monroe, state commis- 
sioner of motor vehicles, will ad- 
dress a banquet session on June 14. 


note address. 


“I have great faith in the man- 
agement of automobile companies,” 
he said, “I do not agree with the 
general statement that automobile 
management has paid little atten- 
tion to the consumers’ desires. 


“The customer in the last analy- 


sis has the final word on the cost) 


and design of a car, and you can 
be sure managements are seriously 
desirous of pleasing the customer. 
They want to make sales, and to 
do so they must have satisfied cus- 
tomers. 


“As to the price of a car, it ill 
behooves the Government, di- 
rectly or indirectly, to criticize 
car prices when you consider the 
tax burdens inflicted by the Gov- 
ernment, including war excise 
taxes, which constitute so large 
a@ part of the cost of manufactur- 
ing a car.” 

Heimann said the auto buyer has 
changed his mind on some things, 
“whether permanently or tempo- 
rarily only experience will tell.” 
The changes he listed included: 

The need for less expensive and 
perhaps smaller cars for transpor- 
tation to and from work in addi- 
tion to the larger family car, 


awareness that cars must be kept|*- - 


within their present size or made 
smaller for safety on the present 
highway system and to be in line 
with present parking facilities and 
a need for auto designing that re- 
duces repair costs which would 
pave the way for lower insurance 
costs. 


“It would also appear that the | 


horsepower of an automobile 
today will suffice for some years 
to come. As a matter of fact, the 
trend may be toward less power,” 
Heimann added. 


In addition to seeing a 10-million- 
car year in the next decade, he 
predicted that annual housing 
starts would reach at least 1% mil- 
lion. “Our plant capacity, today in 
excess, will be wholly inadequate 
and we will have to increase it as 
we go along,” he said. 


2 ETS TEPEESEE 


and vitality of our free economy,” 
Eisenhower said, “this drive for th=——— 
| widest possible markets must con- iment 
tinue. A price policy designed to cuperd 
bring increasing volume should be 
nothing short of an article of faith 
for every businessman.” 


Observers believed that the 
President had aimed his remarks 
at the auto industry, which has 
been widely criticized in recent 
weeks on its price policy. CHEV. 
In discussing wage-price struc- DIAM‘ 
tures, Eisenhower said that con- 
sumers “are not going to be satis- DIVOC 
fied with less and less value per§ DODG 
dollar of price, which is the inevit-§ gorp 
able result of less and less produc- GMC 
tion per dollar of cost.” 


| The President said that if busi- 
nessmen and union leaders “forget 
these truths, the consumer will 
remind them in ways that are clear§ WHIT’ 
and painful.” WILL 
| In an earlier address, business- MISC 
men heard Secretary of Commerce 
Sinclair Weeks declare: Tota 
“Confidence is a basic ingredient —_— 
of economic health. But confidence Tota 
requires facts for nourishment .. . U. 
Therefore, this conference will ren- 
der a great service to business 
to the public by presenting the 

















whole truth about the economic§ Gray 
situation . . . and by looking ahead Ca 
with the same realism.” U. 

Many top management men of § ——— 
leading corporations sounded 4 — 
call for a return to the “hard hate 
sell” to promote an improvement es 
in the economic situation. - 


NB. 
They said they are spending§ 













record sums on advertising, improv- 
ing the efficiency of their sales : 
forces, speeding the development | 
of new products and stimulating 
consumer demand in other ways. 

Harry A. Bullis, chairman of Or 
General Mills, predicted that the 
economic lowpoint will be reached 
during the second quarter and 
that the upward trend will then§ ating 
get under way slowly. Parabl 

Thomas J. Watson jr., president§ unfair 
of IBM, in discussing the slow-§ ence b 
down in new-car sales, said, Pulsio: 
may simply be that to sell theg and a 
large number of cars the industry§ sifting 
has been making, marketing meth-§ 4 well 
ods must change. The auto sales The 
men must sell on a wholesale basis 
to develop more or less sure 


| 


~~ 
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prospects before using the exten 


time necessary for a personal Wo 
and, hopefully, a sale.” so 
OTT Cony 
Kenosha Deal Wins — 
3 of 10 DeSoto Prizes |} Mod 
CHICAGO. — Benning Motors, Sete 
Inc., Kenosha, Wis., won three of av 
the top 10 prizes awarded at # | % an 
meeting of DeSoto’s regional The 
Master Salesmen’s Club. The | ered 
awards were based on sales per- | 4nd ] 
formance in 1957 and in a r Passe 
sales contest. level, 
Dewey James won a DeSoto | Was ¢ 
Fireflite hardtop, first prize in the | Said 1 
“ ‘ad contest, and also amon 
took third place in the overall pby a 
club competition. W. J. Colby § £731 
won the club’s $500 first prize. } Miles 
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= Ci, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 





Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
May 24, Week, May 17, May May 25, May 24, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ...... 4,550 2,494 4,559 15,732 43,473 71,264 
rl es 4,550 2,291 4,559 15,732 39,508 71,264 
15,400 30,447 14,551 45,576 588,824 255,103 
Se 1,700 3,157 123 4,213 60,426 24,213 
Boomer ce. ccceescseeeee 350 =: 1,099 _i......... 807 20,234 «= 6,719 
SE sichissiniiiemvnithe 450 «2,244 «i616 «~~ «2,161 «= 64,199 +=—-15,620 
I <siaciieta tien 3,500 7,575 3,421 8417 138,691 43,795 
Piymoutin nesses 9,400 16,372 9,391 29,978 305,274 164,756 
FORD MOTOR*** ........ 24,720 37,867 21,992 72,374 840,614 490,286 
«(OE eee 4 ea 5,969 
6 Re 20,250 30,457 18,144 58,774 668,764 417,056 
ee 470 834 449 «1,587 +§«20,439 «= 13,186 
we “er 4,000 6,576 3,395 11,320 150,967 54,075 
ot 26 GENERAL MOTORS .. 40,391 55,171 46,305 146,258 1,286,937 1,005,703 
| ~ 3,529 7,694 5,026 13,501 208,186 112,851 
cal SI ashi chet hinaiaies 3,200 3,339 «2,596 10,275 69,627 62,845 
meee TURBU TORO nnn. -2ce.ccccnsesese 25,100 29,710 27,003 90,697 646,519 578,181 
eS ee 5,362 7,704 7,260 20,144 193,816 149,627 
I tiia tices enlectibchiel 3.200 6,724 4,420 11,641 168,789 102,199 
a 1216 © 1,449 ~_......... 2,398 32,014 15,195 
ik ciecitante 35 tion 87 6069 1,384 
Studebaker ................. 1,181 1,429 _......... 2,311 25,945 13,811 
omy,"| Total Cars, U. S........... 86,277 127,428 87,407 282,338 2,791,862 1,837,551 
or the ee ee eae ee ee aS eS 
| con **american Motors’ totals for 1957 tnelude Nash and Hudson production. 
= a Ford Motor Co. totals for 1957 include Continental production. 
faith 





COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 24, Week, May 17, May 25, May 24, 
1958 1957* 1958* ToDate 1957* 1958 
GHEVROLET ................ 5,500 6,387 5,727 19,660 151,809 120,441 
TE  isscvientesstecsee 105 121 101 360 1,921 2,223 
ee 60 80 51 189 1,566 1,196 
ii ac aaclates 1,500 1,510 1,519 4,875 35,685 23,531 
FORD . 5,750 7877 4,967 16438 150,691 94,440 
Ee 1,155 1,384 1,149 3,918 29,344 25,899 
INTERNATIONAL. ...... 1,625 2,954 1,502 5,660 44,553 41,550 
IS eines 290 342 279 44 7551 6,128 
STUDEBAKER. ............... 152 162 24 374 5,057 2,669 
IE” cininssinesinstsin 365 464 332 929 8,373 7217 
ERE AEE 1,730 1467 967 5,447 25,834 32,421 
MISCELLANEOUS** 90 60 92 306 1,177 1476 
Total Trucks, U. S..... 18,322 23,308 16,710 59,100 463,561 359,191 
Total Cars, Trucks, 
I lak aia sceteastceestisieatian 104,599 150,736 104,117 341,438 3,255,423 2,196,742 
Total Cars, Trucks, 
spisnthcialiaiidainna 8,054 7,818 9,336 29,445 212,331 167,140 
Grand Total, 
Cars and Trucks, 
a U. S. and Canada....112,653 158,554 113,953 370,883 3,467,754 2,363,882 
n -_- ~ —_ — 
ds "Revised. 


Mack totals. 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
“Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


MB. All U. 8S, totals include cars and trucks for military orders. 





ales 
yment 
ating 
ays. 
un of 
t the 
ached 
and 
ating that an association is com- 
Parable to a union is decidedly 
unfair. There is a world of differ- 
ence between action based on com- 
Pulsion by dictatorial leadership, 
and action as a result of intelligent 
sifting and winnowing of facts by 
& well-informed membership.” 

The association said that dealer 


ident 





S. Africa Economy Run 


, Won by Studebaker 


SOUTH BEND.—A Studebaker 
der V-8 with overdrive 
finished first in the “big-car” 
class of the 1958 South African 


BRSEGaT 5 


2) Mobilgas Economy Run, 
tors, -Packard announced. 
e of | It averaged 28.98 miles per gal- 
at a § °M and 57.22 ton miles. 
onal | The Economy Run course cov- 
The | ered 1,486 miles between Durban 
per- | 8nd Bloemfontein, over mountain 
cent | Passes up to 4,000 feet above sea 
level. More than half of the route 
Soto | Was corrugated, gravel roads. S-P 
| the | Said the next best mileage figures 


among U.S. cars were recorded 

& six-cylinder Chevrolet with 
4731 ton miles and 23.13 actual 
miles per gallon. 
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Tanta States Views 
On Romney Charges 


(Continued from Page 3) 


councils have many shortcomings, 
and listed “just a few”: Factory 
domination; recommendations 
made but never acted upon; un- 
qualified dealers appointed or 
elected to councils; long - term 
quality standards refused or dis- 
carded because of day-to-day 
competitive expediency. 

Both dealer councils and associa- 
tions, the bulletin said, are vitally 
needed to achieve dealer goals. One 
of the most important tasks of a 
dealer association, it continued, is 
to “equalize factory-dealer bargain- 
ing power.” 

“The days of an association are 
numbered if all it can do is mur- 
mur pious platitudes to a discern- 
ing and intelligent membership,” 
the bulletin concluded. “It must do 
for its members what they cannot 
do for themselves individually...” 


Dealers to Golf, Dine 


LOS ANGELES. — The Orange 
County Motor Car Dealers Assn. 
will hold its annual golf and dinner 
meeting at Los Coyotes Country 
Club in Buena Park, Calif., June 4. 
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86,000 Cars Produced .. . 


Truck Output Jumps 
To Three-Month High 


(Continued from Page 1) 

May 17 saw the makers produce 
16,710 trucks. 
* * os 
N CANADA, car and truck pro- 

duction last week totalled an 
estimated 8,054 units, compared 
with 9,836 vehicles the previous 
week. The loss resulted from a 
one-day holiday (Victoria Day) on 
Monday. The week ended May 25 
last year saw the makers produce 
7,818 cars and trucks. 

Except for Studebaker-Packard, 
which was down the entire pre- 
vious week, Chrysler Corp. and 
Ford Motor Co. were the only 
U. S. makers to show output 
gains last week. 

General Motors shut down three 
B-O-P plants (in Delaware, Geor- 

gia and Texas), as well as Chev- 
rolet’s Los Angeles unit. Atlanta 
Chevrolet and Pontiac’s home plant 
worked only four days. 

American Motors, rolling along 
at its highest level since 1955, 
turned out an estimated 4,550 
Ramblers last week to remain on 
par with the previous week's out- 
turn of 4,559 cars. AMC worked 
six days last week for the third 
consecutive week. 

= * > 
| pet yore work operations at 
all except its DeSoto plant in 
Detroit also helped Chrysler Corp. 
boost its car assemblies to an 
estimated 15,400 last week. Imperial 
returned to the production scene 

after a week’s layoff. 

Ford Motor’s gain from 21,992 


Committee Heads, 
Line Group Listed 


In Pennsylvania 


HARRISBURG, Pa. — Chairman 
of standing committees of the 
Pennsylvania Automotive Assn. 
were appointed by David G. Reese, 
Dave Reese Oldsmobile, Inc., Drexel 
Hill, new PAA president. 

The following committee chair- 
men were named: 

Bylaws—Elmer W. Reiber, Reiber 
Cadillac Co., New Castle; conven- 
tion—Frank Pultz, Frank Pultz, 
Greensburg; employer-employe re- 
lations—B. Wayne Beglin, Beglin 
Motor Sales, Inc., Rochester; house 
—Oscar M. Mohn, Mohn Brothers, 
Lancaster; industry relations 
Paul Ruch, City Auto Sales, Inc., 
Clearfield. 

Legislative—C. A. (Pat) Blake, 
Blake Cadillac-Oldsmobile, Inc., 
Harrisburg; membership — C. A. 
Dailey, Dailey’s Chevrolet, Inc., 
Erie (West), and J. A. Moore, 
Moore Ford Co., Scranton (East); 
safety—J. Fred Bauman, Bauman 
Pontiac, Inc. Wilkinsburg; sales 
finance—John B. White, John B. 
White, Inc. Philadelphia, and 
truck-retail and legislative—E. A. 
Sahli, Sahli Motor, Inc., Beaver 
Falls. 

The following were appointed to 
PAA’s line-make committee for 
1958: 

Buick—Charles A. Olson, Olson 
Buick, Altoona; Cadillac — Elmer 
W. Reiber, Reiber Cadillac Co., 
New Castle; Chevrolet—Alex Mc- 
Clinchie jr., Pinkerton Motor Co., 


| Pittsburgh; Chrysler — George L. 


Brainard, Brainard’s Motor Sales 
& Service, Sharon. 

Dodge—Paul E. Ruch, City Auto 
Sales, Inc., Clearfield; DeSoto — 
Louis S. Snyder, Warner Motors, 
Inc., Harrisburg; Ford — J. A. 
Moore, Moore Ford Co., Scranton; 
foreign—David T. Latsha, Foreign 
Motor Sales, Harrisburg; Edsel— 
John P. Mooney, John P. Mooney 
Co., McKeesport. 

Lincoln-Mercury — Dean Mori, 
Mori Sales & Service, Inc., Mones- 
sen; Pontiac—Raymond E. Mills, 
Becker-Mills, Inc., Philadelphia; 
Oldsmobile—William K. Gottshall, 
Ruhe Motors Corp., Allentown; 
Nash—W. J. Fulton, Fulton’s Ga- 
rage, Washington; Studebaker- 
Packard—Byrl S. Kline, Byrl S. 
Kline, West Lawn; trucks—Harold 
G. Reslink, Reslink & Wiggers 
Motor Co., Erie, and Willys—Lewis 
A. Eyster, Triangle Motor Co., Sun- 
bury. 





to 24,720 units resulted from out- 
put hikes at its Lincoln, Mer- 
cury and Ford divisions. Edsel 
was down all last week. 

Ford division’s Louisville and 
San Jose (Calif.) plants were shut 
five days, and its Atlanta plant 
Friday. Mercury had all four of 
its plants back in operation. 

* * = 

TUDEBAKER-PACKARD built 

1181 Studebakers and 35 
Packards for a total of 1,216 cars 
last week, compared with no as- 
semblies a week earlier. 

Cadillac was the only GM gainer 
last week. It produced 3,200 cars 
on a five-day schedule, compared 
with 2,596 in four days a week 


earlier. 
= * 


St. Paul Glass Plant 


Phased Out by Ford 

ST. PAUL.—Ford Motor Co. will 
permanently close its glass plant 
here the first week in June. The 
plant, part of the big Twin Cities 
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Assembly plant, employs about 100 
workers. 

A company spokesman said the 
glass section is being closed be- 
cause it is no longer an economical 
operation, The glass workers, most 
of whom are veteran employes, will 
have a chance to use their seniority 
rights in the assembly plant. 

The assembly plant, which now 
employs a total of 1,300 production 
and office workers, laid off about 
400 workers in April because of the 
recession. The action reportedly 
involved most assembly plant work- 
ers with less than five years 
seniority. 

Shutting down of the glass plant 
is not related to the recession but 
to the expansion of glass-making 
facilities elsewhere, the spokesman 
said. The St. Paul plant has been 
producing all tinted flat glass (for 
side windows) used in Ford and 
Mercury cars, 

The plant was opened in 1926, 
one year after the assembly plant 
went into operation, to utilize large 
deposits of silica sand under the 
plant. The company, however, 
opened a new glass plant at Nash- 
ville, Tenn., about a year ago and 
also has a glass plant at Dearborn, 
| where St. Paul-made glass has been 
| sent for laminating. 
| The glass operation occupies 48,- 
| 960 square feet of floor space, which 
jnow will be used for assembly 
| operations. 








Safety-Check in High Gear; 
1,736 Groups Participating 


WASHINGTON. — The 1958 May 
Safety-Check program was in high 
gear last week with officials re- 
porting it is one of the most ex- 
tensive safety programs ever con- 
ducted across the U. S. 

By mid-May, a record high 

1,736 city, county, military and 
teen-age groups had announced 
plans to take part in the program. 
At the same time last year, 975 
groups were taking part. 

Safety-Check officials reported 
that 6,600 new-car dealers have 
ordered display materials for their 
service departments. 

The program is sponsored by the 
Inter-Industry Highway Safety 
Committee and Look magazine in 
cooperation with the Assn. of State 
and Provincial Safety Coordinators. 

Groups sponsoring local inspec- 


Two Trusts OK 
Du Pont Proposal 
On GM Stock 


CHICAGO.—The proposal of E. L. 
du Pont de Nemours & Co. to vest 
voting rights of its General Motors 
stock in du Pont shareholders has 
been endorsed by Christiana Se- 
curities Co. and Delaware Realty 
& Investment Corp. 

The two trusts filed a joint mem- 
orandum to that effect in Federal 
District Court here. 

Christiana is a successor to du 
Pont Securities Co., an investment 
company set up in 1915 to hold a 
large block of du Pont stock. It 
owns about 27 percent of du Pont’s 
outstanding common shares. 

Delaware Realty was formed in 
1924 to receive du Pont, Christiana 
and other securities owned by 
Pierre S. du Pont in exchange for 
a life annuity. The two companies 
were co-defendants with du Pont 
in the antitrust suit in which the 
Government decided that du Pont 
must give up its 23 percent owner- 
ship (63 million shares) of GM. 

Christiana owns 535,000 shares 
of GM. Delaware owns none. Chris- 
tiana’s GM stock would be voted by 
its 4,000 shareholders. 

Du Pont’s offer to relinquish vot- 
ing rights on its GM shares was in 
answer to a Government proposal 


which called for the company to|” 
distribute two-thirds of its GM| |; 
shares to du Pont shareholders and | © 
sell the rest over a 10-year period.| 


The du Pont counterproposal was 
made after the Internal Revenue 
Service ruled that any shgres so 
distributed would be taxed ‘as or- 
dinary income with rates ranging 
from 20 to 91 percent. Under du 
Pont’s plan, the company would 
retain ownership of the stock. 





tions will soon be busy submitting 
reports on their programs to the 
national officials who will make 
awards to the outstanding partici- 
pants. Deadline for the entires is 
July 1. 

Additional groups which have 
thrown their support behind the 
Safety-Check on a national or 
regional basis include: 

The American Optometric Assn., 
M-E-L division, American Petrol- 
eum Industries Committee, National 
Hot Rod Assn., Cincinnati region of 
the U. S. Post Office Department, 
Outdoor Advertising Assn. of Amer- 
ica and National Federation of 
Business and Professional Women’s 
Clubs. 


Highlights of local Safety-Checks 
reported to national headquarters 
included: 

Two Air Force bases in Cali- 
fornia, McClellan and Mather, 


Those having their cars checked 
in Columbus, Ind., were offered a 
special service. They could have 
identifying marks stenciled on 
their hubcaps as a protection 
against theft. 

When the mayor and other dig- 
nitaries had their cars inspected in 
Baltimore, the activities were tele- 
vised by WBAL-TV. 


North Carolina officials reported 
that 99 of the state’s 100 counties 
would have Safety-Checks within 
their borders. 

In Ohio, 415 communities were 
contacted about holding an in- 
spection program and 361 agreed 
to do so. 

The Safety-Check in Toledo was 
planned and sponsored not by men 
connected with the auto industry 
but by the Women’s Traffic Council. 


Loerke in Detroit 


For Wool Bureau 


NEW YORK.—Edward M. Loerke 
has been appointed Detroit repre- 
sentative of the Wool Bureau, Inc., 

ee according to Max 
F. Schmitt, presi- 
dent. He will spe- 
cialize in wool 
upholstery for au- 
tomobiles. 

Loerke for- 
merly was sales 
Manager for 
Freeman Chemi- 
cal Corp.'s foam 
products division 
= and earlier was 
E. M, Loerke with Bostrom 
Mfg. Co., producer of transporta- 
tion seating, in the same capacity. 
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Reply to ‘Drop-’59s’ Idea .. . 


Yearly Change Needed 
In U. S., Says Curtice 


DETROIT.—The suggestion that 
the auto industry forego changes 
and reduce prices “is a little like 
{ suggesting that a magazine offer 
the same issue two months in a 
row but reduce its price the second 
month,” according to Harlow H. 
Curtice, General Motors president. 

Curtice made the observation in 
a byline article in the Detroit 
Times. The newspaper had asked 
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scrap its new models for 1959. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
Explaining the annual change, 


Curtice said this is what gives the a LE ATOR PE SETS SEE EE GRE ERTS AT 
U. S. buyer the incentive to trade. 
In Europe, he said, buying habits 
are different—people generally buy 
only to replace what has been worn 
out. 

Answering critics who ask, “but 


per insertion for use of a box number 


him to comment on the proposal 
by Senator Arthur V. Watkins, 
Utah Republican, that the industry 





HELP WANTED POSITION WANTED 


NEEDED—DYNAMIC SALES MANAGER.| MANUFACTURERS’ REPRESENTATIVE 
Excellent opportunity for sales manager Cut cost, retain representation—Experi- 
who is a terrific closer. enced and respected factory representa- 


DEALERSHIPS AVAILABLE 





Our salesmen 


Volvo Increases 
Output, Exports 


Shipments to U. S. 


what about the ‘X?’ (an unnamed 
foreign car), Curtice said: “My 
answer to that is that this car is 
still a new product whose market 
is not yet saturated. All the people 
who think they would like to own 
an ‘X’ have not been able to buy 
one. 


not allowed to close deals. Qualifications: 
35 to 45 years of age, good personal 
habits, sober, must be a powerful closer 
Our firm has been in same location for 
27 years, very prosperous, and finances 
95% of our own deals. Cars handled are 
Rambler line and all five English Ford 
lines, Starting salary $10,400 per year 
Plus terrific bonus. Write resume of ex- 
perience to Southern Motors, Inc., 301 
East Broughton St., Savannah, Georgia. 





tive in body and equipment field six 
years, organizing own territory, head- 
quarters Dallas, Texas. Widely ac- 
quainted among automobile dealers and 
truck managers Texas, Louisiana, Ar- 
kansas, Oklahoma and Mississippi. Can 
and will sell your product or work with 
your distributors. Limited and non- 
conflicting lines will be handled by my- 
self in regular and full time travel. 


Weekly itinerary submitted. Can offer 


LLOYD 


Germany's Leading Light Car 
$1,295 P.O.E. ' 


Get the franchise in your town while 





is available. 















































in Hollywood, Fila. He had operated a 
dealership in Hollywood before retiring 10 
years ago. 


Large used-car lot, warehouse. No 
cars or accounts receivable. 
c/o Automotive News, 


The centers will 
provide parts storage and a sales- 
ii training headquarters for employes 
: of dealers and distributors, he said. 

Laville said Simca built about 
200,000 vehicles last year, and that 


locate Tulsa, Oklahoma area. Would con-| 
sider parts clerk in larger dealership. | 
Ten years’ experience. References giadly 
furnished. Box 
Detroit 26. 


Box 8251 


Detroit 26. 
* 


* . 
H. F. Nufer 
KANSAS CITY.—H. F. Nufer, 50, man- 
ager of Seiberling Rubber Co.’s Kansas 
City sales district, died May 16 in a 
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NORTHERN ILLINOIS CITY — Exclusive 








GENERAL MANAGER—25 years’ experi- 












+ new production facilities probably 


will result in a marked increase 
within a few years. 

Laville, who in 1947 set up the 
export program under which over- 
seas sales have doubled every 
three years, said Simca sold 50,000 
cars last year in 82 countries. The 
firm also has assembly plants in 
Australia, Ireland, The Nether- 
lands and Sweden. 


Rochester (Minn.) hospital. 
. . . 


Walter O. Vail 


CINCINNATI.—Walter O. Vail, 66, 


owner of Vail Motors, a used-car dealer- 
ship, died May 18 in Veterans Hospital. 
* * * 


Frederick G. Higgins 
CRANSTON, R. I.—Frederick G. Higgins, 


42, owner of Higgins Ford Co., Warwick, 

died May 19 in a Providence hospital. He 

was a member of the Rhode Island Auto- 

mobile Dealers Assn. 
* 


Benjamin Putterman 


ence—available shortly. Wants connec- 
tion with dealer who would like semi- 


retirement, Buy-out basis from earn- 
ings. Now employed with one of “Big 
3°’. Factory, character and other refer- 
ences can be furnished. Prefer northeast 
seaboard. Box 8237, c/o 
News, Detroit 26. 





SALES—BUSINESS MANAGEMENT CON- 


SULTANT with complete knowledge of 
Profitable retail dealership operation, 
plus eight years of wholesale field ex- 
perience, desires position with manufac- 
turer in Los Angeles area who is desirous 
of upgrading his retail dealer organiza- 


single dealer point handling GM. Trad- 
ing area of over three hundred thousand | 
population. Sold approximately fourteen | 
hundred cars last year. Buy assets with 
desirable lease. Must have factory ap- 
proval and capital. Submit references. 
Strictly confidential. Price is reasonable 
for top locality and product. Reply Box 
8250, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK AND 
OPEL—FLORIDA—1957 area population 
estimated at 25,000. Citrus, vegetables, 
cattle, railroad center with shops, Nava! 
Air Base. I am 63 years old and want 














DISTRIBUTOR 
WANTED 

H} E 

to discuss 


Nationally known custom body 
tops in field, wants 

Lovisiana Distributorship with experi- 
enced passenger-cor dealer. Stable, 
profitable market and prospects for 
hard-hitting sales organization. Give 


its 










tion. Excellent references. Write or wire: 
J.W.C., Box 604, Garden Grove, Cali- 
fornia. 

MANAGER, 30 years old, aggressive, mar- 
ried man with family, good closer with 
proven | seeks deal with 
greater opportunity. Positively knows 
how to hire, train and guide a hard- 
hitting sales force that can build volume 
on an ethical and profitable basis. I'm 
not a con-artist nor hot-shot operator, 


full particulars in reply to Box 8249, 
c/o Automotive News, Detroit 26. 


to retire. Factory approval and cash re- 
quired. In reply give business experience 
and banking references. Box 8257, c/o 
Automotive News, Detroit 26. 


Volkswagen 
200,000th Volkswagen sold 
in the U. S. since the cars be- 
gan arriving here in 1952 has been 
delivered to Joseph Valenti, vice- 
president of Cosmopolitan National Joseph C - 

Bank, Chicago. WESTERVILLE, 0. — Joseph Camarata 
The car was a black two-door) 73, vice-president of Vincent Motors| pO. & net 
sunroof sedan and was delivered by eee yaaan here, died in Holly-| , Se teak ieee ae and 
ero wees | ff a metronseies OM eaereh, Best ref 

‘town branch 0’ po otors 0 . or me an 's ta 
Chicago, Inc., Midwest distributor omanul Gite ten o onl ee eee 


Detroit 26. 
for Volkswagen. O’Banion, 65, a retired used-car dealer,| AVAILABLE TO AMERICAN MOTORS 
Fiat a vie”? 


N OCEAN-GOING automobile 


NORWALK, Conn. — Benjamin Putter- 
man, president of Yankee Metal Products, 
Inc., automobile accessories manufacturer, 
died May 10. Mr. Putterman, 66, was one 
of the founders of the firm in 1915 and 
acquired full control in 1946. 

* * * 
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TEMPO Matador TRUCKS 
14 REAL TRUCK MERCHANDISERS 


WANTED 
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in making it profitable to you, and 
ferry, the first ship of its kind t aie ae 56, : credit to you and the community it Philadelphia New Orleans Ol 
ever to dock in the New York area, aa — after serves. I am cooperative and get - 
arrived at Pier 2, Port Newark a ae ation in return. Know to sell and Detroit Kansas City Miami 
with a cargo of Fiat cars for deal- Frank D. Elbery motive Mews, Detect 20 —— Boston Buffalo Cincinnati Re 
; ers in the Northeast. CAMBRIDGE, Mass.—Frank D. Elbery,| SALES MANAGER AND GENERAL MAN- : Fir 
A total of 591 Fiats were un-|56, Cambridge auto dealer, died May 16| AGER—Wants to locate in northwest Hartford Houston Indianapolis Fin 
4 ee pie ape ape has already) yotors (Ford). privilege pectuesed). % pease’ "Gurocaon Pittsburgh Cleveland 
recei autos off the freighter, ae 3 years’ GM management without a red 
a and 132 remained aboard for deliv- Dale Cox Row to muake  mepennes, Of operation and|/ TEMPO LINE—Panels, Low Loaders, 12 Passenger Kombis (Re- 
§ ery in Boston. CHICAGO.—Dale Cox, 56, public rela-| tory A Ay 8 given, Please a4. . 2 ‘ BA 
if Italian Ambassador Manilo| (ions director for Internations! Harvesier| dress replies to Sales Manager, 1331 Gien movable Seats), Double Cab with Pickups, Complete line of 12 
4 — tay om a — = man of AMA's motor truck public rela-| ™¥"# St, San Jose, California. different vehicles, all German made with British Austin A 50 fe 
i to bring its cars to the West Coast. . 2% DISCOURAGED? Engine (52 H. P.) 25 miles per gallon. Same engine used in Ww 
Penetration of the entire U. S.| Cissenee N. Feldhaus many other imported vehicles. Nothing like it imported or made gir 
market is the goal of the Italian| , OWENSBORO, Ky.- Cares oT eald.| Don't give up yet. A small od in the 


auto industry, he indicated. 

Fiat Automobile Co. reported 
sales last year increased $16 million 
over 1956, while earnings were off ee 
$100,000. 

Sales in 1957 amounted to $560 
million and net profit totalled $22.4 
million. 


Want Ad columns of Automotive News in America. 
can help you locate that hard-to-get 
part—or thot experienced service 
manager — or those used cars. 
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DEA* 
S:nVELOUS OPPORTUNITY to test be- 
fore aca. sition, We furnish $100M parts 
and er eaeip: ent, rent free. Long-established 
ly Ael locaton, Long Island. 30M square 
P feet at >usy intersection, beautifully 
; showroom, service department, 
io body shop, used car lot, 
. ee good small foreign 
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ERSHIPS AVAILABLE 


nise, in exchange share of 
nly, and we give you option to 
t at end of one year. Sudden 
mer owner, dealer handling 
WwW. K. Wallace, 444 Madison 
w York 22, New York. MU 


GEORGIA—DEALERSHIP HAN- 
HEVROLET, 200 car potential. 
it and parts at inventory. Most 
garage, body shop and nearly 





‘ pn 


jew showroom at $3.50 per square foot 
or lease to proper person. Heart of 
chicken belt, near Lake Lanier. Excel- 
jent climate—only one competitor—no 
blue sky. Box 8242, c/o Automotive 
News, Detroit 26. 





DEALER SHIP HANDLING RAMBLER— 
Excellent location, good lease, want fast 


gle. $6,000 buys everything. Ranch 
Motors, Inc., 487 Main St., East Orange, 
New Jersey. 





Wanted: Young, 
Aggressive Partner 


a once to operate branch. Hottest auto- 
mobile deal midwest—machinery, ranch- 
ing, farming territory LEASING- 
MICTION - RETAIL—It tokes money to 
hendle this decl—it will be new and 
@fierent—Established here for twenty-five | 
yeors—So unless you are willing to work | 
herd and invest up to $100,000, don't 
bother onswering this ad. Send self | 
particulars and bonk references first letter | 
are of Automotive News, Box 8254, 





Detroit 26. 





| 
SOUTHEAST FLORIDA—major metropoli- 
tan city dealership handiing General | 
Motors. Buy only parts, furniture, equip- | 
ment and lease on modern plant with | 
facilities for volume operation. Furnish | 
bank or finance company reference. Box | 
8240, c/o Automotive News, Detroit 26. | 





— _ — —_ - - j 
DEALERSHIP FOR SALE handling Buick | 
and Opel most progressive town in Vir-/| 
ginla. 150 car potential; no used cars to 
buy; excellent location. Inspection at 
your convenience—-Must have factory = 
proval. Box 8215, c/o Automotive News, 
Detroit 26. | 





HANDLING CADILLAC-OLDSMOSBILE-GmC 
located in fast-growing agricultural-oil area | 
@ west Texas. Due to other business interests, 
wil sell one of the most attractive dealer-| 
tips in this area. Buy only parts, equipment 
ad leasehold improvements. Call or write | 
Brin Crow, Box 1130, Pecos, Texas. Hickory 
Saul. 





POR SALE—Dealership handling Chevro- | 


iets and Oldsmobiles in heart of Missis-| 
Sippi Delta. Buy only parts, 
Signs, etc. Excellent lease agreement. 
Dealership potential is 300 cars per year. 
Write Box 8212, c/o Automotive News, | 
Detroit 26. 7 


DEALERSHIPS AVAILABLE 


FOR SALE 
Small Dealership 
Handling Chevrolet 


in a 15 mile radius from Dallas 
on a main highway artery. 


Reply Box 8255, c/o Automotive 
News, Detroit 26. 








DEALERSHIPS WANTED 


WANT TO TRADE approximately $50,000 
prime investments and one-year old, 
three bedroom, two bath, waterfront 
home—Fort Lauderdale, rida area, 
for 300-400 Blue Chip Auto Agency in 
Great Lakes area. Price must be realistic 
and business must stand rigid investiga- 
tion. Give or take difference—either way. 
Box 8244, c/o Automotive News, Detroit 
26. 


CHEVROLET, FORD, BUICK OR OLDS- 
MOBILE, 900 car "and up—in Florida, 
Texas, California, or anywhere in south- 
west or mid-continent. Plenty of finances. 
Factory approval assured. Must be 
strictest confidence, or will not expose. 
Box 8217, c/o Automotive News, Detroit 
26. 


SMALL CHEVROLET, FORD DEAL, New 
York, New Jersey preferred. Up to 150 
units. Utmost confidence assured. Box 
8243, c/o Automotive News, Detroit 26. 











| SUBURBAN BOSTON—Established dealer 


will buy Ford or Chevrolet dealership. 
Send all details to Box 8248, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET OR CADILLAC DUAL— 
150-300 car deal, southwest preferred. 
Factory approval assured. Box 8258, c/o 
Automotive News, Detroit 26. 


DECAL TRANSFERS 











TRUCK DECALS; no charge for sketch; 


brilliant colors, Write for sam- 
Inc., 8356 Hough, 


durable, 
ples. Allied Decals, 
Cleveland 3, Ohio. 


DEALER SERVICES 


MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 








officers and first three grades enlisted per- 
sonnel. 


Militory 
Finance Co. Ac Corp. 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
| Berkeley 4, Calif CApito!l 6-268! 
THornwall 3-7423 
“Worldwide for Military 





DEALERSHIPS AVAILABLE 










BMW ISETTA “300° 
BMW (ISETTA) "600" 
NSU PRINZ "600" 


ALL AIR COOLED—REGULAR GAS ONLY 








































Requirements: 


CAPABLE AGGRESSIVE SUB-DISTRIBUTORS 


WANTED 


Ohio © Indiana © Western Michigan © Western Penna. 


First rate road organization. Good dealer relations. Know how in distribution. 
Financially sound. Able to stock and distribute cars and spare parts. 


— MUST BE AVAILABLE NOW — 





BMW ISETTA “300” shows for first 3 months 1958 470% more 
retail registrations over same period last year. 


With the 5 seater BMW (ISETTA) “600” now arriving, we are 
aiming for 10 times 1957 registrations. 


U. S. DISTRIBUTOR 
FADEX COMMERCIAL CORPORATION 


Est. 1937 
487 Park Avenue, New York 22, N. Y. Plaza 1-7200 









DEALER SERVICES 





Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
e e A disinterested certified physical 
inventory will save you money e ¢e 


DON'T GUESS—BE SURE 
Call or write for service details. 


Automotive Inventory 


Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





CARS FOR SALE 


1958’s 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cars. 


George York c/o 


OLIN'S 


Florida's Largest U Drive it 
2830 NE 2nd Ave. Miami, Florida 
Phone: FRanklin 1-659! 





1948 LINCOLN CONTINENTAL hardtop, 
V-8, overhead valve motor, new tires, 
excellent condition. Might take antique 


as partial payment (preferably Brass 
Ford). R. E. (Dick) Cusick, Fremont, 
Nebraska. 





DO YOU WANT 


PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—C onvertibles—Karmanas 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 

and Expertly Shipped Directly 
AN U. &. Ports. Contact our Amer! 
can Representatives for Detelis. 


Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


Also Suppl Station Wagons, 
Panels, -up: Buses, Etc. 
Export Industrial p., S. A. 
Hamburg |, Germany 


FORDS 
PLYMOUTHS 


Four-door ex-toxis with heater and 


defroster. Very good tires. Some with 


Automatic Transmission and Power 


Steering. 
e 


Don't wait .. . 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 44630! 


call, wire or write 





CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 


sines. Ridgway-Baker, eee 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


CARS WANTED 


Y Kind 
wtp Cae We end sities ole tn 





high market, Air cars a spockaliy. 
Write or Phone 
Clark Smith 
PHOENIX AUTO AUCTION 
2201 Wetton? © Bivd. aa Arizona 


: Alpine 8-5768 


CARS WANTED 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car in- 
ventories—Call the largest dealer in 
the midwest. 


No stock too small or 
too large for us to handle. Write or 
call: 


Jan Ross Motor Co. 


380 E. Broad St. Columbus, Ohio 
Phone: CApitol 8-4514 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up, Passenger 
cars and trucks, Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 


WANTED FOR EXPORT, 1926-42 obsolete 
parts for Ford, Chevrolet, Dodge, Plym- 
outh cars and trucks. Send lists to 
Morse Export-Import Company, 10 Beale 
St., San Francisco. 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 


WRECKERS & EQUIPMENT FOR SALE 


TEN 1952 FORD %-TON TRUCKS with 
new Holmes 400 cranes—Two 1952 Dodge 
1-ton power wagons with pickup beds and 
new Holmes 400 cranes—Three hundred 
1958 Chevrolet hoods; these are brand 
new, genuine Chevrolet hoods. One Sun 
tuneup machine—Eight new Holmes 400 
cranes—Two new Holmes 470 cranes— 
One new Holmes 525 crane. Contact Ter- 
minal Garage, 217 W. Depot St., Knox- 
ville, Tennessee. 





SHOP EQUIPMENT FOR SALE 


ATTENTION DEALERS—I have for you 
one excellent front end machine, floor 
style, equipped to handle all cars includ- 
ing current 1958 models. One ‘Brake 
Doctor’’ A-1 condition. Location Ander- 
son, South Carolina (southwest) U. 8. 
29. Will deal for both—$550. Call Jim 
Diemer, Atlanta, Georgia, Jackson 4- 
8021; or write 603 Rhodes Haverty Build- 
ing, Atlanta, Georgia. 








FOR SALE — Complete Inland radiator 
shop, nearly new, automatic gas fired, 
electric elevator tanks. Complete de- 
tails on request. Less than half price. 
H. R. Sivers, Fulton, New York. 


MISCELLANEOUS 


The “ORIGINAL YELLOW" 
Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ m gas 
“WRIST ACTION" $5]* 
COMPLETE with 
GUIDE CABLES AND )6=- $6] 45 
BRAKE HOOK-UP 
uwn TRAIL-KING 
Fe fon chun & Dative oon tare 937.50 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 
STEEL (Tow Bar) CARRYING YOUR 
BROWNIE CARRY-ALL ~ Only 
BAG Mounted ON 
Rubber-Tired WHEELS $11.11 


Automatic BraKinG 
Incldg. BRAKE HOOK-UP 

TowKinG ..2:', $45°° 
CASE with Wheels & Handles Cuoice 
Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8868 Nites: BA |-8717 


Call Collect 3 77,ore", 


40 So. Clinton St., Chicago 6, Ill. 








The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............ $69.80 
Dealers’ Special Discount 25%. 17.45 




















Dealers’ Net with 4 Standard 


plus 2 ejay Adapter Clamps . $52.35 
Federal Excise Tax Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 





Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps . $44.85 
___ Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


FIVE WHEELS, LTD. 


599 Y¥ St. 
Toronto, 

























$100 REWARD leading to actual recovery 
of 1956 Cadillac sedan, Model No. 62, 
serial No, 5662-045549, pale green color, 
with air conditioning and possible Florida 
plates. Driver, man known as M. A. 
(Chick) Gardner, age 44, white, auto 
salesman (resembles ‘Spike Jones’). 
Cali collect MAin 3-3454, General Auto 
Sales, 290 8S. Stone, Tucson, Arizona. 


$100 REWARD leading to actual recovery 
1958 Ford F-100 pickup—dark green— 
serial No. F10J8G10196. License plate 
unknown. Owner, man known as Tommy 
Costello, conducts itinerant spray paint- 
ing business in rural areas. Lives in 
trailer courts. Call collect: Dan Rohyans 
Ford, Inc., Columbus, Ohio. AXminster 
4-4661. 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 
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THESE DEALERS ARG 
MOVING CARS FASTER 
TODAY 


All late model fa ae « 
sell faster sat 


Right now it is costing you $2 to $3 per day to keep a used car on 
your lot. This covers such items as land, lights and labor. In 30 days 
—the average turnover—the cost is $60 to $90 per car per month. 

What can you do to move these cars faster and even more 
profitably than used cars of the same make, year and model now 
being sold by other dealers near you? 

For very little more than the cost of a quick shine, you can give 
your used cars a better appearance than these others—an appear- 
ance that the prospect can spot immediately and want. 

Porcelainize gives this appearance and reduces the lot expense 
per car from an average of 4 weeks or more to a matter of days, as 
proved by test. The best proof of this benefit is an actual test. Call 


your Mr. Porcelainize and put the burden of proof on him. 


Make a “must” of this: 
Ask your Porcelainize 
representative to show 

you the plan for 
increasing ALL your 
service business 


he Ul Hirdard fee Tine Mulemebile Cfyearante 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 





